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Columbian Mapila Rope—known through- 
out the vlifilinesen to its pliability and 
resistance to.kinking—is a sure profit-maker 
for hardware stores. Sold in handy packaged 


coils or displayed in the convenient new 


Merchandising Unit. Ask your jobber. 


JLUMBIAN ROPE COMPANY ¢ 400-70 GENESEE STREET © AUBURN, “THE CORDAGE CITY,” N. Y. 





YOUR Jlame Listed 


0 NO Tin Cost. 


During May and June, big advertisements for Lumite* 
screening will appear in selected local newspapers. 





There’s still time to get your name listed in the advertisement. . . 
to bring customers into your store for Lumite screening and other spring supplies. 


How? Ask your jobber, or write direct to us for particulars. 
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LUMITE DIVISION Chicopee Mills, Inc., 47 Worth St., N.Y. 13, N.Y, 
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” *Registered Trade-mark 
KWIKSET § 
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kwikset’s new (3) hole 


installation jig 


, 33, ON, 





for proven, fast, trouble free installation 


Kwikset’s new 3 hole jig was used with power drills 
during the recent lock installation contest held at the } i Ytioah = 
National Association of Home Builders’ convention in Chicago. } { a 
Jig may also be used with hand brace. 


81 per cent of all contestants installed Kwikset ) ‘inn 


locksets in three minutes or less. 


Jig clamps securely on door. Adjusts for 1%” or 14%” door. 








Assures accurate right angle holes for perfect lock fit. 
7/16” BIT FOR 1/4” POWER DRILL 


ANE Es 


7/8” BIT FOR 1/2” POWER DRILL 





KWIKSET SALES AND SERVICE COMPANY, ANAHEIM, CALIFORNIA 
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SPEEDS 


FINGER-TIP 
BEATER 
RELEASE 


STANDS 
ON ITS 
HEEL 


LIGHTWEIGHT 


ONE HAND 
OPERATION 


COOK-A-MATIC 


MIXABLEND 


! EF \ 


STROKE-SAV>R 


AUTOMATIC 
TOASTER 


IVERSAL 




















FULL POWER 
AT ALL SPEEDS 


LOW 
STARTING 
SPEED 





on the market! 


Here’s Universal’s newest contribution to household convenience and 
extra sales for you! It’s the mixer women have been waiting for... 
lightweight, with 5 accurate, full-powered speeds including a low 
starting speed to prevent splatter. There’s rugged power to take care 
of any mixing chore. Any pan becomes a mixing bowl—on the stove 
or on the counter. 

Be sure to ask your Universal distributor today for the mixer that 
“Beats anything on the market.” 


/S) First GIFT choice - ELECTRIC HOUSEWARES 












COMBINATION 
SANDWICH GRILL 


ELECTRIC BLANKETS 





HEATING PADS FOOD MIXER 
TRAVEL IRON AND CHOPPER DEEP FRYER 


IRON COFFEEMATIC TABLE STOVE 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Just Among Ourselves 


Informal Editorial Comments 


Good Sports and 
Good Citizens 


America is a nation of sports enthusiasts. 
Rare, indeed, is the person who does not partici- 
pate in some sport, actively or as a spectator 
lending encouragement to the players. 


Playing a game well is the result of diligent 
practice and a competitive instinct. We play 
with great enthusiasm and vigor. 


There is nothing unusual about this. It is 
typically American. 


Being a good citizen is not very much differ- 
ent from being a good player. Yet, when it 
comes to developing the skills that go into 
making a good citizen, too many of us are in- 
clined to silently sit on our hands—to watch the 
“other fellow” carry on. 


The environment that has made available to 
us the leisure and facilities for participating in 
sports is derived directly from the workings of 
our free enterprise system. 


Without the benefits that accrue from our 
system of rewarding individual] initiative and 
acknowledging the dignity of the individual, 
there would be no opportunity for sports. 


So as we endeavor to perfect our skills as a 
golfer, a fisherman, a baseball player, or what 
you will, let us also perfect our skills in acting 
as good citizens. 


If we would direct to this task the same en- 
thusiasm and the same effort that we direct to 
being a proficient golfer, we would have little to 
fear from the enemies of our free enterprise 
beliefs. 


It is little enough to ask that we strive as 
hard at being a good citizen as we strive to 
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become more proficient at our favorite sport. 


Yet, our ability to continue to enjoy these 
sports may well hinge upon how well we fulfill 
the role of a good citizen in the support of the 
American free enterprise system. 


A 600% Potential 
For Related Sales 


Much discussion is devoted these days to super- 
market selling of hardlines. This is most cer- 
tainly a subject worthy of careful consideration. 


But, in turning our attention to this question, 
let’s be sure that we do not detract from our 
efforts to sell those lines that are basic to a 
hardware store and which cannot be swallowed 
by supermarket operators. 


One such line is water systems. 


In May of each year, the water system manu- 
facturers, assisted by utilityy companies, sponsor 
a national consumer promotion program to em- 
phasize the many advantages of an ample supply 
of running water. 


This promotion at the consumer level has proved 
in the past to be very helpful in selling water 
systems in cases where it was backed up with ag- 
gressive promotion at the local level. 


Time devoted to selling water systems pays 
double dividends. The first profit dividend comes 
with the original sale of the pump, motor, etc. A 
second series of dividends comes from the sale 
of the many items that will be needed later by 
the buyer of the pump. 


After all, a water system is of little value with- 
out the stock watering equipment, the kitchen 
and bathroom fixtures, etc. And these, in turn, 
require pipe, fittings, valves, etc. The sales po- 
tential of this related business, according to 
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actual dealer experience, averages out to about 
six times the value of the original pump sale. 


It’s easy to see, then, why it is important that 
a dealer give careful attention, especially during 
the month of May, tc sharpening up his selling 
of water systems. 


Beginning on page 55 of this issue, is a Mer- 
chandising Guide for Water Systems. Ken Heale 
has compiled in this Guide a great many worth- 
while ideas, based on practical dealer experience, 
for improving dealer methods of selling water 
systems. 


It will be well worth your time to read and act 
on the suggestions contained in this Guide. 


Out of Stock— 
Out of Pocket 


No matter how big or how little the volume 
done by supers in hard lines, each dollar is just 
that much less in the hardware dealers’ pockets. 


An aggressive merchandising and promotion 
job will go a long way toward minimizing the 
sales the supers get. Encouragement of self-ser- 
vice will help to reduce some selling costs. 


But there is another aspect of good store man- 
agement that we haven’t touched upon yet, but 
which has a vital influence on your profits, and 
that is outs on items normally carried in stock. 


This type of stock shortage is primarily the 
consequence of inefficient management—the lack 
of effective stock control. Depending upon your 
memory is not adequate these days. You need 
some automatic means of catching low inventory 
situations before the item becomes an out. 


There are various methods available for avoid- 
ing outs. We’ve described a number of stock con- 
trol methods in Hardware Age. A number of 
wholesalers have developed stock control systems 
for dealer use. 


But regardless of what system you use, use 
one. 


An out means a loss of profit; a reduced turn- 
over. The cumulative effects of outs over the 
period of a year in some stores represents a very 
sizeable sum of money. 


The damage an out creates is not alone in lost 
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profits; it also creates ill will among your cus- 
tomers. If a customer comes. into your store for 
an item and finds you are out of it, he is forced 
to go to another store. His simple job now is 
made twice as difficult by your inefficiency. He 
certainly isn’t going to feel kindly toward you. 


You have, in effect, deliberately forced him 
to visit a competing outlet. You have created 
traffic—the keystone of good sales volume—for a 
competitor. 


Foolish, isn’t it? 


This sort of a situation is especially dangerous 
if a basic hardware item is involved. 


One phase of this problem that is too often 
ignored these days is the buying of seasonal 
needs. 


If dealers ignore the importance of future 
orders, they run the risk of finding themselves 
facing the embarrassment of outs if, for exam- 
ple, the weather should break unusually early 
this year. 


Twenty thousand dealers suddenly demanding 
snipments of seasonal items cannot possibly be 
satisfied promptly by wholesalers. The result is 
bound to be lost sales. 


It is very surprising to me that at this late 
date there are dealers who have not taken in 
anywhere near an adequate supply of spring 
goods. 


They often say that they’re saving money by 
not taking the goods in until the last minute. 


Actually, they’re running a good risk of losing 
money by not having the merchandise on hand 
when customers want it. They are also overlook- 
ing the anticipation discounts they could have 
had. 


Don’t let shortages rob you of profits. While 
we seek ways to combat the supers, let’s tighten 
up our own operations and see to it that every 
possible dollar of profit ends up in our pockets. 


The better our hardware store operations are, 
the more difficult the supers’ job will be. 


Lest We Forget 


Many of the business doctrines of the late 
E. C. Simmons are as vital today as the day he 
spoke them. Especially so is the remark at- 
tributed to him that “A jobber’s first duty is to 


help his customers prosper.” 
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NEWS and VIEWs 


By Washington Bureau of 
HARDWARE AGE 


Heavier Consumer Spending 
Ahead Says Federal Reserve 


Consumers plan to dig into the bank account and 
the family sugar bowl more deeply this year to buy 
the major goods they’ve wanted for a long time. 

A great many potential buyers feel a stronger urge 
to invest in durable items designed to make living 
easier. 

The percentage who have reached that conclusion is 
noticeably higher than it was a year ago. Those are 
the findings of the Federal Reserve Board, based on a 
survey of consumer finances in 66 areas. 

In those localities, plans to buy housefurnishings 
and large appliances were found to be substantially 
more numerous than in 1952. 

Half of those surveyed said they expect their 
dollar incomes to rise in the months ahead. This spirit 
of optimism was fairly general. When asked the rea- 
son for their rosy views, people named stable prices, 
more lenient credit terms, and generally higher wages 
and employment. 

A very high percentage said their financial posi- 
tions had improved in the past 12 months. 


OUTLOOK—A healthy interest in houses, 
new and old, is foreseen. Strong selling in the 
Fy used-house field should boost the need for re- 
placement appliances, and heating and plumb- 
ing. 


Hope for Early Tax Cuts Fades: 
Plan Revised Tax Structure 


President Eisenhower’s firm reiteration of his tax 
reduction policy (o.k., but balance the budget first) 
has taken the zip out of earlier House plans for ram- 
ming through Congress a “quickie” tax-cut bill. 

Chairman Daniel A. Reed (R., N.Y.) of the House 
Ways and Means Committee continues to fight a los- 
ing battle for a 10 pet cut in individual income taxes 
on July 1. 

Many of his supporters are being converted to Pres- 
ident Eisenhower’s more logical position that taxes 
cannot be cut until a balanced budget is in sight, in- 
flationary trends are throttled, and there is what he 
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calls “proven capability” of trimming government 
spending. 

Politically speaking, however, Representative Reed 
has lost his fight. 

Capitol Hill observers interpret the Administra- 
tion’s position as but a thinly-veiled threat by Presi- 
dent Eisenhower to veto any premature tax-reduction 
legislation that reaches his desk. 

It is very doubtful at this point if quickie tax-cut 
proponents can muster enough strength to override 
a veto. 


OUTLOOK—Reduction of excises applying 
to hardware store items and of rates on in- 
dividual and corporate incomes won't come 

§ before late this year or early next year. The 
Treasury is planning on revision of the entire 
tax structure to ease the load on retailing. 


Wage-Price Violation Cases 
Headed for Quick Settlement 


Washington promises fast action in winding up 
legal proceedings against firms charged with violations 
of price or wage controls. 

Federal officials have agreed upon the following 
speed-up procedures, which are designed to melt the 
government’s heavy backlog of violation cases: 

1. OPS is to refer all serious cases to the Justice 
Department. 

2. Firms charged with violation of wage or salary 
controls now have only 45 days (cut from 75 days) 
to answer Government complaints. 

3. Wage or salary charges not contested by em- 
ployers are to be forwarded to the Bureau of Internal 
Revenue for final settlement. 

The Eisenhower Administration figures the quicker 
it can dispose of those cases, the sooner it can liqui- 
date all traces of an unlamented price and wage con- 
trol program. 

Wage and salary controls were suspended Feb. 6. 
The seventh and last price decontrol order was issued 
March 17. Federal authority to prosecute alleged 
violations continues in effect, however, for about two 
more years. 

(Continued on page 101) 
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* Miastex” and “quality” have always 
been synonymous. It is quality in every 
detail that has made Master the world’s 
most popular padlocks, Extruded brass 
cylinders exact to one-thousandth-of-an-inch 
. .. massive brass locking levers . . . finest 
phosphor bronze springs . . . nickel-silver pin 
tumblers. These and countless other features 
are typical of the matchless quality built 
into every Master Padlock — quality you 


will be proud to pass along to your customers, 


: i 

Pr. V7 e oI 

wy € Boy 
Gstontion , * 


Famous laminated case is Master's highly-skilled 
strongest known . . . brass craftsmen are acknowledged 
pin tumbler mechanism un- leaders in the padlock field, 


equalled for security. 


e Materials Ps hacking 





Hard-wrought steel and Special Master-designed 
brass insure maximum equipment means faster pro- 
strength and dependability. duction, lower prices. 

®,) 

<. Ate) 





% CK ye 
Make sales faster with 


Master Padlocks 


ANDING VALUE 


Feature MASTER During 
Hardware Week, April 17-25 


Your irha Hardware Week kit, mail- 
ed late in March, contained sales pen- 
nants and — mats featuring 
two Master fast-sellers—No. 3 ‘‘Secret 
Service,’’ No. 500 ‘‘Multi-S ring 
Put them to work for you... NOW! 


















Master Jock Company, Milwaukee 45, Wis. 
World's Leading Padlock Manufacture 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 





@ For more information 
on these products and 
services use free post 
card on page 105. 





Little League Bats 


These Louisville Slugger bats 
have decal pictures of famous base- 
ball players and their signatures 
on the barrel ends of the bats. 
Known as the Little League Se- 
ries, they are designed especially 
for Little League play and conform 





to Little League specifications 
throughout. Pictures of players 
appearing on the full color decals 
are: George Kell, Ted Williams, 
Ralph Kiner, Jackie Robinson, Joe 
DiMaggio and George “Babe” 
Ruth. Hillerich & Bradsby Co. 


For more data circle No. 1 on postcard, p. 105 


Plastic Shaker Set 

This four-piece plastic shaker 
set has turn-top safety locks that 
prevent spilling. It has large easy- 
to-fill openings and rounded cor- 


12 





ners for easy cleaning. Added to 
the Burrite line, its matched de- 
sign complements the canister set 





and other kitchen items in the line. 
Each container is 2%, in. square 
and 3% in. high. Available in Bur- 
rite Jewel Tones and Desert Tones, 
suggested retail price is 89¢ per 
set. Burroughs Mfg. Corp. 


For more data circle No. 2 on postcard, p. 105 


Rotary Power Lawn Mower 

This rotary power lawn mower in 
the Mow-Master line has a Power- 
Pak 214 h.p., two-cycle engine. It 
features pulverizing action of the 
dual-edged cutting blade, which 
whirls at three miles per minute 








lifting fallen grasses. Base is de- 
signed to evenly spread mulch 
around lawn while mowing. Cut- 
ting heights are adjustable from 
114, to3% in. Puncture-proof, rub- 
ber-tired wheels are set close to- 
gether to eliminate scalping of turf 
and recessed hubs allow close side 
trimming of trees, hedges, etc. 
Grind-A-Leaf attachment is avail- 
able. Propulsion Engine Corp. 


For more data circle No. 3 on postcard, p. 105 


Tubular Latch 

This 1°%4 in. backset tubular 
latch, No. 220, for wood doors, has 
been added to the manufacturer’s 





line of screen, storm and combina- 
tion door hardware. It has attrac- 
tive escutcheon and positive lock- 
ing device that operates inside by 
moving a button. Extra long 7/16 
in. bolt throw offers more freedom 
in fitting door and jamb. Of rugged 
construction, it comes with brass 
or aluminum trim and is easy to 
install. No. 215, 1 in. backset, has 
same features as No. 220 but is for 
narrow stile wood doors and alumi- 
num doors. Oley Products, Inc. 

For more data circle No. 4 on postcard, p. 105 
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Want more information on these 
products? Then use free post- 
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Electric Jig Saw 


Able to do the work of a jig saw, 
sabre saw, keyhole saw, plus most 
band saw operations, this portable 
electric jig saw can be easily held 
and guided with one hand. It is 
supplied with five different kinds 
of blades for cutting hard and soft 
wood, plywood, ferrous and non- 


ferrous metals, rubber, leather, 
plastics, composition boards and 
insulating materials. Called the 


Utility Jig Saw, it can be quickly 
mounted in an accessory table for 
bench work. It can make pocket 
cuts in wood without a drilled en- 
trance hole and is powered by uni- 





versal motor for use on 115-volt 
AC or DC current. Black & Decker 
Mfg. Co. 


For more data circle No. 5 on postcard, p. 105 


Automatic Lawn Mower 


This completely automatic lawn 
mower, called the Grass Finder, 
can trim a lawn of any shape or 
size. Operator cuts one strip 
around outside of plot, then sets 
mower in automatic operation. 
Mower then starts in clock-wise di- 
rection around the plot cutting an 
18 in. swath of grass. Mechanical 
feelers guide it along curves and 
around corners as it works toward 
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FOR THE HARDWARE DEALER 





center of plot until job is done. 
Gasoline-powered bar-type model, 
it can cut grass from 2% in. to 7 
in. high; cutting height is adjust- 
able from 11% in. to 2%4 in. It will 
have a list price of under $300. 
Fairbanks, Morse & Co. 


For more data circle No. 6 on postcard, p. 105 


Paint Brush Cleaner 

Every gallon, quart and pint can 
of Paint-Trap comes equipped with 
the new Stay-Clean Paint Trap that 





fits into bottom of can and serves 

as a brush cleaner and conditioner. 

Grilled surface on which brush can 
(Continued on page 102) 










in hardware merchandise... 


TO HELP YOU 


SELL 


AND OTHER DEALER 
SAUCES NGS 








Hand Sprayer Display 


Three-color point-of-purchase dis- 
play for the new Pestop line of 
hand sprayers allows customers to 
pick up a strayer and examine it. 
Made of extra heavy cardboard, it 
has pocket for consumer literature. 





End pieces can be Yremoved and 
used as side panels for other dis- 
plays. F. E. Myers & Bro, Co. 


For more dxta circle No. 7 on postcard, p. 105 


Calking Compound Display 


Designed to boost the sales of 
Nu-Calk calking compound, this 
new display rack is made of wood 
with an attractive pastel painted 
finish. Occupying a minimum of 
floor space, it holds all sizes from 
half-pint to gallon, as well as Nu- 
Calk Speed Load tubes. Rack is 
free with orders of Nu-Calk suffi- 
cient to fill it. It holds 24 half- 


(Continued on page 133) 


13 

















ow t 





$300 

DEC, 
i952 HARDWARE 
STORE 
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$200 





JAN. 
1953 Unadjusted 
JAN. » 
1952 
| (add 000,000) 
$100 
Source: U. S. Dept. of Commerce 











Consumers Intend 
To Make More Major 
Purchases This Year 


Consumers themselves seem to 
be more optimistic about their 
ability to buy the things they 
want—and think they can afford 
—than some of the business ob- 
servers who are speaking guarded- 
ly about conditions for the latter 
part of the year. 

In the eighth annual Survey of 
Consumer Finances, conducted by 
the Federal Reserve Board, con- 
sumers indicated that they are in 
a better position to make “major 
purchases” now than they were at 
the same time a year ago. 

“The proportion of consumers 
who feel times are good for mak- 
ing major purchases has increased 
considerably since early 1952,” the 
Board reported. 

Most non-farm consumers indi- 
cated that they expect their real 
incomes (after taxes and any ad- 
justment for any price rises), to 
be larger than last year. Nearly 
half stated that they expect higher 
incomes this year. 

At the same time lower prices 
are expected this year. At this 
time last year from one-half to 
two-thirds expected higher prices. 
Slightly more consumers this year 
than last said they expect to buy 
new or used homes. 

Their 


indicated desire for a 
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> Consumers Expect to Buy More 


> Home Building Shows Increase 


> Stainless Steel Prices Up 


greater number of automobiles is 
borne out by car sales in January 
and February. January auto reg- 
istrations were the second highest 
for the month since the end of the 
war. 

One of the big factors, this year, 
in the buying plans of consumers, 
is that there is no federal restric- 
tion on credit purchases as there 
was until Reg. W was lifted last 
summer. 


Farm Prices Drop 
For Sixth Month 


Prices received by farmers for 
their produce dropped again in 
the month ended Feb. 15. This was 
the sixth consecutive month that 
farmers’ income declined on prices 
offered for their products. The 
Dept. of Agriculture’s index of 
these prices fell to 263, or 9 pct 
under a year ago. The index is 
computed on the average of prices 
received between 1909 and 1914. 


Tin Plate Price 
To Remain Firm 


United States Steel Corp. reports 
it intends to hold the price line on 
tin mill products at least through 
the third quarter. The corporation 
has notified customers of its deci- 
sion. Tin plate, steel coated with 
tin, is the chief tin mill product. 








Stainless Steel 
Prices Advanced 


Stainless steel prices have been 
increased by United States Steel 
Corp., Republic Steel Corp. and 
Crucible Steel Co. of America. The 
raise ranges from 2 to 3 pct. Rea- 
son given for the raise is a receri 
price advance in chromium and 
nickel, which had to be paid by the 
stainless steel producers. 


Retail Inventories 
Higher in January 


Total business inventories at 
the end of January were valued at 
$74 billion, the Office of Business 
Economics, U. S. Dept. of Com- 
merce, reports. After allowance 
for seasonal variations, the office 
says, book value of inventories de 
clined $100 million during January. 
Retail inventories were $100 mil- 
lion higher than at the end of De- 
cember. 

The value of stocks held by the 
durable goods producers, whole 
salers and retailers was $300 mil 
lion higher, while the value of 
stocks held by the non-durable 
goods group dropped about $400 
million. Three-fourths of the in- 
crease in durable-goods stocks oc- 
curred in retailers’ holdings. 

Retail inventories at the end of 


(Continued on page 162) 
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Merchandising Tips: 
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“Spring clean-up time is a good time 





PRING cleaning is on everyone’s mind these 
days, and there’s nothing like a big, rugged 
Cyclone “Red Tag” Catch-All Basket to help the 
homeowners get rid of the winter’s accumulation 
of rubbish, leaves and other burnable. materials. 
It will pay you to have a display of colorful 
Cyclone Catch-All Baskets right out on your 
sales floor, where they'll catch the eye of every 
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to display big, rugged 
Cyclone Catch-All Baskets ““ 


customer who enters the store. 

Customers will notice the heavy, strong wires 
... the close, even mesh... the raised bottom that 
permits ample drafc for complete combustion. 

And when you mention their price, customers 
will realize you’re offering them today’s biggest 
value in burner baskets. 

Like other Cyclone Hardware Products, the 
Catch-All Baskets carry the familiar Cyclone 
“Red Tag” label, a symbol of quality for many 
years. . 

Be sure you are well stocked with Cyclone 
Catch-All Baskets for the season that’s just get- 
ting under way. They are fast moving items all 
summer long and demand hits another peak when 
the leaves begin to fall. Check with your jobber 
today if you’re not well supplied with a// Cyclone 
Hardware Products. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S*S CYCLONE ‘Re’ 707 HARDWARE PRODUCTS 
E i 6 See Se es ee ee A 
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This 42-page, 2-color advertisement will appear 
in the Saturday Evening Post, April 18th... 


Nationally 
advertised 
and merchandised... 


POWER MOWER 
THE DRIVE is 








High-powered, consistent advertising 
in widest circulation national maga- 
zines! 13,406,942 messages... all in 
time for the buying season! They're 
bound to make a buying impression on 
many of your customers! 


AND... there’s your own action-packed 
Profit-Builder Kit... merchandised to 
bring in every prospect reached by our 
consumer advertising in your area. It’s 
new, original and dramatic. .. has every- 
thing you need to tell and sell on your 
own home grounds... envelope stuff- 
ers, newspaper mats, radio spots, pub- 
licity, counter cards, window decals, 4. When you take out your Mowamatic | 
catalogues ... plus the unique Mowa- + i Deluxe power mower, you take it easy! — 
matic Lawn Dial! sale 3 ee 

) Just like driving a brand new car... 
cutting your lawn with «@@m@ 
Deluxe. Only one accelgss 


ae; a 
"¢ 
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Saturday 
ns 


4,000,000 


American 
Home 
2,959,239 


Better 
Homes 
& Gardens 
3,700,000 


~y Flower 
Grower 
272,492 


Mie AR 


| Popular 
Mechanics 
1,289,124 


MOWAMATIC 
DELUXE 18” 


he reel-type power 
ower with auto- 
atic drive, as 

ugged and prac- 


action. Powerful selling features, 
ncluding exclusive ‘‘hi-lo”’ 1%” 
2” cutting height; straight-line starting... 
0 troublesome pawls. 1.1 hp. Briggs & Stratton 
or Continental 4-cycle engine. Full measured 18” cut. 


Model M 1831 
uggested List Price: $124.50 F.0.B. Factory 
includes 10% Fed. Excise Tax 


Aristocrat of Power Mowers - 
fully automatic drive 


MOWAMATIC 
DELUXE 21” 


Same outstanding 

features as the 

Mowamatic 

Deluxe 18”. . ‘ 

with added power 

in 1.6 hp. 

Briggs & Stratton 

or Continental 

engine. All Mowamatics 

are known and respected for ruggedness, 

fine engineering, and quality features including 
Safomatic Neutralizer, high-speed drop-out reel, 
Stor-A-Way handle. Full measured 21” cut. 


Model M 2132 
Suggested List price: $139.50 F.0.B. Factory 
includes 10% Fed. Excise Tax 


New, Extra-Lightweight 
MOWAMATIC 
GASOLINE ROTARY 18” 


Safe and efficient! Easy to guide, 

easy to lift, easy to service! 

4 semi-pneumatic 

rubber- tired wheels. 

Exclusive front 

and rear Saf-T- 

Rings give positive 

protection; front 

removable for 

high weed cutting. 

Heavy-duty, multi-purpose. 

Mulches as if mows. 1.6 hp. Clinton 

2-cycle engine. Full measured 18” cut. 

Model WG 3181 

Suggested List price: $84.50 F.0.B. Factory 
Includes 10% Fed. Excise Tax 

Also available with leaf pulverizing attachment. 


Prices and specifications subject to change without notice. 


We’re telling everyone... “Compare them all 
and you'll agree ... that model for model — 

feature for feature, Mowamatic offers most in 
performance, convenience, safety, and value!” 


Look at the Mowamatic “Big 5” line... 

Look at the Mowamatic campaign... and 
you'll agree .. . nothing can be finer for you, 
the dealer, in profits — big profits — NOW! 


See the new, low-priced ats yp / 


> 


MOWAMATIC SPECIAL 18” eam \ 
7A73. Vy 


An entirely new principle! 
Simpler, lighter to 
operate than any other 
reel-type — 

mower . : x 

raise the udift -0- Guide” % SS 
handle! Up... it goes! - * 
Down... it Stops! 10 other & , 
quality ‘features. 1.1 hp. Clinton 4-cycle engine. 

Full measured 18” cut. 
Model C 1831 
Suggested List Price: 
$99.75 F.0.B. Factory 
Includes 10% Fed. 
Excise Tax 


hs 


rar 


Competes 
in every 
price range 


New, 
Extra-Quiet 


MOWAMATIC 
ELECTRIC ROTARY 18” 


Just plug in and start mowing! 
Convenience is just 

one of the many reasons 

for increasing popularity 

of this economical 

power mower.|Same sturdy, y 
balanced, simple construction as “Ss. 
Mowamatic gasoline rotary model. 

Safe and easy to start, guide and 
service. Supplied with 50 ft 

cord, 3 hp. heavy-duty long-life 
electric motor. Full measured 18” cut. 


Model WE 318 

Suggested List price: $59.50 
F.0.B. Factory 

Includes 10% Fed. Excise Tax 


: Your 
Profit-Builder 
Line 


AEB SSRRB RE RERSBSEBEeeeseaS 
THE MOWAMATIC CORPORATION 
Subsidiary of Food Mach. & Chem. Corp. Dept A4E 
Port Washington, Wisconsin 





Gentlemen: Please send catalogue and full 
information on the Mowamatic line. 


ee ihiitrcnensscctiteniniattiannsiiniats 
Company__..__ 


Address. 


MOWAMATIC CORPORATION 
lary of Food Machinery & Chemical Corp. 
Port Washington, Wisconsin 


City. 




















ODAY’S budget-minded buyers like the Coburn 

Swing-Over Garage Door Set. They like its attractive 
price ... its ease of installation ... its smoothness and 
quietness of operation ... and the long-lived, trouble-free 


service it gives them. 

Coburn Swing-Over Garage Door Hardware is adaptable 
to all types of garages—new or conversion jobs. You'll find 
that its broad customer appeal makes it a fast-selling, 
profitable item to handle. Write for catalog and 
prices to Sales and Engineering, 56 Sterling 
Street, Clinton, Mass. 


THE COLORADO FUEL AND IRON CORPORATION © Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION © Oakland, California 


WICKWIRE SPENCER STEEL DIVISION © Atlanta * Boston * Buffalo 
Chicago * Detroit * New York * Philadelphia 


COBURN PRODUCTS 
CF 
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YOU'LL 
HEAR 
IT 
TIME 
AND 


AGAI N ! Yes, when you carry the Savage line of power 


We’re SOLD on our 








i f \ a . 
| { 


mowers, you'll hear their praises sung time and again. Your 
profits will grow, too, as one satisfied customer tells another. 


Here are some of the things people like 


so much about Savage mowers: 


HIGH QUALITY FEATURES 


Savage YARD CHIEF* and Savage 
POWER CHIEF*: Completely safe, 
longer-lasting protected chain drive; 
tougher, sharper “Sta-Temp” blades; 
sealed Timken bearings; “back-saving” 
fingertip controls; special, “no-clog” 
grass guards; shock-absorbing handle 
that adjusts to anybody’s height and 
permits upright storage in small space; 
simple, positive adjustment of cutting 
height; heavy-duty tires; dependable 
Briggs & Stratton 4-cycle engine; extra- 
rugged chassis and engine deck. 


GUNSMITH CRAFTSMANSHIP 


Your customers have complete confi- 
dence in the Savage name. They know 
Savage puts the same engineering skill 
and craftsmanship into their mowers 
that have made Savage firearms world- 
famous for almost 100 years. 


STRONG MAGAZINE ADVERTISING 


Strong national advertising pre-sells 
Savage mowers — this Spring — in this 
multi-million-circulation schedule: 





The Saturday Evening Post, Better 
Homes and Gardens, House Beautiful, 
House & Garden, Sunset, Popular Me- 
chanics, Mechanix Illustrated, Popular 
Science, Country Gentleman, Farm 
Journal, Home Garden Guide, Flower 
Grower and Popular Gardening. Your 
customers like what they see in their 
favorite magazines! 


WONDERFUL SERVICE RECORD 


Savage mowers require a minimum of 
service. Our records prove it! Unsolic- 
ited letters from lawn mower repair 
men (the men who know! ) come to us 
regularly, telling how well our mow- 
ers stand up. That means your custom- 
ers are sure to be satisfied! 


GET ‘53 CATALOG 
AND GET STARTED SELLING! 

Today — ask our nearest wholesale dis- 
tributor for the colorful, illustrated, 
8-page catalog giving detailed specifi- 
cations of the complete line of Savage 
power and hand mowers for 1953. 
You’ll want to carry these fast-selling, 
profitable Savage mowers! 







THE SAVAGE 
ROTOR CHIEF* 


MODEL 81, 20’ CUTTING WIDTH 


Housing specially designed so as not 
to restrict the flow of air from front 
to back. This greatly increases the 
machine’s efficiency in sucking mat- 
ted grass upward, cutting it and ex- 
pelling the finely mulched cuttings. 
Powerful Briggs & Stratton 1.6 h.p. 
engine. Safety-slip clutch and v-belt 
drive save blade and motor from 
shock and strain. Wheel and rotor 
bearings permanently lubricated. 
Shock-absorbing, adjustable handle. 
Cuts wider than own tread for trim- 
ming close to walls, walks, etc. 











THE SAVAGE COMPLETE LINE 


4 POWER MOWERS 
21” Savage YARD CHIEF*, Model 90 (reel type) 
18” Savage POWER CHIEF*, Model 75 (reel type) 


20” Savage ROTOR CHIEF*, Model 81 
(rotary, pictured here) 


18” Savage DYNA CHIEF, Electric, Model 70 
(reel type) 
4 HAND MOWERS 
16” Savage SUPERCHIEF*, Model 60 (also 18’’) 
16” Savage LAWNCHIEF*, Model 55 (also 18’) 
16” Savage ONEIDA, Model 45 
16” Savage PAWNEE*, Model 35 (also 14”) 


*Reg. U.S. Pat. Off. 


Models 90 and 75 available with retriev- 
able stgrter at slight additional cost. 


SAVAGE ARMS CORPORATION « Lawn MOWER DIVISION, CHICOPEE FALLS, MASS., U.S.A. 





























country needed a good American paintbrush. 


million families by 1853! 


1808 — BUSY BOSTON. Seth Whiting, a cabinetmaker, 
and John W. Adams, cousin of the retiring president of 
the still very young United States, decided that this 


Main Y 


1810 — “SCARCE AND DEAR” described imported English brushes. The new 
firm hired German-American experts, to make better ones. Their business thrived. 
Siggest building boom in history had started. America would need homes for 16 























1812 — SHIPS NEEDED PAINT, TOO 


and by the 
War of 1812 the U. S. A. was enjoying a shipbuilding 
boom. British blockade and the consequent need for 
American made paintbrushes was a boon to the enter- 
prising Whiting and Adams. 




















1823 — NEW DISCOVERIES cred- 
ited to Whiting and Adams were: 
(1) best brush material was hog 
bristle (2) ‘flagged’ or “split” 
ends painted best (3) bristles had 
natural “bow” which could be 
aligned to give brush natural taper. 

















1827 — MEN OF INVENTION, th: 
anticipated future mass producti 
methods by devising 
sorting bristles, flag end down. Also | 


troduced a boring lathe slide and a nm 


chine for making paintbrush ferrules 


first machine f 
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1830 — GROWING WITH AMERICA, Whiting 
& Adams became largest manufacturers of paint- 
brushes in the world, established new plants in 
New York City (Brooklyn) and Taunton, Mass. 
John J. Adams, founder’s son who served long 
apprenticeship, became president. 


New England. 


shops. 
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1879 — HALF-WILD hogs from Russian Siberia and China replaced soft, fat 


\merican hogs killed too young to grow best bristles. Siberian bristle was white 


n color, long, tough, well flagged and with just-right flexibility. 








(Split end) 
NYLON 







Whiting- 


























1940 — THEN CAME SYNTHETIC bristles 
First, Nylon. Then in 1951, Dextron! In 1952 
came a machine that splits nylon into “flag 
ends”... making it look and paint just like 
natural bristle. Dextron, too, was improved 
levelopment of the‘‘ velvet tip”’ process. 
With these synthetics, Whiting-Adams brushes 
mazing performance on the job! 


1864 — JOHN LANE WHITING too 
learned brushmaking from the bristle 
up, in Rindge, N. 
He started 
company in 1864, 
edge gained in his father’s and others’ 


1908 — 100 YEARS after the start of the 
original partners in 1808, Whiting-Adams 
built in Boston the biggest, most modern 
brush factory ever known. Their brushes 


literally painted the U. S. Navy that year! 


1914 — BETTER, EVER BETTER was 
Whiting-Adams’ creed. Stiff, white Rus- \\\N 
sian bristle gave way to more flexible, jet 
black Chinese, finally culminating in the 
famed W-A Flowmaster, the finest brush 
of its type ever made! 


. y | ° Ta § i; 
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1870 — AS AMERICAN WEST was opened, Whiting 
and Adams by 1870 had captured U.S. market, were sell- 
ing brushes in far off China and Europe. Inventive genius 
of Whiting led to many new brush designs — some still 
in use. 


H. and elsewhere in 
his own 
based on the knowl- 








1885 — HOG-BRISTLE became big American import. Whiting and 
Adams representatives appeared personally in the markets of China 
to select the best of the Russian and Chinese bristles. The better the 
bristle the better the brush. 
























WETTING-ADAMS 
145 7a YEAR 
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Whiting-Adams W 


BOSTON, MASS. 





Since 1808...and still the best brush made 














revolutionized jet pump hook-ups. It’s Twin-du-it . . . 
the double pipe combining both suction and pressure 
lines into a single unit. 


faster, easier . . . in your stock room and on the job. 
More profit, too, since there’s no waste, fewer sizes to 
order, stock and sell. The pipe being in perfect align- 
ment eliminates snarling, pinching, binding at the well. 


Both pipes are extruded as one with the separation strip 
of the same material as the pipe, easily severed when 
necessary. 


won't rot, rust or electrolytically corrode . . . delivers 
25% more water .. . weighs 14 as much as steel. 


Twin-du-it now. 














The NEW Exclusive 


“fastest... easiest 
.-- most profitable”’ 


Twin-du-it 


DROP PIPE FOR JET PUMPS 















Yardley 2-in-1 Pipe 


Here it is... the greatest advance since plastic pipe 


You save time and trouble. Twin-du-it handles 


Twin-du-it is an exclusive Yardley development. 


Yardley Twin-du-it is 100% virgin material .. . 


Bulletin 222 tells all .. . but don’t wait . . . order 


YARDLEY PLASTICS CO. 
142 PARSONS AVE., COLUMBUS 15, OHIO 
in Canada: DAYMOND CO., LTD., Chatham, Ontario 











Insist on 


Clearstream 








Look for the Name 
on Every Length 










Twin-du-it is a LiearStream pipe 


That means . 


100% Virgin Material 
Top grade only. Contains no reprocessed or 
reclaimed material. 


Guaranteed Quality 
Full weight and wall thickness meeting Ap- 
proved Standards for the industry. 


Recognized Leadership 

Yardley is a pioneer in the field, has the engi- 
neering know-how, the reputation for genuine 
value. 


National Distribution 
Sold only by reputable suppliers from coast to 
coast. 

National Advertising 

Known to millions through consistent space in 
leading farm magazines and trade papers. 
Dealer Helps 

Backed up by striking direct mail, catalog ma- 
terial, newspaper ads and point-of-sale displays. 
Dependable Supply 

Three modern plants, large inventories, prompt 
service. 

Branded Products 

ClearStream identification protects both dealers 
and users. 

Field Service 

Experienced representatives everywhere to help 
you sell and satisfy. 

Full Line of Fittings 

Designed by Yardley, made by Yardley, spe- 
cifically for ClearStream pipe. 
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You'll make a clean sweep of competition— 
rake in real profits with Goulds Water Systems 
this spring! Incomes remain high . . . farm and 
suburban building continues . . . more people 
need more pumps than ever before. And with 
the big GOULDS line—you can sell them a//. 


MAY is National Water Systems month—the 
perfect month to perk up your spring pump 
promotion with... 


The most complete 
pump line in our history 


With the 1953 GOULDS line, you're sure to 
have the right pump to sell and satisfy every 
customer. There's the famous Goulds Bal- 
anced-Flow Jet (the tankless pump), Jet-O- 
Matic, CID and Pyramid pumps—all na- 
tionally advertised—all famous in their field 
for performance, dependability and value. 
And—to broaden your sales picture... 


Two NEW Tank-Mounted Models 


Completely ‘‘packaged’’ shallow well 
and deep well units—#oth full size, high 
quality outfits. Competitively priced— 
yet have dozens of Goulds features, not 
**Junior lines’’ in any respect. Also avail- 
able as pump-motor units only—for con- 
nection to standard tanks. 












Get all the facts—and be ready for the 
GOULDS-RUSH this year. See your dis- 
tributor, or write: 


Goulds Pumps Inc., Seneca Falls, N.Y. 


cron vp with ATU 


Nater Systems 
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with 
GOLDBLATT Tools 


The Most Complete Line 


for the Trowel Trades. 


Goldblatt has no salesmen; sells direct to 
dealers. The Goldblatt line includes every- 
thing for the plasterer, bricklayer, cement 
mason, tile-setter and the masonry contractor. 
You'll get faster turnover — greater profits — 
satisfied customers — repeat sales — with 
Goldblatt Tools. 


Order all your tools and equipment for 
the Trowel Trades from Goldblatt. It's 
Easy—One Order .. . It’s Economical—One 
Shipment . . . It’s Simple—One Invoice. 
Goldblatt Tools include everything for the 
apprentice, journeyman and contracting plas- 
terer, bricklayer, cement mason, and tile-setter. 
The fame and quality of this nationally known 
line make it easy for you to sell. 





GOLDBLATT Manufactures a complete line 
of Tools for the Trowel Trades. 


GOLDBLATT Distributes a supplementary line 
of equipment for the Trowel Trades. 










Send TODAY 
for FREE CATALOG 
For full information on direct-to- 
dealer sales policy, write today 
for your FREE copy of Goldblatt’s 
current Catalog and Price List. 








ST 


CHOICE OF THE 
TROWEL TRADES 


Goldblatt Tool Company 


1920B Walnut Street Kansas City 8, Missouri 
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100% NYLON 
WALL BRUSH ASSORTMENT 


These brushes are made of the highest qual- 
ity Pitegoff processed “Kurly-Tip” 100% 
Nylon 34” thickness, with two-tone red and 
yellow handles. 


i 23%” chiseled trim 

314” brushes ............000+ ww 54” chiseled trim 

AE 25%” chiseled trim 
® 


ONE DOZEN ASSORTMENT CONTAINS: 


Quantity Size 
4, dozen 3” 
4, dozen 3” 
Y4, dozen 4” 


11953 “Kurly-TVie’ 





ARTICULAR 
goPLE 
REFER : 







pect 
‘ vensnn ancl? 
aniseacties 

* Guat awit 
anited 
yose® 






w ® 


QUALITY BRUSHES 


Dealer’s Suggested Retail 
cost per brush price per brush 
.92 = 3.68 1.39 = 5.56 
1.08 = 4.32 1.69 = 6.76 
1.24 = 4.96 1.98 = 7.92 





Total Dealer’s Cost 12.96 







HARDWARE WEEK 


Special = 1953 Assortment 
b 


Y 
Pitegotf 





Return 20.24 
YOUR PROFIT $7.28 


aiees FROM YOUR JOBBER OR WRITE US 


| PITEGOFF BROTHERS, INC. 
|] 320 VAN BUREN STREET, BROOKLYN 21, N. Y. 


PLEASE SHIP: 





Name 





















Assortments #1953 @ $12.96. 





Address. 
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PITEGOFF BROTHERS, INC., 320 VAN BUREN ST., BROOKLYN, N. Y. 
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from DUBLIN, GA. => 


LOVETT & THORPE HARDWARE CO. 

tell us that the Dublin Country Club was 

done in Kay-Tite four years ago and [=~ = & 
“would make a good advertisement.” = 


from MARION, S. C.—W. LEE FLOWERS & CO. write: 


“We handle this item strictly on a jobbing basis and have only sold Kay-Tite to building 
material, hardware and general merchandise stores for resale. 

“The largest account we have on Kay-Tite is Pee Dee Building Industries, Marion, S. C. The 
writer has just talked with their Mr. Jones and finds that they have two (2) large buildings painted 
with Kay-Tite over concrete block. They also sold Clark’s Tobacco Warehouse, Mullins, S. C., and 
six (6) houses in a row on Jacee Terrace here in Marion.” 


< from HOLYOKE, MASS. 


J. RUSSELL & COMPANY reports: 

“We have had nothing but good reports on its use 
and we find an increase in sales for it all the time. 

“We used some here in our own plant in our boiler 
room where there was a seepage and it has worked very, 
very well.” 





KAY-TITE applied in boiler room 


from MAPLEWOOD,N.J. => 


MAPLEWOOD STONE & SLATE CO. sells to some out- 
standing home builders and developers: 
BRUNARD HOMES, Pearl River, N. J. 


ELMER HARRING & CO., Chatham, N. J. 
SHORE MANOR HOMES, Spring Lake Heights, N. J. 





KAY-TITE applied to inside of cellar walls 


YOU, TOO, ARE INVITED TO GET A PROFITABLE SHARE OF KAY-TITE... 
WRITE FOR FACTS and PRICES — 























AGAINST WATER SEEPAGE:- - - 


KAY-TITE PROTECTS MASONRY Ka 


for 








BRICK . STUCCO _ | WEST ORANGE Se is. 
CINDER BLOCK ' | ELEVEN. FAR WESTERN STATES CONTACT KAY." 
ROUGH MASONRY 1717 WESTLAKE AVENUE, NORTH, SEATTLE 


UNGLAZED TILE 








26 HARDWARE AGE, APRIL 2, 1953 





ITEN 





DD 
DDF 








*Comple 
TFair Tre 


HARDWARE 





The 
ited 
and 


» use 


oiler 













2, 1953 






America’s Fastest Selling Dehumidifier 
f with De-Mothing Action! 
1 


- 
de-moist’n desmoth 


— * New VU-MATIC 
\ 





























DAMPNESS 
st on 
\ 5 & its 
ain % O° 
Gvords = pbsorP> soes 1° 
musty 2 oisturer 
weid ically 
re 
drip: \C ov “ ot 
_MATY ching © * 
N ‘ re . > oe 
New unit 5 n a: z 
s when iy = b oe 
ore then # P Dr - 44 
one™ v 2 
, nd re-use + wees: Q§ ee? 
Suto 
ot ° 
es i 
mn 
os ai 
a ty zi 


~ 
ae * 


“es 





Twin-Action combination package assures 
complete closet protection for 85¢ per season. 





















ITEM PACK WEIGHT LIsT LIST EACH{ ORDER 

DD % doz. 15 Ibs. $15.54 $2.59* FROM 

DDR 1 doz. 13 Ibs. 10.20 .85 (pr.) YOUR 
WHOLESALER 














*Complete with Vu-Matic and 2 para discs. 
tFair Trade — price protected. 


TODAY! 





Manufacturers of EASY-AID Products: Chimney Sweep, 
Process 33, Easy-Aid Oven Cleaner, Easy-Aid Silver Cleaner 


G. N. COUGHLAN CO., West Orange, N. J. 
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What's behind 
the volume sales 






=... Accurate Sales Ratings 


to Help You Buy, 
Display, and Sell 


Merchandising success lies in knowing what 
to stock, how much to buy, and what to feature, 
Monowatt dealers (in addition to their own 
experience) get the story straight — from the 
sales records of over 10,000 retail stores. 

Monowatt has distilled these store records 
into sales ratings on all items in the line. A 
special 12 page dealer catalog illustrates, de- 
| scribes, and rates each item in terms of its 
\\\ national dollar volume. 


at today’s 
Electric Counter ? 






















: eaiieeee to increased 
sales and profits. It helps you... 
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éy Carry a line sufficient to meet the 


demand of your customers, an? 
maintain adequate stocks. 


Organize your counter so that like 
items are grouped together. (The 
Monowatt numbering system is 
your guide.) 


Concentrate displays on the ftop- 
sellers and display other items in 
proportion to sales importance. 
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So © © 


Capitalize on nationally advertised 
items through feature displays .«+ 
plan tie-in displays to make ad- 
vertising work harder for you. 






Sell the line. 


( a) 


Sales-tested Monowatt products, and the mer- 
—. chandising aids and national consumer ad- 
vertising which help you sell them, are what 
account for the increasing volume at today’s 
electric counter. - Keep your counter up-to-date. 


Mc NOWATT * 8 
Ask your dieittinnee or write direct to us for 


your copy of Monowatt Sales-Rated Electrical 
Supplies Catalog SR-3. 


a 
Eee 
re _ 


A DEPARTMENT OF GENERAL ELECTRIC COMPANY, PROVIDENCE 7, R. I 
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Your best padlock bet 


The SM7 assortment, including the rich-looking 


v 


Price 


Retail value $25.37 


BEAUTIES! 


1-7/16”. For standard security. 
Double-ward mechanism. Solid 


miniature showcase and 













¢ Big brother to the 


Solid cast brass, 
small 


Slaymaker’s FOUR 
ed 


Size across case 15/16”. Double- 


ward mechanism. Hard, tough 


padlock. 







cast brass with polished finish. 





steel shackle. Two coined keys. 
Packed in individual box; one 
dozen in display carton. Wgt., 
1-1/2 Ibs. dozen. Key blank 
K254. 





Hard, tough steel shackle. Two 






coined keys. Packed in individ- 






val box; one dozen in display 





carton. Wgt., 3 lbs. dozen. Key 
blank K253. 














§9° ‘‘Super-Tumbler’’ 
mechanism licks the 
old bogey of inter- 

changes! Padlock is solid cast 

brass with polished finish. Size 
across case 1-1/2”. Shackle of 
hard, tough steel. Two coined 
keys. Each padlock in individual - 
box; 1/2 dozen in display carton. 
Wsot., 4 Ibs. dozen. Key blanks 
K230 and K230A. 


Here’s the biggest, 
finest padlock of 
all! ‘‘Super-Tum- 
bler” mechanism for super-se- 
curity. Solid cast brass, polished 
finish. Size across case 
1-15/16”. Hard, tough steel 
shackle. Two coined keys. Each 
padlock in individual box; 1/2 
dozen in display carton. Wgt., 
6 lbs. dozen. Key blanks K230 
and K230A, 










































PADLOCK No. 78 PADLOCK No. 88 


» ¢ 


Exclusive ‘‘SUPER-TUMBLER’’ MECHANISM 


This Slaymaker exclusive feature is on the two larger padlocks. It allows more than twice as marfy key 







changes as in ordinary disc-tumbler locks. Its secret is an entirely new principle of tumbler contact! 






IMPORTANT NOTE: Any number of any of these padlocks can be supplied 


keyed alike. No additional charge for this service. All padlocks available with 10-inch 
chain attached, if desired. 







YOU GET ALL THIS IN THE SM7Z assortTMeENT! 


The handsome Slaymaker miniature showcase 
13 each of padlocks No. 55 and No. 75 
7 each of padlocks No. 78 and No. 88 


Order two assortments—one for your counter, one for your window You pay 
nothing extra for the showcase! 


SLAYMAKER LOCK COMPANY 
SINCE 1888 - LANCASTER, PA., U.S.A. 






SM-7 
WORLD'S MOST COMPLETE LINE OF PADLOCKS 
MINIATURE Printed in U.S.A. 
SHOWCASE 
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AND GET A 2nd DISPENSER AS A BONUS! 


Both dispensers and all 12 rolls of tape are yours for only 
$31.06. You save a whopping $16.56! 


BUY THIS DISPENSER AND TAPE... 


“Scotch” Brand Definite-Length Dispenser and 12 big 
2592-inch rolls of “Scotch” Cellophane Tape. 





HERE’S ANOTHER bargain opportunity to equip 
your wrapping counters with Definite-Length Dis- 
pensers for ‘‘Scotch” Cellophane Tape... the new 
faster dispensers that cut your tape costs as much as 
¥! They deliver measured lengths of tape (up to 4”) 
right to the operator’s fingertips... prevent tape 
waste, speed up sealing and labeling. 
You’ll want these tape-saving, time-saving dis- 
' pensers for every department of your store—see your 
supplier now and tell him you want several Deal 


TWO BIG “EXTRAS” ADDED! 


EXTRA! These are new, improved models of 
the “Scotch” Definite-Length Dispenser... 
more stable, easier to operate! 


EXTRA! The tape you get is NEW FOR- 
MULA “SCOTCH” CELLOPHANE TAPE 
... sticks 6 times tighter than ever before! 








“DS” combinations! 












ACT FAST! OFFER 
EXPIRES MAY 31! 





CUT YOUR TAPE COSTS 
AS MUCH AS 14! 








or 
mis 


NewFormula! Sticks 6 times tighter! "> 


SCOTCH Cellophane Tape 
(3M) 
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The term “Scotch” and the plaid design are registered trademarks for the more than 200 pressure-sensitive adhesive tapes made in U.S.A. by 
Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of ‘‘Scotch’’ Sound Recording Tape, ‘‘Underseal’’ Rubberized Coating, ‘‘Scotch- 
lite’”’ Reflective Sheeting, “‘Safety-Walk” Non-slip Surfacing, ‘‘3M”’ Abrasives, “3M” Adhesives. Genenad Export: 122 E. 42nd St., New York 17, 
N. Y. In Canada: London, Ont., Can. 
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You'll get 
business.. 


from our new ‘service’ ad in the 


APRIL POPULAR MECHANICS 


Got a good stock of No. 109 Household 
Stones? Be prepared! 


Two “plugs” for you as the place these 
readers can buy. 


FLEXBAC Tape, in a handsome counter-top 
display, is a profit-maker. Better stock up! 


Five grades of Flint Paper make selection 
easy. How are you fixed for stock? 


place your order today) 
...With your CARBORUNDUM Wholesaler! 





TRADE 


MARK 


| 


4 
< 


& 
























ealls for a really 


Fixing bulges in linoleum 


sharp knife and some good fresh linoleum 
paste. Slit the bulge, slip in a good supply of 
paste with a narrow-bladed knife, then put a 


heavy weight on the slit and leave it overnight. 


Whether pogetetns linoleum or laying it, your 
knife MUS be sharp. I've seen plenty of 


people hurt "hens ause a dull tool slipped. Sharp 
tools are far safer to handle, because they'll 
do exactly what you want them to do. A No. 








105 ombination Stone by CARBORUNDUM 
keep them sharp and is basic to your tool 
economical to buy—long lasting. 

vare store or lumber dealer has a 


> of sizes for you to choose from. 

tape has so many more uses around 
» than its original purpose of letting 
a clean sharp painting edge. For 
criss-cross two short strips on plaster 
walls . . drive your picture 
hanger at the point where they cross .. no 
chipped plaster or torn wallpaper. It’s a per- 
fect mender for torn window shades and paper 
lamp shades. Use it for home canning labels— 
for smoothing the grips of rough or splintered 
tool handles. A gentle hint: ask your hardware 
FLEXBAC Masking 
ARBORUNDUM. (No, all masking 
You want one that goes on 


istance: 
or wallpaper 









ape by 
ts pe s aren't alike. 








easily, holds firmly as long as you want it to 
stay, and peels off cleanly without leaving a 
trace. That's, MA-EXBAC Tape.) 

You ne a plywood edge—so if a cabinet 





nds, try a piece of Extra Coarse Flint 
(wrapped around a 3”-square block of 
save your fingers). Works fine. 
good product by CARBORUNDUM 
of fact, CARBORU ND M makes five 
Flint cae rs Fine—Fine— 
} rse. A few sheets 
hop shelf will equip you 
ng job in the house. 
ome upkeep short-cuts have YOU dis- 
that other folks would like to know 
Send ‘em to me on a postcard — a 
card for each idea — and I'll pay you 
$5.00 right away for every one I can use in 
later columns. Even if I can’t use ‘em (on 
account of duplicates, and such) I'll send you 
a worthwhile little gift for your trouble 
Better send me a postcard 
anyhow, and ask for a fine 
new booklet, “REFINISHING 
WOOD FURNITURE,” which 
the CARBORUNDUM. folks 
have just printed. There's no 
charge. Just address your 
ecard to me 


aper 
%” wood to 
Another 
Matter 

outstanding 
Mediun 
of each on yo 
for any 
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about? 
separate 





“Handy” SANDY 


CARBORUNDUM 


Niagara Falls, New York 
FLEXBAC’’ ARE REGISTERED TRADEMARKS OF 
MPANY, NIAGARA FALLS, NEW YORK 


““CARBORUNOUM”’ AND 
THE CARBORUNOUM 


90-34 








CARBORUNDUM 





...the ONLY source for EVERY abrasive product you need 
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“Carborundum”, “Hondy-Sandy” and “Flexbac” are trademarks of The Carborundum Company, Niagara Falls, New York 


90-38 


31 


























“Anyway, our Bethlehem Fence didn‘t blow away.” 








Bethlehem Fence can take it! This advertisement is typical 
of our current campaign in regional farm magazines. 





AUTOMATIC 
BALER WIRE 


BARBED WIRE 


BALE TIES 
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BETHLEHE, 












Farmers know that high-quality fence is the only kind 
that pays off over the long haul. Bethlehem Fence is that 
kind of fence. When it arrives for work, it’s ready for 
years of rugged, ’round-the-calendar service. 

That’s why Bethlehem Fence is good fence to sell. 
Your customers know the Bethlehem emblem, recog- 
nize it as a promise of superior farm products. 

Take a good look at a roll of Bethlehem Fence, and 
you'll understand why it does such a good job, year 
after year. Examine the tried-and-proved hinge joints, 
the strong, tough steel wires, the smooth, vise-tight zinc 
coating that fights off rust! 

Bethlehem Fence is made in all standard styles and 
sizes. It goes up faster and lasts longer when it’s in- 
stalled on sturdy, easy-to-drive Bethlehem Steel Posts. 

Talk over your farm fence requirements with your 
jobber today. And ask him about the other top-quality 
Bethlehem steel products shown below. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


+S? 


NAILS AND STAPLES 





STEEL 





CLOTHES LINE 


FENCE POSTS 
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THE PEERLESS FULL LINE 
DEALER IS OUT IN FRONT 
IN SALES—HE SELLS A 


complete PUMP LINE 


MORE CUSTOMERS AND PROSPECTS 
WHEN YOU SELL THE COMPLETE 
PEERLESS LINE 


Offer more and you make more! This is the 
advice expert merchandisers are telling pump 
dealers. The competitive-minded, sales- 
minded, profit-minded dealers who are fol- 
lowing this wise counsel by offering their cus- 
tomers a full line of pumps and water systems 
are scoring substantial profit gains. Follow the 
lead of Peerless full line pump dealers. They 
don’t turn customers away, for there is a pump 
in the Peerless line for water handling jobs in 
the home, on the farm and in commercial busi- 
ness. Now’s the time to do something about it. 
Get the Peerless full line dealer story. You'll 
be out in front in sales with the line that’s easy 
to sell, install and service. Write for full in- 
formation today. 





PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
301 West Avenue 26, Los Angeles 31, California 
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THE COMPLETE PEERLESS LINE SATISFIES 
ALL YOUR CUSTOMER NEEDS FOR 
FARM, HOME AND BUSINESS 





DEEP AND SHALLOW 
WELL JET SYSTEMS for 
wells up to 120 feet deep. 
Capacities to 7500 gph. 





tiniest 


SUPER 400 JET SYSTEM— 
Never before such high qual- 
ity and performance at such 
a low price. For shallow wells. 














RECIPROCATING PUMPS — 
True economy for deep wells 
to 1000 feet. Capacities to 
1900 gph. 





PACKAGE PUMP — for shal- 
low wells. Easy to install, op- 
erate and maintain. 








GENERAL PURPOSE PUMPS 
—One of the broadest lines. 
End-suction type. 1 to 20 hp. 
Capacities to 2000 gpm. 


SELF PRIMING PUMPS— 
AGC approved. Capacities 
from 4000 to 30,000 gph. 
Wheel and skid mounts. 















VANE TYPE TURBINE 
PUMPS—For hot and cold, 
clear and vaporous liquids. 
Face mount and flexible 
coupled models. 





CELLAR 
DRAINERS— 
Non-clogging, 

high capacity, 

fully automatic. 
Capacities up to 

2600 gph. S 
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Strong displays now will help bring 
you your greatest profit on Vigoro 
and the Vigoro Gardening Products 






Get your full share of the waiting sales by featuring 
Vigoro and its 5 companion products now in your 
window and garden department. Demand for 
Vigoro will be at its peak for the next few weeks 

. backed by one of the most powerful and unique 
campaigns in Vigoro history! 


*Vigoro is the trade-mark for Swift & Com- 
pany’s complete, balanced plant food. 














ow af ifs peak / 


Instant VIGORO 


















New 


For liquid feeding ...Vigoro 
in highly concentrated water 
soluble form. Ideal for leaf 
feeding or soil application. 


FOR LEAFAND | 
ROOT FEEDING 










te 


THERE ARE NOW 6 VIGORO 
GARDENING PRODUCTS— 

6 WAYS TO PROFIT ON 
AMERICA’S BEST-KNOWN 
GARDENING LINE 
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Just rig 


WRITE, WIRE 
FOR MOW- 
TREMENDOUS 
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Lightweight, easy to operate, safe for children and pets, 
goodlooking. THESE ARE JUST A FEW PROFITABLE 
REASONS WHY MOW-MASTER MAKES A BIG HIT 
WITH EVERY MEMBER OF THE FAMILY. That's 
why Mow-MasTtEeRs are easier to sell too. Stock turns over 
faster and profits keep the cash register busy. You'll want 
to know more about the complete Mow-MaAsTER line of 
five feature-packed models — including the new, powerful, 
instant starting Power-Pak engine — safe, non-tip chassis, 
streamlined design, and that big extra sales attraction—the 
amazing Grind-A-Leaf attachment. 


WRITE, WIRE OR PHONE 
FOR MOW-MASTER’S 
TREMENDOUS 1953 DEAL 


PROPULSION ENGINE CORPORATION 


A FULLY OWNED SUBSIDIARY OF FOOD MACHINERY AND CHEMICAL CORPORATION 
7TH STREET AND SUNSHINE ROAD, KANSAS CITY, KANSAS 
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rue Miracle 
ROTARY 


REQUEST FOR MOW-MASTER 1953 DEAL 


Propulsion Engine Corporation, Dept. 10 
7th Street and Sunshine Road 
Kansas City, Kansas 

Rush your complete Mow-Master Sales Plan for 
1953 including full details about Dealer Aids and 
prices, without obligation. 
NAME 
COMPANY. 
ADDRESS. 











ZONE_____ STATE 
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\ 
strong to take power wrenching 





REPUBLIC UPSON SEMI-FINISHED 
AND COLD-PUNCHED NUTS 


Square, sharp faces and clean, accurate threads 

make Republic Upson Nuts go on squarely, 

tighten down fully when used with power wrenches. 
And when used with hand tools. 

The Republic Upson line includes more than 20,000 sizes, 
styles, and types of fasteners for all industries .. . 

bolts, nuts, machine screws, stove bolts, 

cap screws, lag screws, rivets. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO « GADSDEN, ALABAMA 
Export Department: Chrysler Bldg., New York 17, N.Y. 
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STEEL 
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Its VALUE Clinches The Sale 


The Wilton SHOP KING looks like a lot of vise, and it is. 
A foremost industrial designer has given it trim, clean 
lines that catch the eye, stop the shopper and start the 
sale. A close-up look at such features as the removable 
pipe jaws that cannot drop out accidentally, and the 
heavier body confirm the obvious quality of this 
WILTON-BUILT combination pipe and bench vise. The 
sales clincher is the extra value in the SHOP KING. 
It gives the customer more for his money than any other 
vise. Add the SHOP KING to your line and get the 
edge on competition. 


MOST COMPLETE SIZE RANGE—NEW LOW PRICES 


Catalog Width Maximum Packed Shipping List Price 
No. of jaws opening weight 


633 7 4 14 $ 8.90 
633% 4 18 9.80 
634 3 30 13.00 
635L 2 34 16.50 
635 1 44 26.00 


Prices slightly higher in Far West and South 


Ask Your Distributor for Details, or Write 


WILTON TOOL MFG. CO. 


925 WRIGHTWOOD AVENUE ° CHICAGO 14, ILLINOIS 
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Its BEAUTY Catches The Eye... 


. by WILTON 





SHOP KING FEATURES 
1 HEAVIER BODY FOR GREATER STRENGTH 


Heavier, size for size, than other major brands. 


2 REMOVABLE PIPE JAWS 


Cannot drop out accidentally. 


3 LARGE CONVENIENT ANVIL 
Brightly polished. 


4 ENCLOSED SPINDLE 
Exclusive, advanced body design covers and pro- 
tects spindle. 


5 REMOVABLE HARDENED STEEL JAWS 


Easily replaceable. 


6 POSITIVE LOCKING SWIVEL BASE 


Rotates 200°. Convenient handle control. 
7 HARDENED STEEL CUT-OFF TOOL 
8 ACCURATELY MACHINED SPINDLE 


Cut with precision Acme thread. Smooth and power- 
ful in action. 





assick Rubber-Cushion Glides 
Get Action FAST 


...0n your customers’ furniture 
...0n your store shelves 


No doubt about it — Bassick’s Rubber- 





Cushion Furniture Glides get around. They’re 


the fastest-selling item in the entire Bassick line. 


Why? Because they’re smooth-sliding and 
quiet, can’t harm the finest floors. Their live- 


rubber cushions absorb jars and shocks, and 























their broad, flat base of highly polished steel ) J 
CATALOG FACTS A 
glides smoothly over any kind of surface. Easily aie 08 rn | 
: Number of base per box 
attached to wooden chair and furniture legs by 4 
CG-90N Te" 6 | 
simply driving in nail; special adapters available CG-91N V6!" 6 
for use with metal tubing legs. ci ll . 











Order Now for Hardware Week (April 17-25) 


Current issues of The Saturday Evening Post are carrying Bassick 
ads on Rubber-Cushion Glides into 4144 million homes across the 
country. Make sure you get your share of the extra business gen- 
erated by the Post ads and Hardware Week. Get in touch with your 
wholesaler today and place your order for a complete stock of 
Bassick Rubber-Cushion Glides. A quality product . . . fast deliv- 
eries . . . top performance . . . customer satisfaction — they're not 
a gadget but a popular product that will sell all year long. 


THE BASSICK COMPANY 
Bridgeport 2, Conn. IN CANADA: Belleville, Ont. 


<3 BasSick 
zr sw 


MAKING MORE KINDS OF CASTERS 
...»-MAKING CASTERS DO MORE TD AANER| 


CG-92—1%4" 









These are the highest- 
quality glides—the base 
is fully hardened for 
long wear. 
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YOUR 


Just for the money of it— 
compare your own Cut- 
lery Department opera- 
tion with that of the store shown above. 
That’s a hardware merchant, Edwin V. 
Dederer of Summit (N.J.) Hardware and 
Paint Co. One of the 49 outstanding stores 
surveyed for Robeson by an independent 
research organization, this retailer reported 


| WHAT’S MISSING 
| HERE 
COULD PRODUCE 
STORE’S 












such facts as these: 
Cutlery is more profitable for him than his 
other departments. How about you? 


His cutlery sales have increased 4 times 
more than the store average. Have yours? 

His Cutlery Department has grown in s/z 
300% since its establishment. What's your 


growth? 


IS THE MOST IMPORTANT 


SINGLE FACTOR IN SUMMIT’S Success! 


The store displays Robeson cutlery in THREE locations: in the House- 





wares, Sporting Goods and Hardware departments. And merchant 


Dederer attributes a major portion of his success to the effect which suc h 


display has on the regular traffic of the store. 
Maybe better display is your store’s problem. Robeson has “‘preac hed” 


this for years—and offers a complete line of display material for its 


dealers’ use. 


ROBESON CUTLERY CO., INC., PERRY, N. Y. 


Turn page to see displays you can put to immediate profitable use 


































These Soleamen 


You're a busy man. You can’t stand by any one 
department and sell all day. But you still want 
business, don’t you? 

Robeson discovered, long ago, that good 
display is the most effective single factor in 
cutlery retailing. Forty-nine top hardware 
stores—surveyed in a recent market study— 
confirmed this. All of them rate good display 
as the key to more sales. Their “‘silent sales- 
men”’ sell! 


As a Robeson direct-from-factory dealer, 


you have the choice of a complete selection of 


showcases, custom displays and cutlery panels 
tailored to your own store’s needs. Here are 


six of Robeson’s most popular designs. 


owe eee eee ere eee eeee eee weeneeeeeeee 


70211 


17% x 16% x 10 


with back-up stock. 


Dealer cost, $ 10.00 


eeererereereeeeeeeeeereee 


70212 


Case for sporting knives 
or scissors, 17% x 16% x 
12 ins. Holds 8 sheath 
knives and 5 sport knives 


or 15 scissors and shears. 


Dealer cost, $1 5.00 








70220 


ferns mounted. 


storage space. 


Dealer cost, $95 .00 





Pocket knife display case, 


Holds 24 assorted knives 


“Cutlery Corner" display 
case, 60 x 32 x 41% ins. 
All goods under glass. 
Approximately 100 pat- 
Ample 


A 


— 


write a daily Book 
and never ask a penny’s wage! 








showcases are sold at actual factory cost. 





eeeereee ee eereeeeeeeeeeeee 


70291 


eee eeeeereeeereeeeeeeeeeee 


70208 


Floor case, 24% x 49 x 
24% ins. Holds 30 house- 
hold knives, 20 pocket 
knives, 5 shears (or com- 
binations), 
both sides. 
Dealer cost, $50.00 


opens from 


70292 


Floor display for kitchen 
tools, 24 x 63 x 20 ins. 
1 set hanging, 2 sets 
showing and 87 open 


stock pieces stored. 


Dealer cost, $50.00 


Send 
Coupon 
Today! 





ROBESON CUTLERY CO., INC. 


PERRY, N. Y. 


The Robeson display program appeals to me. 
Please let me have more information, without 
obligation on my part. 

STORE NAME 

ADDRESS 


CITY STATE 


SIGNED BY 





Metal counter display for 
kitchen tools, 22 x 11x 15 
ins. Holds 3 each of six 
tools. Dealer cost, $5.00 


$664666646666806068666606¢6086656 
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Af tlt (ts ty LIBBEY GLASS 






















0 ate —_— ("unio collection! 
Chow- off modorn glasser decorated with 


At leading stores everywhere. 
All prices slightly higher in 
the South, West, and Conado. 


© the rim of a Libbey 


“Setedge’ gloss ever chips, 
we'll replace the gloss. 


g of one Ait 











vee ia 
\ 7 i se | oe | a7 i 
» + € \s r; | a . 5 EF 
\¥ ‘oe! \ J \@ Qo: ai ot So 
L t | by. e / j LJ «= - tae 
— : 5 on. 16 ot 
14 ot. 10 ot 11 oz. 6 on. = Rad Cocttoll ae 
Collins Hi-Bo! Pilsner Sour sammie Wine 
44 Copyright 1952, Libbey Giess, Division of Owens-lilinois Gloss Company, Toledo 1, Ohio 
=< 4 — ' 
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Nationally y Advertised, l for 
| Haw. poe 





Here’s a chance to cash in on one of 
Libbey’s most popular Hostess Sets—Curio. 


An immediate sales hit when introduced 
last Fall . . . sure to continue to be a “best 
seller” this Spring and Summer. Perfect for 
today’s trend towards casual living and 
informal entertaining. 

We picked Betrer Homes & GaRDENs, 
April, for this eye-catching, full-color ad 
because the magazine’s more than 7 million 
home-interested readers are natural customers 
for Curio. Many of these people live right in 
your neighborhood. Let them know you 
feature Curio. . 
prominent display space. 


. be sure to give this set 


Cash in on the many customers who will 
want to complete the sets they’ve already 
started. Many others will want to give .. . 
and receive them as gifts. 

Make your promotion plans now. 
Newspaper mats, store display and other 
merchandising aids available. Be sure your 
stock is adequate. To order, conjact your 
Libbey Glass distributor or write to 
Libbey Glass, Toledo 1, Ohio. 





—_ 


“thitaag tr @ 





LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo !, Ohio 
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Hardware’s, Portland, Oregon. 


mazoo, Michigan. 


land Paint & Lacquer Corp. writes about. 





Why we’re sure the Color Gallery 
will help you sell more paint 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern ... pastels, in-between shades, 
deep tones. But not so many colors that customers are 
confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 
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We can’t promise that the “Dutch Boy” 
Color Gallery will increase your flat wall paint 
volume by about 50 percent as it did Uptown 


We can’t promise our Color Gallery will 
give you the 30 percent increase in interior 
paint sales it gave John M. Schonveld, Kala- 


We can’t promise it'll duplicate,for you the 
27 percent increase in business Florida’s South- 













Portland, or 


..this shows you why 
I’m sure my Color Gallery 
will help sell more paint 
and make extra 
profit for you 
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But from the experience of these, and other 
“Dutch Boy” dealers, we’re sure of this: Prop- 
erly used, the Color Gallery will help you sell 
more paint ... make extra profit on every 
Gallery gailon sold. 


Interested? 


Write or phone our nearest branch office. A 
“Dutch Boy” salesman will be glad to show you 
the Color Gallery. Glad to explain why we feel 
it’s a “sure-fire” money-maker for you .. 
whether or not you now have a color system. 





“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica 
tion, uniformity of finish, long service. 


Priced right— customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 
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Ei Why we’re sure the Color Gallery 
will help you make extra profit 


No Complicated Mixing—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover —as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery than with regular paints. 
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National Lead Company: New York 6; 
Atlanta; Buffalo 3; Chicago 8; Cincinnati 3; 
Cleveland 13; Dallas 2; Philadelphia 25; 
Pittsburgh 12; St. Louis 1; San Francisco 
10; Boston 6 (National Lead Co. of Mass.). 












*Reg. U. S. Pat. Off. 
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thie opring/ Another 
‘BIG PRO PROMOTION PACKAGE 


to boost - sales 


COUNSELOR 
Personal SCALES 


The most complete line on the market... Ouarasitécd for Life...and 


with exclusive features that give you unequalled era A 


; Wy 



















look at this program of 


NATIONAL 


j 
— Full Column 
pa — Full Column 


§ & GARDENS 
BETTER HOMES oe veon 






Zo move 
239 
THE DIAL LIGHTS! 


Only flat dial scale 
on the market today 


SUNSET , 
olumn y : g 
Are — Page in Color . 3 with this feature. 
fete line 
2, complete tne yi: FOR EVERY SPRING-TIMEG/7PROMOTION! 
FREE RTUGGESTIONS, That’s right! A COUNSELOR Personal Scale is the 
DISPLAY | ideal gift for the bride and groom... for the school 
ff a - for Mother’s Day or for the mother-to-be . 

or the whole family on any occasion. And now, more 


than ever, your customers will be asking for COUNSELOR 
by name as they respond to the biggest Spring-time 
promotion in COUNSELOR history! Be sure you are 
featuring COUNSELOR Scales. Available in 6 beautiful 
models, 7 decorator-inspired colors or all-chrome. 
Retail range from $6.95 to $10.95. Denver and West— 
50c higher each model. 


THE BREARLEY COMPANY © ROCKFORD, ILLINOIS 


AbvenTistd 


CORRECT IN EVERY WEIGH 
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BODYGARD PROMOTION 


pre-tested SIMONIZ 


goes national! 


Cash in on this 


BiG SALES BOOSTER! 


@ Here’s a red-hot Spring promotion 
that is guaranteed to boost your 
BODYGARD sales! We know it works 
—because we pre-tested it in test 
markets and sales actually doubled 
during the test period compared with 
non-test markets! Get your share of 
these big new BODYGARD sales. 
Stock, display, promote SIMONIZ 
BODYGARD. And remember — this 
Spring promotion also pushes the sale 
of Simoniz Liquid Kleener, a big plus 
profit maker! Get behind this big 50¢ 
Refund Offer. 


ARING 50° REFUND Otte 


huge success in test markets! 














2 















Here’s how to get your 50¢ 


Buy stmoniz Bopycarp today. You get a big can for 

only 98¢. Try it on your car finish. See how your car 

glistens. No work. No hard rubbing. Amazingly easy 
ie todo. 


After you've tried BoDYGARD on your car, send us the 
cap liner with a letter stating what you particularly 
like about it. We'll cheerfully send you 50¢ just 
for trying Bopycanp. Send cap liner and letter to: 
© Simoniz Company, Dept. B50, Chicago, Illinois. Offer 
expires July 31, 1953. Only 1 payment to a family. 


This ad will appear in LIFE May 11, S. E. POST June 13. 


WE PAY YOU 50° 


on a big 98¢ can of BODYGARD... 
SIMONIZ new liquid car wax ! 


see 2 BODYGARD gives your | This Bargain Offer is Made 
- a a cor 6 Showroom Shine (see offer below) 






















why oP Discovery of SIMONIZ 


Laboratories—BODYGARD! 


EASY TO USE— you spread it on—wipe 
it off —and a miracle takes place before 
your eyes. Your car glistens . . . dances 
with highlights . . .has a brilliant endur- 
ing showroom shine. BODYGARD — the 
new miracle car wax developed by 
SIMONIZ — gives an amazingly high 
lustre—yet there’s no rubbing. Gives 
your car showroom shine in less than 
4 hour. 


PROTECTS BETTER—lustre lasts for 
months! BopYGaRD is the only liquid 
car wax that contains the “Simoniz 
Secret.” It protects better. Grueling 
“road use tests” prove SIMONIZ BODY- 
GARD gives a brighter lustre, will out- 
last any liquid wax or polish you can buy. 
Find out yourself. Take advantage of 
this bargain offer today. See below 
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Here’s How and Why: 


AUTOWASH COSTS LESS...No. 840 with 812” 
handle at $3.49 retail and No. 840L with 36” handle 
at $3.98 retail is a price advantage that means 
faster turnover, greater volume, more profits! 


BETTER PROFIT MARGIN... you make a longer 
profit on Autowash—average 60% mark-up. It 
pays to push this unusually attractive item. 


MORE QUALITY FEATURES...in design, mate- 
rials and workmanship Autowash is the better 
buy among fountain brushes. 


— Special . . » your purchase of Autowash brushes 

entitles you to the Autowash display stand with- 
_out additional cost. Sent postpaid on receipt of 
the card packed with every shipping carton. 


NEW! BUILT-IN SHUT-OFF VALVE! 
Autowash for 1953 features a shut-off valve that 
controls and regulates water flow. Built into the 
brass hose connection, this shut-off valve gives you 
another potent selling point! 


NEW! POLISHED NEW! COLORFUL 
ALUMINUM CAP! RUBBER BUMPER! 
Autowash for 1953 is Autowash for 1953 is 
strikingly attractive, finished off with a 
with its highly polished _ brightly colored rubber 
aluminum cap. gasket-bumper. 


FLOUR CITY BRUSH CO. 
1501 4TH AVE. S.» MINNEAPOLIS 4, MINN. 


PACIFIC COAST BRUSH CO. 
1507 SANTA FE AVE. + LOS ANGELES 21, CALIF. 


AMERICA’S MOST COMPLETE LINE OF QUALITY BRUSHES 
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FINEST FOUNTAIN 
BRUSH MADE 


Autowash is outstanding for 
quality and workmanship. 
The brush plate is heavily 
filled with soft, resilient, care- 
fully selected blended natural 
horsehair that flares out to a 
4," diameter. The fountain 
head is polished die-cast 
aluminum, practically inde- 
structible, girdled with a 
bright colored, heavy, genu- 
ine rubber gasket bumper to 
protect the automobile finish 
against scratching. 

When the Autowash brush 
becomes worn, it can be 
replaced by unscrewing the 
brush plate and installing a 
refill at a nominal cost. This 
replacement feature also per- 
mits use of a stiffer brush for 
house washing, etc. 

The long and short Auto- 
wash brush handles are inter- 
changeable, and are made of 
brightly finished aluminum 
for lightness and strength. 
Hose connections are solid 
brass and leak-proof. 


ORDER FROM 
YOUR JOBBER! 


or write Dept. H for further 
information 

















THESE WIZARDS WITH WOOD 


Turn Uncle Sam’s mail-men 
Into Harrington Brothers’ 
Most —- salesmen 


Largest Selling Wood Glue — 


WELDWOOD| — 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to- wood 
bonds and many 
other u uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 lbs., 10 lbs., 25 Ibs. 
© 








Blond or pickled effects call for 


WHITE FIRZITE 


Recommend WHITE 
Firzite for magical 
> woodsy effects on 
hardwood or soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite! ) 


* 
Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water- clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 

*In pints, quarts, gallons, drums. 

Order from your wholesaler 
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Hare's the way it works: in response to our 
national ads in Saturday Evening Post and 29 other magazines 
thousands of people write us every month, “Where can | buy 
them?” We refer them to dealers. So write us a post card today, 
telling us that you carry WELDWOOD® GLUE, FIRZITE® and SATINLAC® 


and we'll refer nearby inquiries to you. We'll also send you useful literature. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 205, 55 West 44th St., New York 36, N. Y. 
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CABINET HARDWARE 





New... 
dramatic... 
different... 


Inspired by the Ranch-type house 


It’s here... now... for you—the first 
really new idea in Cabinet Hardware in 
years. Previewed recently by editors of 
leading women’s and home service magazines, 
Stanley Ranch Craft Hardware already has 
obtained recognition for its unique 

design and styling. 





Ranch Craft Hardware Salesmaker No. DB 530 
Size: 21” x 12”. Includes pocket for descriptive folders. 
You pay for hardware only. 


Its strap and horseshoe motifs and 
functional construction are ideally suited 

to contemporary or traditional homes. 

Its mellow antique brass finish complements 
either natural wood or paint... _ 
harmonizes perfectly with any color scheme. 


Ask your Wholesaler for information 
on the complete Ranch Craft line. 
It will sell! 


4 Four-Color 
Brochure 
Pictures Ranch Craft in typical, 
sales-making settings. Every 
item illustrated. Ask for folder 


F35. THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


[ STANLEY |] 


Reg. U.S. Pat. Off. 
HARDWARE * TOOLS ° ELECTRIC TOOLS * STEEL STRAPPING ° STEEI 











Handy Pocket-Size Folder ; 
Shows the full line in color. Space 
provided for dealer's imprint. 
Ask for folder F37. 


*Pat. Pending 
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NOW! 


THE WORLD'S FINEST 
NEW PUMP... 


1) “ 
THE Si YD 
PUMP 


BY RED JACKET 









The pump you don’t see — can’t hear — never 
lubricate. Available in a wide range of sizes 


and capacities. Tested and proven for long, 
dependable performance and minimum 
maintenance. 

Backed by 75 years of leadership in the de- 

sign and manufacture of Pumps and Water 


Systems — for farm, home and industry. 
This is an exclusive Red Jacket design. 
There is no other pump like it 
Attractive, colorful brochure avail- 


able. Free upon request. 





4 Fast Sellers 


With Large Dealer Discounts 
E & J BRUSH HOLDERS 


NICKEL PLATED 


Hold any brush to 
any can. Save an ex- 
pensive brush with 
these low-cost. brush 
holders. 


Keep bristles straight, 
handles clean. 


36 to a Counter 
Display 10c¢ each. 





JENNY'S POTHOOK 


AND PAINTING EASEL 
THE “3-WAY” HANDY HOLDER 


ra 
r (a +- Paint Screens the EASY way. Gi 
an ‘ 

HOOK ON TO vit i eet 

b { ANY STEP 

OF STEPLADDER Bi 
4! = NO STOOPING 
a cD NO BACKACHE 


° \ 
Tr) 
/ \ Holds to left 





NEW! 

. 
EXTENSION 
HOLDERS 
FOR ROLLER—BRUSH— 
SCRAPER or anything 
with a handle. A HOLD- 

ER FOR 1001 JOBS. 


$2.49 each 
6 to a Display 





3 for 25c 
48 to a Display 
2 sizes 








Also Bulk Cartons—16 to a carton with screws. 


Hold anything with a handle in home, office, shop or store. 


E & J ENTERPRISES, INC. 


682 Bloomfield Ave., Verona, N. J. 





(New Post Office Bldg.) 


CAMPBELL- HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


Order now from 
your jobber. Dis- 
play them and talk 
them up in your 
Paint Department! 


Write for catalog and price list. 
Give us the name of your jobber. 


THE CAMPBELL-HAUSFELD CO. 
215 RAILROAD AVENUE HARRISON, OHIO 
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int Trap | 
BRUSH CLEANER 


Non-inflammable cleaner emulsifies 
and removes any paint, varnish 
or shellac. It’s safe to use on 


all bristles, even synthetics. 


PAINT TRAP 


Brush Cleaarn 





NATIONAL LOCK 


Brings you 3 big lines 


High-quality, moderately-priced lock- 
sets for every door. Fine selection of 
finishes and split finishes. One piece 
brass knobs and escutcheons ... steel 
lock mechanism. Easily installed. 
Only part of extensive line shown at 
right. America’s top lockset value. Nos. 411 and 411D KEY LOCK 





No. 418 KNOB LATCH 


sold through jobbers 
ae 


\g 


‘ : A63X3016N 
A broad selection of handsome pulls, ; . CONCAVE KNOB 
hinges, catches, concave knobs. are | 
Glistening chrome finishes. Forged ‘ N58-598E HINGE 


brass and die-cast items. All envelope “ - 
packaged for instant identification i 
and easy handling. Only a few typical N61-336 FRICTION CATCH a 
units shown. Write tor catalog. 

N61-200 PULL 


sold through jobbers 
aw? 
yirder® hat 


b { Ee 
Butts, strap and “T” hinges, sash 
lifts, sash locks, barrel bolts, con- 
tinuous hinges, butterfly hinges, angle 
irons, hasps ... everything you could 
possibly require in fine builders hard- | 


ware. National Lock has it. Ask for 
catalog of National Lock hardware. A65-025 BUTT 





A65-114 STRAP HINGE 


Plus a host of other profitable, fast-selling items 


National Tutch Latch Period Furniture Trim Mending Plates 
Sash Adjusters Cabinet Locks Label Holders 
Ball Bearing Casters Packaged Wood Screws All Kinds of Bolts 


distinctive hardware...all from J] source 


NATIONAL LOCK COMPANY 


Rockford, Illinois ° Merchant Sales Division 
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4 A Profit Pointers on 
Water Systems 


TEPEERUEEEEREEEEEEREUEECEEREEEREEEEEEE EERE EEE 





profits for you 


in 


Running Water | 
















May is National Water Systems Month... 
the focal point of a nation-wide promotion 
to interest more people—your customers— 
in the importance of running water to their 
health and prosperity. 

The potential for sales of water systems 
is tremendous, and there exists also a market 
of growing importance in replacements. 

But to hardware dealers, the profit poten- 
tials of water systems are not limited by the 
sale of pumps and motors; they extend into 
a wide field of related items—pipe and fit- 
tings, bathrooms, kitchens, barn equipment, 
etc. 









P HINGE 


Sales studies have revealed that the volume 
of these related sales to the purchaser of a 
water system will usually total 600 pct of the 
value of the pump sale—600 pct more profits 
for your store. 

On the following pages Hardware Age pre- 
sents a series of discussions of better ways of 
selling water systems and for bringing into 
your store the added volume of related sales. 


‘ems 


VY 
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Profit Pointers on 


Water Systems 
AQOUUUUOUOUOOUOUOUNSEOOUOUONOOUOEONOONONOOOOHN 


6 Profit Pointers 


for water systems 


You can sell more water systems and the profitable 
related lines if you concentrate on these six points: Know 
your lines thoroughly; analyze your market; make com- 
plete servicing available; have outside salesmen; keep 
a water system on display, and advertise. Here is why 


Hardware dealers serving the 
rural areas have a better than usual 
opportunity — next month — to sell 
more electric water systems. 

May, 1953, will mark the fifth 
annual observance of National 
Water Systems Month. Actually 
May is the peak—each year—of the 
association’s continuing efforts to 
sell the running water idea. 

The dealer, who ties in with this 
nation-wide campaign can if he 
aggressively promotes the sale of 
running water—pave the way for 
additional sales of merchandise and 
services. Adequate supplies of run- 
ning water are an important busi- 
ness, health and human comfort 
and safety need. 


The Market Size 


The rural home, farm or busi- 
ness owner with good supplies of 
running water provides a market 
for a variety of other hardware 
store goods valued at many times 
the original cost of the system. 

There are many areas in which 
a majority of the homes, farms and 
businesses beyond the water mains 
have water systems. But many of 
these units are no longer adequate 
for increasing needs, thus creating 
a very good market for replacement 
equipment and in some instances 
for additional units to supplement 
those presently in use. 

Directed by the National Assn. 
of Domestic and Farm Pump Manu- 
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these six steps are so important 


by K. A. Heale 





Feature Editor, 
Hardware Age 


facturers, this year’s campaign has 
as its keynote the slogan, ‘Plenty 
of water, plenty’ of pressure with a 
bigger-better-modern electric water 
system.” Through the association, 
in cooperation with the Electric 
Water Systems Council, manufac- 
turers of water systems and utility 
companies, National Water Systems 
Month is being widely publicized. 

Six pointers for selling more 
water systems—at all times—are: 
(1) study water systems; (2) an- 
alyze your market; (3) offer com- 
plete service; (4) have outside 
salesmen; (5) have a water system 
display and (6) advertise. 

In the last two weeks of April 
and all during May radio programs, 
TV showings, consumer magazine 
and newspaper advertising, direct 
mail material and articles in maga- 
zines and newspapers will empha- 
size the story of running water. 

At the local level, hardware deal- 


ers would be wise to have window 
displays using the campaign’s color- 
ful poster to sell the idea. They 
should supplement these efforts with 
newspaper advertising, direct mail 
advertising and a store display with 
a water system demonstration unit 
in operation. 

The running water unit should be 
so located that people can easily ap- 
proach it and obey the impulse to 
turn the faucet. This is the most 
dramatic type of water system dis- 
play you can use. It is always a 
real sales builder. 

This year’s National Water Sys- 
tems Month poster is a four-color 
piece, 2634x40 in. Prominently 
featured are the campaign slogan 
and a giant size, well manicured 
feminine hand easily turning 4 
faucet to produce a strong flow of 
water. Dealers wishing more than 
one copy of this eye-catcher poster 
may have extras. The poster is 
being given out by manufacturers 
of the electric water systems you 
sell. 


New Sales Ideas 


As a further aid to dealers par- 
ticipating in this year’s campaign, 
water systems manufacturers, af- 
filiated with the association, offer 
a concise booklet, “How to make 
more money selling water systems.” 
It is full of sales ideas for your 
use. 

Since 1929, when 123,000 units 
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were sold, the general water sys- 
tems sales trend has been upward 
despite dips in unit numbers as the 
result of economic conditions and 
war curtailed production. 

Unless unforeseen all-out mili- 
tary effort siphons off some of the 
materials needed to produce electric 
water systems, all indications point 
to a plentiful supply of water sys- 
tems throughout this year for 
hardware dealers to sell. 

Farmers have good incomes and 
there is every reason to believe that 
their incomes and spendable funds 
will continue to be high. 

Although the percentage of farms 
without running water has shown 
a steady decline there is still a big 
and growing market for new users, 
for replacement units and for the 
sale of additional units to supple- 
ment those in use. 


Replacement Sales 


That some of the units, inade- 
quate because of increasing family 
requirements, may be supplemented 
with additional units is quite likely. 
However, whether the hardware 
dealer sells a large capacity unit to 
replace an old one, or induces the 
owner with an inadequate water 
system to order the additional unit 
there is profit in making a strong 
bid for replacement sales. 

Mr. Hardware Dealer —tie in 
with National Water Systems 
Month. Sell the idea of running 
water in adequate supply as a farm, 
rural home and business need. 

Emphasize to your prospects that 
adequate supplies of water, under 
pressure, can mean the difference 
between profit and loss, health and 
sickness, comfort and discomfort 
and safety and loss of property due 
to fire. 


Points to Sell 


If you place strong enough em- 
phasis on the true value of running 
water many of your prospects can 
be made into profitable customers 
for water systems. 

Some hardware dealers maintain 
that many farmers show no great 
Interest in the human comfort 
angle of running water, but that 
the minute you talk about greater 
stock and crop productivity they 
are interested. 

Practically every rural resident, 
farmer and business man—beyond 
the water mains—will at some time 
be a good prospect for the sale of 
an electric water system for re- 
placement, or to supplement equip- 
ment now being used. Your pros- 
pects include farmers, rural home 

(Continued on page 81) 
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May-—a month for water systems profits 


by Herbert C. Angster 





Executive Secretary and Director, 
National Association of Domestic 
And Farm Pump Manufacturers, 
Chicago 


May is National Water Systems 
Month. This is the month when 
manufacturers of electric water 
systems and co-operating power 
suppliers culminate 12 months of 
intensive promotion, emphasizing 
the need for plenty of running 
water under pressure, with a con- 
centrated, all-out drive for water 
systems sales. 

For the alert, aggressive hard- 
ware dealer, National Water Sys- 
tems Month presents a unique op- 
portunity to build water systems 
sales in volume by tying in with the 
national campaign at the local level. 

The importance of water systems 
sales cannot be overemphasized. 
For every water system sold, the 
dealer can expect eventually to ring 
up sales of bathroom, kitchen, laun- 
dry, hot water and heating equip- 
ment more than six times the value 
of the original water system sale. 


Market Unlimited 


All signs point to another rec- 
ord year for water systems sales. 
More than 680,000 systems were 
sold and installed in 1952. That 
figure is expected to be equalled or 
exceeded in 1953. 

The supply and delivery picture 
is excellent at this time. The only 
thing that could affect it adversely 
would be curtailment of production 
by the government because of de- 
fense priorities. 

Such curtailment is unlikely to 
occur, however, because the govern- 
ment has given the green light of 
encouragement to, and is actively 
supporting, the industry campaign 
for greater water systems sales. 
This official support reflects the im- 
portance of running water in boost- 
ing livestock and grain production 


levels to meet the increasing food 
requirements of a growing popula- 
tion and heavy foreign aid commit- 
ments. 

The market for water systems 
sales is virtually unlimited—over 
2,000,000 farm installations, 7,000,- 
000 non-farm rural and suburban 
installations, nearly 2,000,000 re- 
placement installations. 

The theme for 1953, the fifth 
consecutive year of National Water 
Systems Month promotion, departs 
in one important respect from that 
of preceding years. The impor- 
tance of running water for better 
health, better living and better pro- 
duction is generally recognized. 
What is less generally recognized 
is the need for enough water—in 
other words, plenty of water both 
for present and anticipated future 
needs. 

Accordingly, the theme chosen 
for the 1953 National Water Sys- 
tems Month promotion is: Plenty 
of Water, Plenty of Pressure with 
a Bigger, Better, Modern Electric 
Water System. A large four-color 
poster and supplementary promo- 
tional aids based on this theme are 
available to distributors and deal- 
ers for getting local campaigns 
under way. 

The adequate capacity theme 
serves two purposes. It helps the 
dealer upgrade the individual water 
system sale and gives him a key to 
unlock the important replacement 
market—2,000,000 systems 10 to 15 
years old which are unable to meet 
the stepped-up water requirements 
of larger families now depending 
upon them. 

May is a natural time for a water 
systems sales drive. For it is then 
that farmers are mapping produc- 
tion goals and looking for means 
to help realize them. Running 
water—under pressure—is one of 
the most important aids in reach- 
ing those goals. May, then, is the 
month when your customers are 
apt to be the most keenly aware of 
the relationship of running water 
to better living and better produc- 
tion. 

National Water Systems Month 
passes up no opportunity to convert 
this natural interest into action, so 
that the family lacking the benefits 
of running water under pressure 
will remedy that lack by a call on a 
hardware dealer. 














bk A Profit Pointers on 
Water Systems 


Study Your Water Systems 


If you would sell more electric 
water systems to farmers and 
other rural] residents and business 
operators, a good working knowl- 
edge of the subject is one of your 
most potent sales weapons. 

Some water systems manufac- 
turers and their distributors con- 
duct special schools to train ser- 
vice men and salesmen for you. All 
manufacturers have literature de- 
scribing the operations and capac- 
ities of their water systems. Some 
issue sales manuals. 

The gallonage of water required 
for operating a farm or for giving 
adequate supplies to a family will 
vary with the number and type of 
animals and fowl being raised and 
the age and number of people liv- 
ing on a farm or other rural resi- 
dence. Another important factor is 
the type and number of water-using 
appliances to be used. 

Whether a shallow well or a deep 
well unit is needed depends upon 
the depth of the well. Shallow well 
systems may be used where the 
low-water level is not greater than 
22 ft. For greater depth the deep 
well units are required. Submersi- 
ble units will be desirable for some 
installations. 

Advise your prospects to pur- 
chase a water system which will 
provide more than their estimated 
maximum needs. There is—among 
other things to consider—the un- 
pleasant possibility of having to 
pump water to extinguish a fire. 
For this purpose the Committee on 
Farm Fire Protection of the Na- 
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Familiarity with the capacities and use 
of different types of pumps you sell 
and the needs of farm stock and resi- 
dents can help you merchandise your 
lines more effectively 


tional Fire Protection Association 
recommends a pump capable of de- 
livering 50 gals. per minute for at 
least an hour at a time. Last year’s 
fire losses cost farm families well 
over $100 million or about one- 
eighth of the entire fire damage 
expense for the entire nation. 

It is estimated that for each per- 
son in a household for all purposes 
there is need for a capacity of 50 


gals. per day—including kitchen, 
laundry, bath and toilet use. Other 
requirements are shown in Table I. 

Time is worth real money on a 
farm. This is worth remembering 
and emphasizing in all contacts 
with farmers—whether they oper- 
ate a small or a large farm. 

A study made by Iowa State Col- 
lege showed conclusive evidence 
that cows provided with conveni- 


Table I—Approximate Water Supply Requirements 
For Homes and Farms 


For livestock and fowl 


Each horse, dry cow or beef cow, 12 gals. per day 
Each milking cow, 35 gals. per day 
Each hog, 4 gals. per day 
Each sheep, 2 gals. per day 
Each 100 chickens, 4 gals. per day 


Home fixtures 


Filling ordinary lavatory, 2 gals. 

Filling average bath tub, 30 gals. 
Flushing water closet, 6 gals. 
Dishwashing machine, 3 gals. per load 
Automatic laundry machine, 17 gals. per cycle 
Backwashing domestic water softener, 50 to 100 gals. 


Yard fixtures* 


Y, in. hose with nozzle, 200 gals. per hour 
¥, in. hose with nozzle, 300 gals. per hour 
Lawn sprinkler, 120 gals. per hour 





*It is essential to have a water system of sufficient capacity to 
permit use of water for other purposes at the same time as the 


hose. 
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ently located bowls drink 18 pct 
more water than those watered but 
twice daily. Cows having access to 
plentiful and constant supplies of 
water were found to produce 3.5 
pet more milk and as much as 10 
pet more butter fat. 

These findings, when transmitted 
to a farmer, make him think and 
often act on the advisability of buy- 
ing a water system, if he has none. 
If he has an outmoded unit you may 
interest him in installing a new 
and larger replacement unit. Or 
you may succeed in selling him a 
unit to supplement that now in use. 

It is estimated by the Farm Elec- 
trification Bureau that a farmer 
without running water must carry 
100 tons of water in the course of 
a year. The bureau also says that 


this requires a total of 500 man- 
hours a year. 

If the physical labor angle does 
not impress the farmer, then the 
loss of 500 productive hours should 
do so. 

A hardware dealer wanting to 
sell more water systems would do 
well to present actual case histories 
to his prospects. When he has 
studied the results of his installa- 
tion of a modern, ample capacity 
water system on one farm, he has 
ammunition to use in selling an- 
other farmer the running water 
story. 

Some farmers or other rural peo- 
ple will listen to evidence such as 
that outlined, as good reason for 
installing a modern water system 
of ample capacity. Express savings 


of time, with the use of a modern 
electric water system, in terms of 
hourly wages. 

The hardware dealer who can 
quickly tell the farmer what tax de- 
ductions he can claim, following the 
purchase of a water system, has 
another good argument in favor of 
such an acquisition. 

Many rural residents, farmers or 
business men have the cash to make 
such a purchase, but prefer to buy 
on a deferred payment plan. If the 
merchant knows and tells the 
farmer how and where he can ar- 
range such financing he has an- 
other good sales clincher. 

Arm yourself and your employees 
with all the facts and figures you 
can acquire on the subject of run- 
ning water benefits. 


Profit Pointers on 
Water Systems 


Analyze Your Market 


A study of the potential market in 
your trading area will show you where 
to concentrate your sales efforts. Per- 
sonal contacts can help you make 


more sales 


One of the most important steps 
leading to the sale of more electric 
water systems—and other lines for 
which such installations create an 
even greater market—is to analyze 
your trading area. 

Do you know how many electric 
water systems were sold in your 
district in recent years? Table I 
shows the number sold in the en- 
tire country for more than 20 
years. How is the trend in your 
trading area? Is its pattern sim- 
ilar? 

How many farms are there in 
your trading area? How many of 
them have both electricity and run- 
ning water? 

Of those farms with electric 
water systems, which have units 
that do not provide an adequate 
supply ? 

When you have this information 
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you have a good working base for 
determining your potential market. 

The number of new and old farms 
in your area, those with hi-line 
electricity and those with running 
water, may follow a somewhat dif- 
ferent pattern than national fig- 
ures. But a study of those figures 
can give you some idea as to what 
the situation is in your trading 
area. 

According to the most recent 
Census of Agriculture — made in 
1950 — there were 5,382,162 farms 
in the United States. There were 
4,213,563 farms wired for electric- 
ity, at that time, and 2,011,162 of 
them were equipped with electric 
water systems. 

Expressed in other terms 78 pct 
of the nation’s farms, in 1950, had 
electricity, but only 48 pct of the 
wired farms had running water. 


What’s the picture in your trad- 
ing area? 

Visit farmers in your trading 
area to check on those having water 
systems. Some of these units will 
be found to be inadequate for even 
the barest daily essentials. Others 
will be in good condition, but will 
need replacement because of woe- 
fully limited capacity for the farm- 
er’s, home owner’s or rural business 
operator’s needs. 

If you cannot sell those with out- 
moded units the idea of a new one 
to handle both current and future 
needs—for some time to come—you 
may be able to sell the idea of an 
additional unit. 

Should you find it impractical to 
do this survey work yourself, have 
a man or a woman of pleasing per- 
sonality, who understands the 
farmer’s problems, visit farmers in 
your trading area, Have your rep- 
resentative check on those having 
water systems and those having 
equipment not of sufficient capacity 
to really provide adequate supplies 
of running water under pressure. 

Power companies, the Rural Elec- 
trification Administration and man- 
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ufacturers of electric water sys- 
tems are constantly working to sell 
the running water story. 

Check with your power com- 
panies, REA and your _ county 
agent. Find out what they have 
learned from studies of your trad- 
ing area. If you know who is 
hooked up with utility company or 
REA lines, who is planning such a 
hook-up and those areas into which 
new lines are being extended you 
have a good start. 

When you have all of the facts 
and figures as to the use of water 
systems in your trading area, set 
up a prospect card list. You may 
even get some of the facts you need 
through a perusal of surveys you 
made on refrigeration and other 
major appliances. 

Take a map of your territory— 
one showing federal, state and 
county highways—and use colored 
head pins to spot your prospects. 
Pins of one color can be used to 
show where there are water sys- 


Table I—Water Systems Sales 


Source: Bureau of Census and 
Nat. Assn. of Domestic & 
Farm Pump. Mfrs. 

1929. 123,000 1941. 347,055 
1930. 102,000 1942 239,072 
1931 76,000 1943. .154,560 
1932 . 50,000 1944. 314,385 
1933 57,000 1945 390,130 
1934 . 77,000 1946 625,729 
1935 109,000 1947. 763,000 
1936. 149,000 1948 649,143 
1937. .182,000 1949 530,000 
1938 .175,000 1950. 722,000 
1939 220,000 1951. 616,976 
1940 258,494 1952. 675,000 


tems. which need replacement or 
soon will need to be supplemented. 
Another color of pin should be used 
to show those having electricity but 
no running water. 

From personal contacts made by 
vourself, or your employees, you 
can and should set up a card rec- 


This is the official water systems poster, done in four colors. 


This is National Water Systems Month 
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i - 
ae Ses 


60 





r--BETTER--- Modern 






ord to supplement the map. On it 
indicate which home and farm ap- 
pliances the prospect has. Indicate 
which items need replacement and 
what equipment each prospect lacks 
that you can provide for him 

Systematize that record and use 
it. 

Consult your card files before 
contacting prospects. Be able to 
tell that prospect what he has that 
might need replacement and what 
he lacks to help him have more 
profitable crop and stock yields. He 
will be interested in the profit an- 
gle, may not be too impressed by 
the human comfort story, but will 
definitely listen to the protection- 
from-fire story. 

On your prospect card file, broken 
down by areas, or by location along 
a road or power line, show the lo- 
cation of each prospect—farmer, 
truck gardener, poultry raiser, 
dairy farmer, filling station, rural 
factory or other classification. Have 
a description—brief to be sure—of 
each prospect’s operation. Show 
acreage, number of employees, type 
of stock, number and type of build- 
ings. 

And use those prospect cards to 
provide a mailing list for catalogs, 
direct mail pieces and personal let- 
ters. Use them in your store con- 
tact with customers. 

When you sell and install a water 
system keep a complete record of 
the installation. Record data as to 
the type of well used, and if drilled 
by some other concern indicate who 
drilled it. Record on these cards 
complete information as to what 
types of water using equipment the 
prospect has. 


Hit the Market 


In last year’s Water Systems 
Selling Guide (H.A., April 3, 1952) 
we reported on an interview with 
R. T. Jones, manager of farm sales 
for Pennsylvania Power & Light 
Co. His efforts tied together the 
campaigns of hundreds of hardware 
dealers and other water systems 
outlets through advertising, direct 
mail, store displays and other 
means in connection with National 
Water Systems Month. 

Mr. Jones’ company has long ad- 
vocated market analysis, working 
store displays, advertising and com- 
plete service. 

The value of knowing your mar- 
ket and hitting it hard—through a 
co-ordinated program—is shown by 
the fact that last year’s campaign 
spearheaded by Mr. Jones’ com- 
pany helped sell 2,159 water sys- 

(Continued on page 65) 
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Profit Pointers on 


Water Systems 
\HOUOUOUOEOUOOUOUOUOEUEGOOOUOEOEOUOOOOOOEOHOEEI 


Complete Service 


This dealer's water system selling is aided 
with complete installation service on pumps, 
installation of septic tanks and other drain- 
age aids, plus 24-hour-a-day service 





A 


Truck for ditch 
ing and digging 
work being re 
modeled for 


greater efficien- 
cy. 


< 


Water system 
display at the 
store. 
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Water systems sales are good at 
Hakes Hardware & Supply Co. in 
Escanaba, Mich. A big factor in 
this store’s successful merchandis- 
ing of this equipment is its ability 
to offer 24-hour-a-day repair ser- 
vice. Orville Hakes’ servicemen 
will answer a water systems call at 
any hour of the day or night. 

At present he and his crew are 
servicing 350 water systems _ in- 
stallations in rural homes and 
barns, cheese factories and rural 
schools. These contacts lead to 
many sales of other merchandise 
including numerous sales of com- 
plete equipment for new bathrooms 
and more modern kitchens. 

A water system and tank display 
on a platform in the firm’s show- 
room constantly remind all store 
visitors of the need and use of a 
modern unit. The unit rests on an 
attractive brick pattern crepe cov- 
ered platform. Manufacturers’ dis- 
play material tells the story in con- 
cise terms, 


Makes Related Sales 


Many of the farmers in this area 
of northern Michigan want a good 
septic tank when they plan to in- 
stall a water system. Mr. Hakes’ 
staff makes its own 500 gal. capac- 
ity concrete septic tank selling at 
$65 and up including installation. 

When the septic tank is pur- 
chased, Mr. Hakes has the oppor- 
tunity to sell a water pump, bath- 
room and kitchen equipment and 
numerous other items. 

The Hakes staff makes the con- 
crete septic tanks during their 
spare time and stores them on the 
premises behind the hardware store. 
Another development of this phase 
of the firm’s business is digging 
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ditches and trenches needed for 
tank installation. A special truck 
body with gasoline motor and a va- 
riety of attachments is equipped to 
dig any type trench or ditch 
needed. 

Says Mr. Hakes, “This is a new 
field, but is one which makes many 
contacts for us. Irrigation, drain- 
age and other problems on poultry 
and dairy farms are easily handled 
with this equipment. 


Profit Pointers on 


Water Systems 
HOUOUOUOUOUOUGUOEDOUOGUUOOOUOUOUOUOUOUODOUOUON 


Outs! 


“We call to the attention of every 
septic tank and water system cus- 
tomer the many farm and home ap- 
pliances and equipment items we 
have at the store. We tell them 
what we have, invite them to the 
store and often make an evening 
appointment with such a customer. 
When they visit the store they not 
only see water systems, but a model 
kitchen, bathroom fixtures, water 
heaters and numerous other items 


to make the home a more comfort- 
able and healthful place in which 
to live.” 

The Hakes showroom is a well- 
lighted one and is located about 50 
ft off an important highway. It has 
excellent drive-in facilities for cars, 
Ten cars can be accommodated in 
the parking lot in front of the 
store. A driveway next to the build- 
ing can accommodate five more 
cars. 


de Selling 


A Wisconsin dealer sold 46 electric water 
systems in 10 months through outside calls, 
display at fairs and ‘round-the-clock service 


Practically every month of the 
year is Water Systems Month at 
the Kellner Hardware Co. in Cuba 
City, Wis. 

In the first 10 months of last 
year the firm sold 46 submersible 
units through outside calls and per- 
sonal contact at county fairs. Its 
sale of major farm and home items 
necessitated purchase of six car- 
loads of water systems and other 
household appliances. 

Harry Kilkelly, manager of the 
store, and Rodney Tracy, outside 
salesman, did submersible pump 
educational work at county fairs 
and at farms, backed up by adver- 
tising and demonstrations. 

Another sales aid is the firm’s 
offer of 24-hour-a-day water sys- 
tems repair service. 

Last year the firm pioneered, in 
its region, the sale of a new type 
of submersible pump. Considerable 
advertising and demonstration were 
necessary to explain the working 
and operation principles of the 
unit. 

“There is no substitute for the 
personal call,” says Mr. Tracy. 
“Farmers are willing to talk to us 
about water pumps, plumbing and 
heating, space heaters, model kitch- 
ens and complete home laundry 
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Rodney Tracy, right, outside salesman with two of the firm's 
service men going on a call. 


equipment. They have the money « 
to pay for these things and they 
want them. 

“Farmers like to have someone 
explain to them the features of a 
water system, or any other farm 
or home appliance. After I find 
what type of items the farmers 
want, I make appointments to have 
them visit the store to look over 
our appliance department. This 
often means evening appointments, 
but they pay well.” 

Water system installations made 


by the firm run from $200 to $575, 
including the pump, but it is not 
unusual to sell a farmer $5,000 
worth of equipment and service. In 
addition to the water system, Kell- 
ner Hardware often sells a farmer 
complete plumbing and heating 
equipment for his home and his 
farm, including a complete kitchen 
installation, a bathroom and a home 
laundry. 

For each of its appliance cus- 
tomers, the firm maintains a card 
recording the equipment purchased 
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and the dates of purchase. Some 
of these cards show the purchase 
of a second water system unit to 
supplement the capacity of an older 
model, plus such items as a water 
heater, washing machine, water 
softener and complete bathroom in- 
stallation. Before making a call on 
a farmer Mr. Kilkelly or Mr. Tracy 
consults office files to see what 
items the prospect has and in which 
equipment he might be interested. 
The same practice is followed when, 
a store appointment has been made-* 

Personal contact with farmers 
gives Messrs. Kilkelly and Tracy an 
opportunity to learn about their 
flocks, herds, crops, special inter- 
ests and farming problems. With a 
complete analysis of a farm, and 
the operating problems its owners 
face, the-firm is in good position to 
point out how its merchandise and 
services can help the farmer oper- 
ate more profitably and live more 
comfortably. 

One sale leads to another, in the 
words of Mr. Kilkelly, who says, 
“If we get a water pump installa- 
tion, we have the staff and equip- 
ment to offer complete service for 
a wide variety of other major appli- 
ances. We frequently get an order 
to install a model kitchen and a 
complete bathroom, following in- 





Kellner service men Ed. Helbing and Stanley Good hook up a 
pump, while Rodney Tracy, salesman, and a customer, look on. 


stallation of a water pump and a 
septic tank. 

Subject to call 24 hours of the 
day the Kellner service crew can 
install and repair pumps and also 
do electrical and carpentry work, 
an aid in the installation of com- 
plete kitchen projects. Its staff of 
12 employees includes men able to 
do practically any type of home 
installation and repair service and 
there is a blacksmith in the group. 

Store displays are designed to 


make a strong bid for the sale of 
equipment that naturally follows 
installation of the water system. A 
well-equipped model kitchen and 
home laundry may be seen in the 
store and from the street. It is 
complete in every detail including 
such items as an electric clock and 
a curtained window, plus a few 
other home-like ornaments. 

Two compact, but quite complete 
bathroom installations are part of 
the store’s displays. 


Profit Pointers on 


Water Systems 
HAOVUAUONEUOUOUUOUUOEDOUAUONOOUOEOGEOEGOOONEI 


Advertising 


An Oregon hardware dealer advertises 
pumps in newspapers and with displays 
in his store 


Advertising its water systems and 
the service it can give helps Allen’s 
Hardware in Salem, Ore., sell more 
than 50 units a year. A full-time 
outside man, who services and sells 
the three well-known lines of pumps 
merchandised by the firm, is on 
call to look after the 2,000 units 
sold in the past 25 years. 

Newspaper ads, with large type, 
are addressed to Mr. Suburban 
Home Builder. As Reynolds Allen, 
general manager of the firm, says, 
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“This pre-sells half of the pros- 
pects who visit the store to look at 
water systems. In a season, we will 
run ads for nearly all of the types 
of pumps we sell in six different 
issues, using two-column by 2 in. 
insertions. 

These ads will usually sell at 
least a dozen water systems in a 
season. 

In the store, during the warm 
months, the water systems displays 


are shown in a heavy traffic spot— 
around the basement stairway 
where platform steps have been 
constructed. Other pumps are ar- 
ranged on top of a special parts 
island in the adjoining aisle. 
Displays of each of the three 
lines of water systems are sepa- 
rated sufficiently to permit pros- 
pects to view each unit from sev- 
eral angles. Manufacturers’ dis- 
play units and descriptive signs 
made especially for the store call 
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attention to sales points, including 
type, capacities and prices. 

Advertising pulls water systems 
prospects into the store. Service 
keeps customers sold on the firm 
and the equipment it merchandises. 

The firm’s full-time outside man 
is a water systems expert, his con- 
tacts are responsible for 30 pct of 
the pump sales made by it. He of- 
fers complete testing, installation 
and repair service. 

Allen’s often receives a phone 
call from a farmer, rural home 
owner or operator of a business be- 
yond the water mains, with the 
caller saying, “I think I need a new 
water pump.” 


Service Charge Reduced 


The service man is sent out to 
check the flow of water at the call- 
er’s place. A flat fee of $10 is 
charged for such a call. If the cus- 
tomer buys-a new water system 
from the firm, following such a 
check-up, .the..service charge is re- 
duced to $7.50. 

Allen’s figure that the cost per 
hour for use of truck, tools and man 
is $3.50. 

When a new water system is 
needed, and the customer has se- 
lected the type he wants, a full cost 
estimate is made for such an in- 
stallation. This includes cost of 
pipe, sinking of well—if needed- 
and other labor. If an installment 
contract*is desired the terms are in 
some instances’ as low as 10 pct 
down and.:asé little as $4.00 per 


a 


month. .-~.>,, 


Source of Leads 


Says Mr. Allen, “During the pe- 
riod of our guarantee, our service 
man makes regular calls at the new 
owner’s home to check on the con- 
dition of the unit. From time-to- 
time someone from the store will 
phone to inquire whether the water 
system is performing as the owner 
desires. This continuing contact 
with a water system owner builds 
good will for the store and assures 
us of repair and service work on 
that unit as long as it is in use. 

“Many satisfied users of our 
water systems give us leads for 
sales to other people.” 

Each water system sold by the 
Allen store is identified with a 
bright yellow and black decal point- 
ing out that the unit is one, “ser- 
viced and sold by George E. Allen 
Hardware.” 
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Water systems display 
atop a parts cabinet. 
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One of the firm's news- 

paper ads, two columns 

by 12 in., featuring price, 
capacity and terms. 


Decal used on all Allen 
installations of water sys 
tems. 
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MR. SUBURBAN 


HOME BUILDER 


OUR 1% H.P. 
BULLET TYPE 
SHALLOW WELL 


WATER SYSTEM 


MAY NOW BE PURCHASED FOR ONLY 


11250 


WITH 10% DOWN AND 4.00 PER MO. 


This Pump Has a Capacity up to 630 


Gallons Per Hour 


Ideal for Driven Well Installation 


WE WILL INSTALL 
ALSO SEE OUR.... 





Y% H.P. 
VERTICAL EJECTOR 


PUMP 


WITH 42 GAL. TANK AND 
AIR VOLUME CONTROL 
MAY BE YOURS FOR 
AS LITTLE AS 


8.00 PER = | 


INSTALLED 


















GEORGE E. 
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Profit Pointers on 


Water Systems 


Store Display 


Even a simple display will tell all visitors about 
your water systems service, although a work- 
ing display is one of the surest means of selling 
the idea to your customers 


The oft-repeated statement, 
“Goods well displayed are half sold” 
applies to electric water systems as 
it does to other major lines. Many 
dealers show water systems close to 
kitchen and bathroom equipment 
displays, including model set-ups. 

In Newburgh, N. Y., the Ward, 
King & Lawrence hardware store 
sells 75 or more water systems each 
year—most of them in the spring 
months to summer residents visit- 
ing the store to prepare for later 
opening of their vacation camps, 
lodges or farms. Although the firm 
does not have an operating unit on 
display at all times it does make 
sure that there is usually at least 
one unit displayed on the floor 
where all customers can see it. 

Electric water systems are usu- 
ally shown at the Newburgh firm’s 
store near the steel goods, lawn and 
garden goods displays to be sure 
that the fix-it minded customer is 
reminded of the water systems 
units sold by the company. 


Repair and Service 


Servicemen at Ward, King & 
Lawrence can repair and service a 
wide variety of home and farm 
equipment. Although the store 
sells three different lines of water 
systems its parts department is 
equipped to provide leathers, valves 
and switches for most makes. 

As R. J. Lawrence, one of the 
partners, expresses this policy, 
“We will service any make of 
pump. Then if it breaks down, at 
some other time, we may be able 
to sell one of our own lines as a 
replacement.” 

Water system repair jobs have 
tun from a low of $5 to as much 
as $200. 

Electric water systems have been 
sold to farmers, summer home 
Owners and rural business opera- 
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Water systems are shown in a wide aisle in warmer months. 


tors of various types as far as 40 
miles from the firm’s show room. 
It is not unusual for the firm to 
sell a water system to a person to 
whom it previously sold a unit as a 
replacement unit to take care of 
greater supply needs. As many as 
six water systems at one time have 


been sold to one farmer-customer. 

Best selling shallow well pumps 
are priced at $153 with a $207 
price tag on jet units. The firm 
does not dig wells, but recommends 
reliable firms that do this work. 

Several hundred water softeners 
have been sold by the firm. 


Analyze Your Market 


(Continued from page 60) 


tems through dealer channels. Co- 
operating dealers sold 492 more 
pumps in May, 1952, than they sold 
in the same period in 1951. And 
240 merchants, including hardware 
dealers, used special National 
Water Systems Month displays. 

Seventy-two of these dealers 
used co-operative display space in 
utility company show rooms, dis- 
plays including the name of the 
dealer, his line and the capacity and 
price of featured units. Others 
showed water systems—with proper 
identification and other informa- 
tion—in local bank offices. 

Take findings of the survey of 


your territory and work on all 
prospects you locate. 

Your water systems prospects 
can, in many instances, be induced 
to buy home laundry equipment, in- 
cluding washing machine, water 
heater, irons, ironer, drying equip- 
ment, kitchen cabinet sink, kitchen 
cabinets and waste disposal units. 
Floor coverings, cooking equipment, 
heating equipment, barn and farm 
yard equipment, complete bath- 
rooms and a myriad of other good 
profits lines may be sold to some 
of these customers. 

Analyze your territory’s poten- 
tial and then hit it hard for more 
profit making sales. 




















H A Profit Pointers on 
Water Systems 


Selling by Displaying 


How typical hardware dealers utilize displays to 
sell the running water idea 
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A A water system is always displayed on a wall ledge at H 
Lorleberg Hardware in Oconomowoc, Wis. A variety of re- 
lated goods gets attention on either side of the unit. 


A complete island display at A. L. Davis Son, Inc., in Bingham 
| ton, N. Y., provides ample space for prospects to get complete 
views of all this equipment from numerous angles. 








Tie-in display for National Water Systems Month used by the 
¥ hardware division of Berkeley Lumber Co. in Martinsburg 
W. Va. It concisely explained the running water story. 
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Many extra sales result by 

Hokes’ showing of kitchen and 

bath equipment adjoining elec- 
ric water systems units. 


Running water display at Horn’s 

in Port Jervis, N. Y., has faucet 

and shower head to tell story 
just inside doorway. 





Center Right—Many sales are ®& 
Bmade with Kellner’s display of 
smode! bathrooms where all 
pump buyers will see them. 


jLow level display at Freeport 

Hardware is lighted by fluores- 

cent lamps. Above are fancier 
related goods. 
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Profit Sharing Plan 
Creates Appliance Dividends 


People in and around Lee’s Sum- 
mit, Mo., have been buying general 
hardware store merchandise from 
Spicer Hardware since 1907. In 
1950 many of them began buying 
major appliances and TV sets from 
the firm. 

Richard Spicer solved the prob- 
lems of appliance sales and service 
by turning responsibility for all 


‘id ti af 


A Missouri hardwareman profits from his appliance 


department by turning all responsibility 


over to department manager 


phases of that department over to 
William Todd, who conducts it in 
return for a percentage of the 
profit on each sale in that section. 
This profit sharing does not, how- 
ever, apply to sales of merchandise 
needed for  installations—copper 
tubing, connections, wiring, elec- 
trical sundries nor fixtures. Bill 
Todd’s department occupies a 40- 


ft sq area in front of the hardware 
store. 

Mr. Spicer concentrates on sell- 
ing his ample stocks of hardware, 
tools, paint, pipe fittings, lighting 
fixtures, sporting goods, house- 
wares and plumbing equipment. 

Of this unusual arrangement Mr. 
Spicer says, “I receive a sizeable 
share of the profits yet have no re- 





Richard Spicer, store owner, talks about appliance department profits with William Todd (right). 
Mr. Spicer devotes his time to general hardware lines, Mr. Todd strictly to appliance sales and service. 
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sponsibility. Bill Todd likes the 
idea because he has complete free- 
dom to operate the department. He 
pays nothing to me unless he actu- 
ally makes a sale. And I get the 
full profits on items required inci- 
dent to installation of equipment 
sold.” 

Walk-in business is heavy for the 
appliance and TV_ department, 
clearly visible to all pedestrian and 
motor traffic passing the visual 
front store. Among the top volume 
lines in the department are farm 
freezers, refrigerators, gas and 
electric ranges and TV sets. 

Store visitors coming to make 
minor purchases frequently tarry 
in the appliance section long enoug’ 
to let it be known that they are 
interested in certain major items 
for their homes. Such leads re- 
sult in from 25 to 50 follow-up calls 
a week. 

Particular attention is given to 
home freezer leads. It is very im- 
portant, according to Mr. Todd, to 
be sure that the farm buyer se- 
lects a size sufficiently large to 
meet his needs. He finds that the 
16-ft model holding 300 lbs of meat 
is needed by the average farm fam- 
ily in that area. 


Brand-Name Conscious 


Says Mr. Todd, “Farmers are 
brand-name conscious when select- 
ing a freezer; they are not price 
conscious for such equipment. One 
vital point we stress when talking 
to farmers is that installation of a 
freezer makes it unnecessary for 
him to leave his farm work to run 
to town for foodstuffs. 

“Many farm sales result from 
referrals by satisfied users. The 
rural prospect is given the name 
of a neighbor who has bought a 
freezer. We urge him to check with 
that neighbor as to performance 
and usefulness. Our strategy is to 
talk with the farmer’s wife to em- 
phasize—among other angles—that 
use of a freezer eliminates the 
home-canning chore since all she 
has to do with garden vegetables is 
to clean them and put them in the 
freezer.” 

Assisted by Mrs. Todd, he has 
built good will by being certain that 
the freezer unit is installed in a 
very accessible spot. They empha- 
size to purchasers that a freezer 
being used almost as much as a 
refrigerator should be in an up- 
stairs location to save unnecessary 
foot work. 

People having food lockers are 
the best freezer prospects, says Mr. 
Todd, because they recognize the 
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Above — Man- 
ager Todd talks 
quality as he 
shows a farmer 
a new range. 


Right—A sweep- 
er rental pros- 
pect gets the op- 
erating story 


from Bill Todd. 


Below — Front- 
of-store appli- 
ance and TV dis- 
play attracts 
many window 
shoppers and 
passing motorists. 








advantages of keeping large quan- 
tities of food under refrigeration. 
Many of the department’s freezer 
customers buy them to supplement 
their freezer lockers. 

In its TV merchandising activi- 
ties the firm finds that 21-inch 
screen sets are its current best 
sellers. 

Five-day trial home demonstra- 
tions play a key role in selling a 
video set to a farmer. Eighty per 
cent of the rural prospects agree- 
ing to a free trial will eventually 
buy sets. 

Mr. Todd says, “We always make 
sure sets installed for a free trial 
will provide the best reception pos- 
sible in this area. We use a strip 
antenna comprising a two-lead wall 
wire tacked to the outside of the 
house. The set is always shifted to 
various places in the room to de- 
termine where the best signal is 
received.” 

The firm believes in service for 
everything it sells. Mr. Todd makes 
all minor adjustments on television 
sets, ranges and refrigerators. In- 
stallations and complicated repair 
work are handled by a local spe- 
cialty concern with a small but ef- 
ficient staff of trained men. 

When a range is sold, Mr. Todd 
makes a follow-up call to inspect 
connections and to instruct the 
housewife in the use of controls. 
These visits also afford a fine op- 
portunity to obtain the names of 
friends and relatives of the buyer 
who might be interested in a home 
appliance. 

One thing the appliance sales- 
man has learned after installing 
several ranges is the importance 
of suggesting to the housewife that 
she remove the well cooker pail un- 
til she becomes familiar with con- 
trols. Several customers burned 
out the bottom of the pails by turn- 
ing on the wrong switches. 

Customer-service doesn’t mean 
merely repairing appliances to Mr. 
Todd. Prompt, courteous attention 
to all manner of requests and prob- 
lems are part and parcel of his 
sales formula. 

As a constant reminder of the 
importance of service, Bill Todd 
has an old door handle from a 
range on the wall in back of his 
desk. It reminds him of a profit- 
able series of sales. 

A customer had bought a range 
from another store, whose manage- 
ment refused to get him a replace- 
ment for a defective handle. Bill 
Todd was visited by the irate cus- 
tomer and went to the trouble of 
quickly getting him a new handle 
for the range. 
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The moral pointed up by the old 
handle is that the customer has 
since bought $2,500 worth of mer- 
chandise from Spicer’s appliance 
and hardware departments. 

Richard Spicer and the appli- 
ance manager both regard consist- 
ent newspaper advertising as a fun- 
damental point in selling. Neither 
believes in specials or trick adver- 
tising. 

Display ads, from four columns 
x 8 in. to quarter-page layouts, are 
utilized to spotlight appliances. 
Appearing every week, the ads are 
made up primarily of manufactur- 
ers’ mats, since the appliance man- 
ager feels that the specialists who 
designed the mats do a thoroughly 
expert job. 

Classified advertising plays an 


important role in selling. Three or 
four weekly classified insertions 
(costing from 35¢ to 60¢) pay off 
in sales results. 

One classified ad is used every 
week to promote the firm’s sweeper 
rental plan. Four or five sweepers 
—in good condition—are kept in 
stock and rented for $1 daily. This 
is a popular feature especially with 
young married couples on slim 
budgets. 

A sweeper rental is frequently 
the stepping stone to the sale of a 
new sweeper. It is a practice of 
the store to rent only late-model 
sweepers with high sales appeal. 

Classified ads are also utilized to 
feature attractive trade-in specials, 
such as a late-model refrigerator 
at a low mark-up. 





Early Display Sells 


By the time the season for using 
fireplace equipment has arrived in 
its area, the Imperial Hardware Co. 
branch at 227 E. Compton Blvd. in 
Compton, Calif., has sold 30 pct of 
its stocks. Using the principle of 
pre-season or advance selling, W. H. 
Frobes, manager of the unit, built 
his display of screens, andirons and 
other fireplace accessories on July 
15 in 1952. 

This early-display idea helped the 
store to sell 30 pct of its stocks of 
this equipment on an immediate de- 
livery or Lay-away basis. Some of 
the Lay-away sales were for Christ- 
mas present purchases. 


Fireplace Goods 


Mr. Frobes used a simple, high- 
shelf rack 31-ft long to show a 
variety of andirons and other fire- 
place items. The rack separated 
the appliance and general hardware 
departments. The long shelf— 
above the screen displays—was used 
to show a variety of gift goods 
which were largely of a decorative 
nature. 

In the earlier summer days the 
store displayed electric fans directly 
above the fireplace screen display 
section. 

Early in the fall Mr. Frobes used 
the shelf area for showing a variety 
of other brass goods. 





Impressive line-up of fireplace goods installed in mid-summer to 
pave the way for early sales. 
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Building a $12,000 


Power Tool Volume... 


Today, power tools for hobby 
workshop enthusiasts are a $12,- 
000-a-year volume line for the 
Dixie Hardware Co., Inc., in Crow- 
ley, La. And once they were not 
selling, for nobody paid any atten- 
tion to them—neither the custo- 
mers nor the sales people. 

But it took only a simple proma- 
tion plan for Guy Gardiner, man- 
ager, to correct this situation. By 
following a few ideas of his own, he 
raised the volume of power tools 
to the current $12,000 annually; 
and sales are continuing to climb. 

The first step was to completely 
re-locate and re-arrange power 
tools and homecraft items. Previ- 
ously, they had been shown in a 
dead corner where there was little 
store traffic, although they were ar- 
ranged as a department. 


Items Not Concentrated 


Now, instead of displaying the 
items together in a special section, 
the store deliberately scatters ma- 
jor tool items all over the selling 
floor. 

A lathe is in one area, a power 
saw in another, and a drill else- 
where, but all are displayed in live 
traffic areas where many customers 
see them daily, regardless of what 
brought them into the store. 

This method of display is cred- 
ited with selling a lot of tools to 
women, as gifts for their husbands, 
brothers, or fathers. They visit 
the store to buy something else, 
can’t help but see the tools, and 
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Sales Follow-Up 





Was a simple matter of placing individual items 
in live traffic spots on the sales floor, and 


running a small, but consistent ad program 


respond to the silent gift sugges- 
tions. 

The second step was to start a 
consistent advertising campaign; 
not with large or spectacular ad- 
vertisements, but with brief, illus- 
trated copy that kept reminding 
readers that the Dixie Hardware 
sold power tools. 

The re-location of power tool 
stock, and the advertising, were 
primarily designed to make a one- 
unit sale. No particular effort was 


made to sell a complete homework- 
shop outfit in one sale. 

“We wanted to sell a customer 
one major unit,” Mr. Gardiner ex- 
plains “and then using that as a 
start, we felt we subsequently could 
step up the first sale many times by 
follow-up with suggestions for ad- 
ditional or accessory tools.” 

Making that initial sale and the 
follow-up constitutes the third and 
most important step in expanding 

(Continued on page 94) 





Guy Gardiner talks power tools with a prospect. 








Toy Display Ideas 





02-WEEK TOYLAND 
Changes to Meet 
Neasonal Needs 





Second-floor toy display pulls traffic and 
makes profits every week of the year at 
Indiana store. Staff-built fixtures 

place emphasis on merchandise visibility 











Mrs. Thelma Dunn, manager of Toyland, at the controls of the permanent 
electric train display built by the store's staff. 
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Easily damaged items get high location on this unit. In the right 
foreground is the department's rustic display for western goods. 


Wel.-informed parents _ realize 
that children need toys every day 
of the year. They know, too, that 
new items must be bought from 
time to time as a youngster grows 
and progresses in school. 

The management of Flanegin 
Hardware in Logansport, Ind., a 
city of 25,000, recognizes and capi- 
talizes on this need with a 12-month 
toy department. 

Flanegin’s permanent toy depart- 
ment occupies second floor space, in 
what was until a few years ago an 
unproductive area. Most of the dis- 
play fixtures are moved to different 
locations several times a year. This 
policy helps make the department 
ever interesting to both old and new 
customers. 

Second-floor displays are supple- 
mented with a year ’round first- 
floor display on a unit that is moved 
to various locations during the 
year. It serves as a constant re- 
minder to all customers that the 
firm has a complete toy section on 
its second floor. 

Says R. G. Lanning, manager of 
the store, “Our Toyland has 
brought many of the sales plusses 
all retailers seek. It increases store 
traffic at the Christmas season when 
we are displaying a maximum stock 
of gift merchandise. It pulls this 
traffic through the entire store and 
upstairs to Toyland, at Christmas 
as well as in other seasons.” 

Flanegin’s Toyland is managed 
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by Mrs. Theima Dunn, who begins 
working on a part-time basis late 
in the summer, when stocks of new 
toys begin to come in for the 
Christmas season. She has things 
ready for an opening sale about 
Oct. 1. Mrs. Dunn says, “The time 
to hold the much-advertised toy 
sale is at the beginning of the new 
season, featuring last year’s carry- 
overs. Running a close-out sale just 
before Christmas is a_ sure-fire 
killer of good will. Your last-minute 
Christmas shopper is not thinking 
of bargains as much as he is seek- 
ing good lines that he has not prev- 
ously found time to study.” 


Fixture Built By Staff 


All toy display fixtures at Flane- 
gin’s were created by the staff. They 
were designed and built to fit the 
room in a way to maintain eye- 
pleasing proportions. Most of them 
are easily moved and all are de- 
signed to emphasize merchandise 
rather than to present fancy back- 
grounds and props, which might at- 
tract more attention than toys. 

These display units show toys so 
that they are easily reached by 
youngsters and adults. Sturdy, 
safe, vertical display racks and 
sloped shelving accomplish these 
aims. 

One of the most prominent dis- 
plays in the toy department is a long 
table on which are shown small 
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Compact velocipede display 
suspends them by the seat 
posts. Adults may easily re- 
move the units but most 
youngsters cannot do so. 


items in a wide variety. Its flat top 
is 18 in. above the floor. Two feet 
above the flat surface is a sloping 
shelf. The long flat surface is usu- 
ally well filled with merchandise. 
Even toward the end of the Yule- 
tide season this unit is filled, dupli- 
cates being used if necessary. 

As Mrs. Dunn says of the long 
table, “Almost anything will fit on 
it. When full it will accommodate 
more merchandise than four island 
units. Even when empty it still 
presents a good appearance. 

Just above the long table is a 
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Pedal cars get full year showing in these home-made racks. Sleds 
are also shown in the same area during the colder months. 


lengthy shelf on which are shown 
space-taking doll houses. An at- 
tractive effect is attained in the 
high-ceilinged room by having these 
items at a good height. The shelf 
is a pair of 2x2’s set 12 in. apart. 
Usually no base is required for this 
unit. Window glass is placed on 
the crosspieces when necessary. 

Steel trucks are shown together 
with road-building units and other 
sturdy wheel toys on 4x4 in. Peg- 
Board supported on four legs of 1% 
in. pipe. Thin wall-board shelving 
is used to hold the wheel toys. Some 
of the larger steel toys are sup- 
ported on stove bolts with two nuts 
on each. 

Another unusual display occu- 
pying a 4-ft sq. floor area is used to 
show 12 velocipedes. It is con- 
structed of four 2x4’s, 6 ft long and 
fastened together. Three veloci- 
pedes are hung on each post on 
brackets commonly used for dis- 
playing rakes. The seat-post of 
each velocipede is hung between 
the two fingers of the bracket, 
which is set at about a 20 deg. 
angle. 

Dolls and stuffed toys are on a 
former light bulb rack. Ribbons are 
looped around the necks of dolls and 
animals and are suspended from 
“S” hooks attached to the rack. 
Sufficient stock is always shown on 
this rack to practically hide the 
supporting unit to better empha- 
sis the merchandise. 

For the cowboy fan, a gun and 
holster rack made of several cedar 
posts attracts daily attention. Hol- 
ster sets, rifles and side-arms are 
slung over this cedar post unit in a 
casual fashion. This portable dis- 
play unit is sometimes used to sep- 
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arate the toy section from the sec- 
ond floor major appliafice section. 
As Christmas approaches and toy 
stocks begin to dwindle, the rustic 
display unit is moved toward the 
front of the toy department. Last 
vear—a few days prior to Christ- 
mas—the ranch display helped to 
make many a sale when other dis- 


plays were showing rather limited 
stocks. 

Electric and wind-up trains are 
shown on a permanent unit against 
one wall. Wide, circular slopes make 
the track double over itself in a 
manner to produce some close calls 
at some of the crossings. This 
serves to attract considerable at- 
tention and excitement. Slopes are 
gradual enough to be made by the 
wind-up trains. 

Plenty of automatic switches are 
used, and although rather expen- 
sive, they always impress the train 
fan, who likes to add to his equip- 
ment from time-to-time. The train 
display is set high to discourage 
youngsters from handling and in- 
terfering with the sets. 

The electric train display is one 
of the few parts of the Toyland sec- 
tion that is kept at the same location 
throughout the year. 

The management of the Flanegin 
store finds its Toyland a year ’round 
traffic puller, and makes every effort 
to keep the section in such order 
that it suggests full stocks at all 
times. Late in February—for ex- 
ample—particular emphasis is given 
to outdoor playground equipment. 





Features Home Cleaning Needs 


How do you display household 
cleaning goods? 

Strachota-Behnke Hardware in 
Elm Grove, Wis., shows them but 
6 ft. from the wrapping table as a 
builder of impulse sales. The de- 
partment’s good location is en- 
hanced by use of a spotlight located 


where it shines on the wrapping 
table and the household goods dis- 
play. 

The six-level display unit stands 
5 ft. high and is 8 ft. long and 4 ft. 
wide. The lower shelf is of the 
raised platform type and has round- 
ed edges. 





There's ample room for people to look at this display from most angles. 
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Store's schoolroom for flower making classes. Mrs. Lillian Diss, 
instructress and one of the company owners, at the blackboard. 


Sales Promotion 





Artificial Flower Classes 
Triple Feminine Traffic 


A California store created good will with free classes 


in artificial flower making. Participants in course 


.return to store for materials and buy other items on 
impulse. Store sales have had a 30 pet rise as result 


How would you go about attract- 

ing more feminine traffic in your 
store? 
_ Owners of the Standard Stores 
in Compton, Calif., pondered this 
problem—and then came up with 
an answer. Free courses in artifi- 
cial flower making were the solu- 
tion. Flowers are made of wood 
fibre and other materials sold by 
the store. 

And the idea clicked to such an 
extent that feminine traffic in the 
store has shown a 300 pct increase. 
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More important—store sales have 
shown a 30 pct rise. 

The flower making classes were 
decided upon after a new and large 
sized department store and other 
nearby competition began to make 
inroads upon the firm’s sales 
volume. 

Mrs. Lillian Diss, senior partner 
in the firm, and mother of W. F. 
Diss, manager and co-owner of the 
company, noted the interest created 
by an artificial flower making 
course offered on a commercial ba- 


sis in Compton. Mrs. Diss took the 
course, as did one of the sales girls 
from Standard Stores. The two 
women quickly and easily completed 
the course. Their experience and 
interest in the course lead to Stand- 
ard’s follow-through on the idea. 
Last July Standard started the 
first of its series of flower making 
courses. Classes have been offered 
by the firm ever since—at no cost 
to students registering. 
Profits from the _ school 
(Continued on page 80) 


come 
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The New Employee 












Why should a young man take a job in a hard- 
ware store? After he's been hired, what can you do 
to keep him interested? You'll find helpful sugges- 
tions for handling these and other problems of the 
new employee in this article. 



































—Which job will he take? 


Selling, like a neglected unused 
garden tool, can become rusty and 
dull. 

Selling in the average retail store 
during the past decade has been 
relatively easy, and strong, aggres- 
sive salesmanship has become a lost 
art. 

For several years during World 
War II young men were not around 
to enter the field of salesmanship. 





The subjects covered in this series 
of articles on sales training are de- 
signed to form the basis of a discus- 
sion at one of your store meetings. 
Use these articles to start a discus- 
sion of how your salespeople can 
improve their selling techniques. 
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With another half-war in prog- 
ress, More young men have been 
called to the armed services, and 
tens of thousands of others have 
been attracted to the factories 
turning out war materiel, or to 
other fields where wages are more 
attractive than those offered by re- 
tail stores. 

In order to gain the services of 
alert, competent, pleasant and in- 
telligent young people, the hardware 
dealer should be able to show that 
working in a hardware store can 
be an attractive way of life, with 
adequate compensations. 

A hardware dealer who offers a 
young man $45 or $50 a week to 
work in his store is apt to be told 


that the applicant can earn $65 at 
a nearby defense factory. 

In a case like this the dealer prob- 
ably won’t ask him why he doesn’t 
take the factory job, but there must 
be good reasons, such as job avail- 
ability at the moment, age, health, 
lack of the proper skills, etc. 

Instead, the dealer, if the job ap- 
plicant appears to be a likely pros 
pect, should try to interest the man 
in some of these ways: 


How to Interest Him 


(1) The applicant might be told 
that if he does a good job he is as- 
sured of steady year-’round pay in 
a company whose business is likely 
to be more consistent than that of 
a defense factory where employ- 
ment may be dependent on future 
orders. 

(2) The man should be told about 
the advantages of being part of a 
small group in which his sugges- 
tions will be considered and his 
problems understood. He should be 
told that he will be needed as one 
more brain to help the organization, 
and that he will not be just a pair 
of hands tending a machine. 

(3) The applicant should be told 
that his advancement will depend 
on his own initiative; not on the 
prospect of a general pay boost to 
all workers, so often geared to the 
productivity of the weakest produc 
ers. 

(4) It should be explained that 
his work will offer infinite variety 
and will involve many factors of 
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And here are five more good reasons why your 
best brush sellers have Du Pont nylon bristles : 


LONG, FINE TIPS. Each properly sanded fila- 
ment of Du Pont nylon has a long, thin, slightly 
curled tip that means excellent paint pick-up 
and flow. 


SMOOTH PAINTING. Nylon bristles won't cut 
through paint film. They flow the paint uniformly 
. .. lay down a smooth, even coat. 


EASY TO CLEAN. Nylon brushes are easily 
cleaned with any commercial cleaner. 





BRISTLES WON'T BREAK OFF. Nylon is tough 
and durable. Bristles won't break off to mar work. 


LONG-LASTING. Nylon outlasts other type bris- 
tles 3 to 5 times. And nylon resists moths, vermin 
and fungi. 
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Emphasize this point when you sell... 


Brushes with Du Pont Nylon 
are right for all paints 


Bristles 






Whatever your customers’ painting jobs, you can rec- 
ommend brushes with Du Pont nylon bristles with 
confidence! That’s because nylon is ideal for all paints 
—including caseins and the new rubber-base paints. 
So emphasize this point. See how it pays off in extra 
brush volume. And remember: nylon-bristled brushes 
are made in all types and sizes by leading brush manu- 
facturers. Always have a full stock on hand. 





Point out the name 











DU PONT NYLON BRISTLES 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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salesmanship, different merchandis- 
ing problems and duties, and the 
handling of customers of many 
types. The salesman has a chance 
to develop himself, and he is not tied 
to a job whose most important char- 
acteristic is repetition. 

(5) Finally, he should be told 
that after learning his job there is 
a good chance for promotion within 
the store’s organization. Also that 
with the knowledge and experience 
which he gains he will be qualified 
to operate a store of his own some 
day. 


(1) A friend of an employee. 
People like to do favors for their 
friends but they usually do not like 
to recommend them for jobs in their 
own company unless they think they 
will do a satisfactory job. Other- 
wise, their friend’s failure will re- 
flect on them. An employee can usu- 
ally be counted upon to be helpful 
in teaching his friend how to do his 
job properly. 

(2) The local high school. Take 
a young man for the summer vaca- 
tion, or after school hours, to do 
stock work, help in the shipping de- 





Sit down with the new employee and answer 
some of his questions. 


Morale is an important thing for 
a sales staff to have. Morale is a 
difficult word to define because it in- 
volves so many possible factors. 

Morale is purely emotional in that 
it has to do with how a person feels 
about his job, his employer, his 
working hours and his pay. It in- 
cludes all these things and many 
more matters which may develop 
into gripes if the employee is not 
satisfied, but which may be over- 
looked if he enjoys his job and feels 
that he is being treated fairly. 

Morale cannot be bought, ordered, 
reasoned or even cajoled into exist- 
ence. It can only be created by in- 
troducing into a store organization 
those certain conditions favorable 
to its development. The creation of 
morale must start with the new em- 
ployee from the moment he first en- 
ters your store. 

But where do we look for new 
employees ? 

Here’s a list of five possible 
sources: 
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partment, or run the delivery truck, 
and you will have an _ excellent 
chance to evaluate him for a perma- 
nent position later on. 
(3) Check your Chamber of Com- 
merce, banks, or fellow merchants. 
(4) Run a classified ad in the 
newspaper. Do not overlook older 
men. They usually have more stabil- 
ity, they like to serve customers, 
and often have a more natural sales 
personality. Remember that an older 
man may have retired from a ma- 
chine job, or a trade, and have a 
familiarity with tools which will be 
helpful in selling them to customers. 
(5) Check your local credit bu- 
reau, not for new personnel, but to 
check on the character of job appli- 
cants. The credit bureau can give 
you a wealth of information about 
indebtedness, trustworthiness, pre- 
vious work record, marriage status, 
home ownership and social habits. 
The first few days that a new em- 
ployee is on the job are probably the 
most important ones and may make 


or break a new man. During these 
first few days, any words of en- 
couragement the store owner gives 
will go far towards building the 
loyalty that is so necessary for the 
success of a _ store. Conversely, 
thoughtless words of criticism may 
not be forgotten for weeks, or even 
months. 

When a store owner hires a new 
employee he should stop and think 
back to the time when he started 
on his own first job. 

Do you remember when you were 
obsessed with doubts and fears of 
ever learning the work? Remember 
how you wanted to quit at the end 
of the first week and only stayed on 
because of stubborn pride or be- 
cause you had to have the money? 
Then how, after two or three weeks, 
an understanding of the job came 
suddenly, washing away all your 
doubts and fears? 

If you’ve been fortunate enough 
to find yourself a promising em- 
ployee here’s a good procedure to 
follow: 


A Good Procedure 


(1) Greet him pleasantly and in 
your first conversation do your best 
to assure him that you have conm- 
plete confidence in him; that you’re 
sure that he is the right man for 
the job. 

(2) Show him where to hang his 
clothes, the washroom, explain the 
cash register, the working hours, 
tell him about his wages and find 
out if he needs an advance until his 
first pay day. 

(3) Start his training under just 
one experienced man if possible. 
Give him jobs which will familiarize 
him with the stock. Explain that a 
hardware store stock is very exten- 
sive but that “a man with your in- 
telligence can learn it in a short 
while.” Tell him to ask questions 
freely. 

(4) During the first week or two, 
follow up with frequent words of 
encouragement. At the end of the 
first week sit down alone with the 
new employee. Tell him about those 
parts of his work in which he is 
doing particularly well, and offer 
suggestions for improvement in 
those parts where it is needed. 
Learn if there’s one particular line 
that he would enjoy selling or if 
there’s something in which he’d 
like to have further training. 

Remember that the end of the 
first week is a particularly critical 
moment. The employee may be in 
doubt as to whether to continue. 
You, on the other hand, have al- 


HARDWARE AGE, APRIL 2, 1953 














AMERI¢ 
Noble & 


Please 

In Car 

Twine 
Name. 
Compa 


| 

| 

| 

| 

| 

| 

| Addres 
, Ce... 
x 





ring these 
‘ds of en- 
wner gives 
ilding the 
ry for the 
sonversely, 
icism may 
<S, Or even 


ires a new 
and think 
he started 


1 yOu were 
d fears of 
Remember 
at the end 
stayed on 
ide or be- 
1e money? 
iree weeks, 
_ job came 
r all your 


ite enough 
ising em- 
ocedure to 


ire 


tly and in 
» your best 
have com- 
hat you’re 
t man for 


o hang his 
xplain the 
ing hours, 
s and find 
e until his 


under just 
F possible. 
familiarize 
lain that a 
ery exten- 
h your in- 
n a short 

questions 


eek or two, 
words of 
ond of the 
2 with the 
bout those 
hich he is 
and offer 
rement in 
is needed. 
icular line 
ling or if 
hich he’d 
ning. 

nd of the 
rly critical 
may be in 
continue. 
have al- 


IL 2, 1953 








ANOTHER BIG “AMERICAN” IMPROVEMENT 


















IN CORDAGE MERCHANDISING ¢ 4 
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First it was Hand 


Y Coils. This tremen- 
dously successful 


counter display pack. 
age of 100 foot coils has increased the 
sales of small diameter ropes for jobbers 
and dealers coast to Coast. 
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Six sizes of “American Brand” Rope are now available. 
packed in individual cartons. These sturdy, atttactive con. 
tainers provide greater Protection for the rope and keep it 
clean until used. The cartons are easier to handle, easier to stock, 
and they give the rope more sales appeal. There are no inner 
lashings to be cut. The rope can be withdrawn without removing 


the coil from the carton and it always uncoils properly—no 
kinking. 
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AMERICAN ce rtig en nap tml 
Noble & West Sts., Brooklyn 22, N.Y. 









6 Sizes—10 Put-ups In Individual Cartons 
1/4" 5/16" 3/8" 1/2" dia. in 600 and 1200 foot coils 
5/8" 3/4" dia. in 600 foot coils only 
Rope in Cartons, plus Handy Coils, plus Hand 
a completely modern cordage merchandising 


Please send information about 0 me. | 
In Cartons [] Handy Coils (J) Handy | 








Twines. 






y Twines, give you 
program. 







Company.......seeeeeeceeerererccecers ! _— MANUFACTURING COMPANY, Brooklyn 22, N. Y. 


ical Yarns 
sagas Twine - Oakum + Packing + Carpet and Electrica 
NR. cc cckcawetonedereevesees emg cing « 


i ia, Pa. 
Ise Louis Cordage Mills, St. Louis 4, Mo. - Delaware River Jute Mills, Philadelph 


+ SAN FRANCISCO 
CES: BOSTON + CHICAGO + HOUSTON + NEW ORLEANS 
SALES OFFI : 
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*3-LEG”’ 


Masons’ and Plasterers’ Tools 


Made by: Brades and Nash Tyzack 


Industries, Ltd., Sheffield, England 





Tuck Pointing 
Trowel 






These trowels will stand out when com- 
pared with any brand. Finest English 
steel, blade and tang are forged from 
one piece of steel, blades are spring 
tempered and perfectly balanced. And 
the price . . . good! 


Ask your jobber for these fine ‘’3-Leg’”’ 


U.S.A. SALES OFFICE 


JOHN H. GRAHAM & CO. INC. 


105 DUANE ST NEW YORK 8, N. Y 
Send for Catalog 102 
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ready invested considerable time 
and money in his training, and have 
had very little in return. 

To prevent an “exit interview” 
you should encourage the employee 
and interest him in the seasonal 
merchandise to be sold in the com- 
ing weeks. 

The average store owner thinks 
he is paying his emplyees too much 
for the work they do. The average 
employee thinks he is underpaid. 
This barrfer of difference usually 
exists because owners and em- 
ployees do not sit down together for 
a mutual understanding of their 
problems. Employees must make 
sufficient money to support their 
families without hardship. If they 
do not, they will either do unsatis- 
factory work or leave. 

On the other hand, you should 
point out to your employees that 
their pay and potential increases 
are directly related to the profits 
from their sales efforts. 

Employees should never be told, 


“You have reached the top of the 
ladder. We cannot pay you any more 
because your job will never justify 
ang 

Employees should never be told 
this, because such a situation should 
never exist. There is no store in 
which there is no possibility of in- 
creasing sales. 

Your sales personnel, through 
outside contacts—the telephone, the 
mailing list, personal friends, their 
organizations, etc.—should always 
be bringing more people into your 
store. Some way should be found 
to compensate employees for these 
extra efforts. 

If you fail to show your apprecia- 
tion of satisfactory work by giving 
an employee a little encouragement, 
you had better watch out, or you'll 
have to start all over and train a 
new man. 


The second chapter in this series, 
entitled, “The Secret of Successful 
Selling,” will appear in the next issue. 





Artificial Flower Classes 


(Continued from page 75) 


from the sale of materials in the 
store. Wire baskets—in different 
shades, decorative green leaves, 
colored ribbons, flora tape, extra 
flower petals, work paste and paints 
are among the items bought by 
women taking the courses. In ad- 
dition to the materials, students 
buy dull and fancy pottery in which 
to place their flower creations. 
The firm’s inventory of mate- 
rials for making the flowers now 
totals about $2,500. Says Mr. Diss, 
“Shortly before every holiday or 
other festive occasion the interest 
in making artificial flower arrange- 


ments reaches a high point. Last 
December we were selling up to 
$200 worth of materials a day, al- 
though the average at other times 
has been about $25 per day or 
$1,200 a month. Although I have 
no figures as to increased house- 
wares and hardware sales, we have 
noticed that five pupils who took 
our courses have brought their 
husbands into the store to make 
large purchases of linoleum and 
metal border from us.” 

Some of the women who took 
lessons in making artifical flowers 
are now turning them out to their 





Posters in display windows call attention to free classes 
in flower making and arrangement. 
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own personal profit. And they are 
purchasing materials from Stand- 
ard. 

3efore its entry into the train- 
ing school plan the firm created a 
schoolroom—25x30 ft—behind a 
partition previously used for other 
purposes. Two work tables were 
installed and 20 chairs added with 
a blackboard for chalk instructions. 
Pink mimeographed sheets were 
distributed to tell customers about 
the classes. From the time of the 
first announcement, demand for the 
free courses has been heavy. 

Mrs. Diss began the school with 
classes from 10 to 12 each morn- 
ing, Monday through Friday. Later, 
Tuesday and Thursday evening ses- 
sions were added. Many women 
who completed all of the classes of- 
fered by the company requested 
that their teen-age daughters have 
the same opportunity. Special 
classes on Saturday mornings and 
afternons were then established 
for the young women. Morning 
classes, from 10 to 12, are for ad- 
vanced groups. Beginners meet 
from 1 to 3 p.m. 

The good will built by the con- 
tinuing series of classes has 
brought about a great increase in 
the sale of all lines of interest to 
women. Store traffic is better and 
impulse sales are higher. 


6 Profit Pointers 


(Continued from page 57) 


owners, camp operators, summer 
home owners, resort operators, re- 
freshment stands, gas stations and 
garages and country stores. 

Remember that the sale of the 
running water idea is—for the ag- 
gressive hardware dealer—just the 
beginning of a cycle of sales 
amounting to hundreds of dollars 
in other wares and services he of- 
fers. It leads to complete kitchen 
modernization, installation of a 
modern bathroom, purchase of 
home laundry equipment and often 
to painting and decorating mate- 
rials sales. 

It is conservatively estimated 
that the average home owner in- 
stalling a water system for the first 
time is a good prospect for sales 
totaling at least six times the price 
of the unit itself. This is a big mar- 
ket for you to seek. 

In pages 55 to 67 HARDWARE 
AGE offers practical ideas on how 
the aggressive hardware dealer can 
sell more electric water systems and 
increase his profits. 
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Exclusive patented interlocking 
reel arrangement. Sell 100 feet, 
200 feet, or 300 feet as a single 
unit or pull off any cut length— 
without kinking. 


ig A i he i Fl t,t, 


IF YOU HANDLE THE 


WATERBURY 


ROPE RETAILER! 


Why get all tangled up with pulling loose rope 
from a coil when the Waterbury Rope Retailer 
eliminates your struggle? The patented reel ar- 
rangement invites the customers to buy a reel ata 
time. If he wants cut lengths, you simply unreel 
the required amount. Since the reels turn, the rope 
comes off straight, without the kinks you may get 
when rope is pulled from the center of a coil. 


Not only does the Rope Retailer save labor, it 
saves space, (it's only 26” x 19’) and increases 
sales (the rope is out where your customers can see 
it). It's a complete rope department containing all 
six popular sizes of top quality “Blue Marker’ 
rope — 1/4", 3/16", 3/8", 1/2", 5/8", 3/4". 

ye POL bee ee 


iA Sales Agent: JOHN H. GRAHAM & CO. INC., 105 DUANE STREET, NEW YORK 8, N.Y. 
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Atomic Blast Blows Hardware Off Doors 
Of House 1'/2 Miles from Explosion 





This is what happened to House No. 1, about 34-mile from the point of explosion, 
approximately 2 seconds after the blast went off. The heat blast has already set fire 
to the siding; the shock blast was hitting jyst as this photo was taken. Note the bowing 


by Tom C. Campbell 


This on-the-spot report of the ef- 
fects of the recent atom bomb ex- 
plosion was written by Tom C. 
Campbell, editor of THE IRON AGE, 
who represented Chilton Co. pub- 
lications at the test. Chilton Co. 
publishes The Iron Age, Hardware 
Age and other leading business 
magazines. 


Atom Bomb Site, Nev.—The ter- 
rific destructive effect of the atom 
bomb was vividly demonstrated 
here in the recent test in which a 
house, located about 114 miles from 
the point of the blast, had the doors 
and door hardware blown off, 2x8 
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of roof. 


joists broken and glass and window 
sashes blown in. 

Another test house, 34 miles from 
the blast was demolished. At the 
time of writing this report, the 
radiation at this house was too high 
to permit detailed examination. 

To those of us who witnessed this 
test, the effects of the “atomic de- 
vice explosion” contained sober 
thoughts for all America. 


House Is Demolished 


House No. 1, an average two- 
story frame dwelling, located 3500 
ft from the point of explosion 
(point zero) was completely de- 
molished. The explosion took place 
on top of a 300-ft tower. 


The second house, located 7500 ft 
from the explosion, sustained 
enough damage to cause it to be 
unsafe. 

Some civilian defense officials 
had expected little or no damage to 
house No. 2, so the experiment was 
a success as far as providing data 
on structures close to atomic blasts. 

Damage to the two-story frame 
cinder block foundation house No. 
2 included: 95 pct of glass and win- 
dow sashes blown into house; 75 
pet of floor joists broken at mid- 
point (2x8 in. joists); five place 
joists pulled away; similar dam- 
age under dining room and kitchen 
floor; 10 pct of plaster fell; cracks 
from movement of house on foun- 
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THE DAYTON PUMP & 
MANUFACTURING COMPANY 


Dayton 1, Ohio 


HARDWARE AGE, APRIL 2, 1953 


“AXIAL-FLO 


(SINGLE OR MULTI-STAGE) 


New Rapidayton “Axial-Flow” Pumps 
are real wonder-workers. They do a bet- 
ter job whether water supply needs are 
normal or exceptional. They’ll deliver 
up to 3270 gallons of water per hour— 
develop more pressure—do up to 20% 
more work with the same horsepower. 


“Axial-Flow” makes the big differ- 
ence, and it’s the first major im- 
provement in centrifugal pumps of this 
class in 50 years. Water flows smoothly 
through scientifically designed impel- 
lers and diffusers. Impellers are dy- 
namically balanced—pump cases and 
diffusers are “precision-formed” instead 
of cast to reduce friction. “Sustained 
performance” is built into each pump 
because all internal parts are made of 


brass and stainless steel and cannot 
corrode. This means peak performance 
year after year. 

The new Rapidayton “Axial-Flow” 
is available with 1, 2 or 3 stages and 
one or two-pipe jet assemblies for deep 
wells and with 2 or 3 stages for shallow 
wells. Deep well models .available 
from 1% to 2 H.P., shallow well from 
14 to 2 H.P. The more stages in a pump 
—the more work it will do. New fea- 
tures include cartridge-type seals that 
can be replaced in minutes, and an 
adaptable flange that speeds connection 
of pump to well pipes. 

You’ll get the complete details on the 
wonder-working “Axial-Flow” Pump 
by sending in the coupon below. 





THE DAYTON PUMP & MANUFACTURING COMPANY, Dayton 1, Ohio 
Please send me the items checked below: 
[_]‘New Way to Work Wonders’’—General information on the new Rapidayton ‘‘Axial-Flow’’ Pumps. 


i Catalog-Bulletin—Complete specifications and prices on ‘*Axial-Flow'’ Pumps. 


HA-453 





NAME 





FIRM NAME 





ADDRESS 


ZONE STATE 





cITY 
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Atomic Blast— 


Sashes are blown in, 2x8 joists broken. House 
¥% miles from explosion is demolished 


dation, floors littered with broken 
glass, broken furniture, twisted 
venetian (steel) blinds; doors and 
door hardware blown off on second 
floor of house; roof (shingle) 
dished with some rafters broken: 
basement in fairly good shane with 
only one quarter the radiation found 
on first and second floor; lean-to 
shelter okay and unblocked; stee' 
columns supporting center hall and 
stair well undamaged; basement 
door blown off; structural girder 
undamaged; stairs okay but stair 
rail down. 


Casualties Likely 


From question and answer peri- 
ods the following conclusions could 
be reasonably drawn: 

Had dummies been people there 
would have been serious casualties 
on first and second floor. Pressure, 
flying glass and furniture, and 
radiation would have done their 
dirty work. 

This blast, with an effect of 15,- 
000 tons of TNT, caused this aver- 
age home, 114 miles from the ex- 
plosion, to become uninhabitable ex- 
cept in the basement and to become 
totally unsafe except for rescuers 
with special training. 


Fire from Utilities 


Had there been public utilities 
and plumbing, more serious damage 
would have been discernible with 
probability of fire from short cir- 
cuits. If curtains or drapes had 
been in house, fire would have pos- 
sibly developed. No effect was no- 
ticed on silk, cotton and wool clothes 
on dummies, but dummies on first 
and second floor were tossed around. 

All data on effect of the atomic 
explosion on structural design and 
material will be studied and declas- 
sified later for the benefit of engi- 
neers, builders, contractors and 
manufacturers. 

Fifty-nine automobiles (includ- 
ing two mail trucks) were also 
planted close to and also remote 
from the point of explosion. 

Here is a preliminary appraisal, 
subject to modification at a later 
date when official information be- 
comes available: Not as much fire 
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Test house No. 2, located about 11/5 miles from the blast, looked like 
this seconds after the explosion. 


damage to the cars as expected. 
Some fires on cars located from 
Point Zero to % mile. Cars turned 
over and knocked about up to %4 
mile from the point of the explo- 
sion. 

Cars located between 1% miles 
and 2 miles from blast, with win- 
dows closed, suffered dished tops, 
enough in one case to dent head of 
dummy. No damage to instruments, 
upholstery; no flat tires; no failure 
of cars to start after proper start- 
ing procedure; cars within 1% 
miles to 2 miles area from Ground 
Zero with windows up showed no 
dished tops. 


Windows Left Open 


Based on question and answer pe- 
riod the following preliminary con- 
clusions can be drawn: 

Autos not too close to the explo- 
sion are safe if windows are left 
slightly open to equalize pressure 
and if a person lies down on floor. 
Radioactivity would be a hazard, 
but bodily injury would be much 
less a hazard compared to being 
outside of car. 

Cars 11% mile and farther from 
point of explosion, in a small blast, 
suffer practically no damage at all. 


All dummies were in same place as 
before blast. 

Cars closer than 34 mile would 
be tossed about and would face fire 
damage and possible disintegra- 
tion. Cars broadside to blast and 
close to the Ground Zero seemed 
damaged the most. Mail truck %4 
mile from blast center was over on 
its side. Mail truck 11% mile from 
blast was okay. 


Autos Good Shelters 


Power for raising and lowering 
windows could be given study be- 
cause in event of attack action 
would have to be taken quickly. 

Auto people seem to have good 
grounds for believing cars make 
good shelters, but in a crowded 
district with debris flying around 
that opinion would have to be 
qualified. 

No matter what comfort or pain 
comes from analyzing the latest 
blast it must be remembered that 
attacks with bombs 21% times in- 
tensity of last week’s “device” can 
be expected. Trained Civil Defense 
people are necessary to get out sur- 
vivors, but radioactivity appeared 
to be a serious hazard to civilians 
close to blast. 
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urricane blows up 4 
storm of sales! 


“Best Bet in Power-Mower Market,” say jobbers and dealers! 


BEST BET FOR JOBBERS: The demand for Hurricane quality has snowballed 
sales for every jobber handling the Hurricane line! Seasonal orders are 
doubling, even tripling, year after year as these better-built Hurricanes reach 
more and more satisfied customers. Dealers are delighted with these precision- 
engineered mowers. Hurricanes are so easy to sell, so simple to service. There’s 
never any question about spare parts, either. 

If you want a power mower line which won’t backfire, won’t leave you hold- 


ing the bag, take on Hurricane. Join the many, many successful jobbers who 
are building volume sales with Hurricane — the quality mower that sells itself! 


























BEST BET FOR DEALERS: Power-mower sales take an upswing when you 
feature famous Hurricane quality. Customers recognize the long-term 
economy in owning a machine that delivers a lifetime of satisfactory 
service. They depend on Hurricane for the exacting lawn care that pro- 
tects their investment in seed, sod, fertilizers and weed-killers. Once a 
Hurricane is sold, it stays sold! Headaches and losses from customer com- 
plaints are a thing of the past. With the Hurricane line, you build more 
business with every sale. Word-of-mouth advertising by satisfied cus- 
tomers brings prospects flocking to your store! Vy 


Hurricane Glider —the 
economy model. A sturdy, 
powerful mower that fills 
the bill for the “‘price- 














conscious’ customer. 18-inch 
Glider is the quality mower 
_ in the low-price field. 
aoe 
d like 
e place as 
il Id ; 
lle wou The quality mower for 
city lawns—Hurrioane 
1 face fire Junior, a trim, lightweight 
isintegra- copy of the big Hurricane. 
d Cuts an 18-inch swath... 
blast an highly maneuverable sos 
: close-in trimming aroun 
o seemed flower beds and sidewalks. 
truck %4 
8 over on Parts and Serwice Profits 
nile from Plenty of profits can be earned from parts and 
service business. Genuine Hurricane parts are 
always available and orders are shipped the 
some day they are received. No Hurricane can 
ers become obsolete — replacement parts and new 
modifications fit all machines—from a 1946 
lowering model right up to the latest 1953 design. 
tudy be- Customen- Approved Features 
k action Whe t Sti t, ? S. t, 
ckly. 
” @ 4-cycle, 2 h.p. gasoline engine @ automatic 
ave good governor for constant engine speed @ full-float- 
s make ing friction drive @ adjustable cutting height — 
rs Ye" to 3Y¥2e" e@ 4 large equal-sized wheels 
crowded @ special hinged safety guard and grass throw- 
out @ rust-proof plated drive shaft @ handle 
4 around folds forward, out of the way, for starting and 
— be storing @ vacuum-lift suction blade @ parts and 
B WO service always available. 
. SS SSS SSS SS SSG SSSSSSSSSSSSSSSSeeeeseaaee acenttatettiaae 
or pain National Metal Products Co., Inc. 5 
1e latest Dept. H-22, 2722 Cherry Street 8 
red that \ om Kansas City 8, Missouri 4 
" . 2 
imes in- I don’t want to miss a good bet! Send me full particulars . 
rice” can CLIP AND on the Hurricane line! . 
Defense ED EEE aire Seco CEN Se nD Ree tne mene en EE ETN eR F > ® 
out sur- MAIL NOW! Be OSSrer ; 
3 d P| ee Silos hes eocyse aes cio tae ac on ae ata . 
appeare s 
serilt TU. a 4. setinsgneabegnisiNined snesebeusasscnsenseneleeshebensenessessauteeemmntnpanaenabentananenenees 
civilians City . 
i ssi ciapsipntntirinevimiel tte stscnsaninpapenrnrennninepctesiateidiminiiiimaa 5 
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CARBIDE Viagumm) oe 
TIPPED Se. 





Easier, Faster 
Double Lead 
Fast Spiral 
Positive Action 


DEALERS—Send for Litera- 
ture and full information. 


Also iz 


MASONRY DRILLS 
IN KITS 









Carbide 
Glass 
Drills 











21650 HOOVER ROAD 
DETROIT 13, MICH. 
also 


5210 San Fernando Rd., 
Glendale 3, Calif. 


TOOL COMPANY 
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a Letters to the Editor a 
(a 5 
CANAAN arararorare/St 


Financing Data 


Gentlemen: 
In a recent issue of HARDWARE 


| AGE, which we read from cover to 


| 


| 


| 


cover, we notice on page 8 a very 
informative article on financing. 


We realize that this is one of the 


| major problems on certain kinds of 


| merchandise that this store carries. 





If you have any more information 
relative to charges, down payment, 
with or without recourse, etc., we’d 
like to know about it. 
Your very truly, 
O.L. Davis 


Geo. Mayer Hardware Co., 
1520 Arapahoe St., 
Denver, Colo. 





Editor’s Note: There is very lit- 
tle standardization on financing 
practices in retail hardware. Prac- 
tices vary from region to region and 
with different types of merchandise. 
Then, some dealers use local banks, 
some carry their own paper, some 
use commercial loan groups and 
some use manufacturers’ facilities. 
In each case, the rates, etc., vary. 
Some wholesalers make credit plans 
available to their accounts, and here 
again there are differences in opera- 
tion. We plan to publish additional 
information on this subject in the 


near future. 
* * * 


Rental Schedules 


Dear Sir: 

In a past issue you listed a tool 
rental system and schedule of rates. 
I had saved this issue for future 
reference, but seem to have mislaid 
at. 

If it is at all possible, I would 
like to have you send us a copy of 
this system and the rates, as it is 
our desire to put in a tool and im- 
plement program in our store. We 
will be only too glad to assume any 
costs involved in this matter. 

Yours very truly, 
Clifford E. Nelson 


Royersford Hardware Co., 
324 Main St., 
Royersford, Pa. 





Editor’s Note: We have published 


quite a few articles on rentals that 
give the rates charged by various 
stores. We are forwarding to you 
several articles on rentals. There is 
no charge for these. 


Supers and Dealers 
Dear Sir: 

Is it not time we hardware deal- 
ers know who our friends are? We 
should separate the sheep from the 
goats for our own personal good and 
for the good of the industry as a 
whole. 

Why should the hardware manu- 
facturers and wholesalers help the 
supermarkets over the hurdles? We 
had to learn the hard way. It cost 
us plenty of hard knocks, time, 
money, tempers, and downright 
hard work to learn what we know 
about the merchandising and selling 
of hardware and housewares. 

Now we are ready to give this 
hard earned knowledge away gratis 
to the supermarkets by supplying 
them with merchandise and mer- 
chandising know how, gratis. They 
are shrewd operators and are per- 
fectly satisfied to let the rack job- 
bers and wholesalers and manufac- 
turers give them the benefit of their 
accumulated years of experience, 
gratis. 

In addition to supplying them 
with free racks and merchandise on 
consignment for a percentage of 
the profit, and also to take back and 
rotate merchandise that does not 
move too quickly, we select the best 
sellers for them. 

The independent hardware re- 
tailer never got that kind of a break 
from his jobber or the manufactur- 
ers. He had to pay for his display 
racks, his fixtures, his merchandise 
and take a chance that he selected 
the proper items or suffer the con- 
sequences in mark downs and ob- 
solescence and worry to try to get 
rid of his errors in judgment. 

It’s about time we woke up and 
stopped helping our competition to 
split our consumers dollar. We inde- 
pendent retail hardware dealers 
over the period of years have helped 
to market and establish the many 
prominent brand names. We have 
invested our money, time and mer- 
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chandising know how in display and 
stocking and pushing this merchan- 
dise. Now that we have helped to 
create the consumer acceptance of 
these items, the Johnny come-late- 
lys want to get into the act and 
split the existing market. 

Let them stick to their groceries 
and we will stick to our hardware 
and housewares. 

When a woman buys a hamper or 
other housewares item, she is out of 
the market for that item for a long 
time. We in the retail hardware 
trade are entitled to that profit on 
these items. 

A woman will buy electric bulbs 
in the supermarket, but when she 
needs a socket or any one of a 
hundred items needed to repair her 
electrical appliances or wiring, she 
looks to the hardware store for this 
merchandise and the advice needed 
to help her to install the switch, 
etc. to make that bulb function. 

If she buys all of her immediate 
needs, such as bulbs, waxes, etc., at 
the supermarket, all of the fast 
turnover items, then the hardware 
merchant will have lost a good per- 
centage of the fast, impulse, turn- 
over items and will have to depend 
mainly on the service items for his 
livelihood, which isn’t too pleasant 
a future prospect. 

I am not pessimistic. I know there 
will always be good small retailers 
who will eke out a living because of 
long hours, hard work and ingen- 
uity, etc., but if the cream is skim- 
med off by the supermarkets we 
will have to live on skim milk and 
you know that no business can grow 
without turnover and profits from 
a reasonable volume of business. 


Very truly yours, 
M.B. Perlman 
M. B. Perlman 


37-39 Jackson Avenue, 
Jersey City 5, N. J. 


* * * 


Why Buy Futures 
Dear Sir: 

Will you please send me a copy 
of the articles, “Why Buy Futures,” 
which was published in your Nov. 
27 issue? 

Yours very truly, 
R. R. Lancaster 
R. R. Lancaster Co., 


Salt Lake City, 
Utah 


Editor’s Note: Glad to send youa 
tear sheet of this article. 
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YOU CALLED IT A 








eM ROUND PROFITS 


ar i Set consists of: Heavy Aluminum 
2 chuck to take all Hi-Carbon Cad- 
7 | mium Steel blades . . . No. 2 


YOURS " \ 


) 


a 







Here's the Fuller a 
Hardware Week Spe- 

cial you called her. 
rific” . . . yours now 
for quick profits all year 
‘round! Yes, by popular 
demand Fuller is now fea- 
turing this proven seller as 
a regular special number. 


Recessed; Ye" Diameter; 3/16" DI- 
ameter; Yq" Diameter, all enclosed 
in two-tone amber handle. 


Regeler $1.35 set 


now *1.., 


peater's cost °8 poz 







PREE DEALER 
MATS ARE AVAILABLE! 
JOBBERS: Write today for wide 
margin catalog sheets. 












3522 WEBSTER AVENUE NEW YORK 67 


| Wd Mee Ba ee ee ee Tools 
Export Sales Dept.: John H. Graham Co.., 105 Duane St... N.Y. 


87 














Cuts Gas Storage Costs 


Many hardware dealers do a 
profitable volume in bottled gas and 
in storage equipment needed by 
consumers of that type of fuel. The 
storage problem has been a difficult 
one for some store operators. 

In Markesan, Wis., Nehring 
Hardware Co. and four other mer- 
chants have acquired a bottled gas 
bulk storage plant formerly oper- 
ated by another company. They 
have solved their gas storage prob- 
lems and cut the cost of handling 
it at the same time. 


Quick Delivery 


Equal owners of the centrally lo- 
cated plant, the five participants 
get bottled gas and consumer stor- 
age equipment from their storage 
unit without the need of having to 
drive long distances. Delivery can 
be made on very short notice. 

Nehring Hardware and the other 
owners of the storage plant do 
most of their bottled gas business 
with farmers and operators of ru- 
ral location businesses including 
drive-in restaurants. These custo- 
mers use the gas for cooking, re- 
frigeration and water heating. 

Newspaper advertising and the 
display of two large gas containers 
flanking the outside of the store’s 
main entrance remind all visitors 
of Nehring’s sale of bottled gas. 

A recently enacted Wisconsin law 
has made more rigid the require- 
ments as to the condition and con- 
struction of milk houses. This has 
meant that many farmers have had 
to build new milk houses or make 


28 


How a hardware dealer and four other merchants 
lower their bottled gas storage costs by 

operation of jointly owned facilities. Each 
merchant buys gas and uses equipment as needed 





Bottled gas containers remind all store visitors of 
the store's gas and appliance department. 





Bulk gas storage unit owned by hardware dealer 
and four other merchants. 


changes in existing structures. and space heater utilizing bottled 
Among the pieces of equipment gas. This dual purpose unit has 
that this strict law has helped to thus been a good seller at Neh- 
sell is a new combination water ring’s. 
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Now!... You Can Sell Carpenters and Contractors! 


new heavy duty SKIL Saws 


priced below competition! 






SKIL Homebuilder 7 
1 @) B) fl Mel 0A 


nly $79.50 


SKIL Homebuilder 814” 
4 @) B) ot Mohs} 





NO OTHER LINE OF SAWS OFFERS 
Ring ee i] THESE OUTSTANDING FEATURES 


? P AT SUCH A LOW PRICE! 
SKIL puts dealers into the big volume con- 


struction market with the three fastest sell- 1. Extra powerful motor. 4. Calibrated rip fence stand- 
ing sizes... SKIL Homebuilders 6”, 744” 2. Full ball end rolier bearing "4 O8¥IPment. 

and 8144”. These new models have extra construction. 5. Exclusive safety guard lift. 
sales appeal because they have extra power 3. Built-in depth and bevel 6. Light-weight . . . balanced 
—plus quality features found only in models adjustments. ... for one-hand operation. 





costing far more. 
Advertised and pre-sold for you with a 
powerful campaign to builders and contrac- 














SKIL 


tors in American Builder and Practical PORTABLE 
Builder. Get set to get your share of the big SKIL Products are made only by SKIL Corporation 
builder market—contact your wholesaler. formerly SKILSAW, Inc. 


5033 Elston Ave., Chicago 30, Ill. © Factory Branches in 34 Principal Cities. 


Put SKIL in their hands—for extra profits 


HARDWARE AGE, APRIL 2, 1953 ” 











aA 
ah 
i” 
a. 
a 
é Sok 
os 





How 


How do you display bulky items? 

At the Frank L. Taylor Hardware 
Co. at 85 14th St. in Reedsport, Ore., 
the proprietor calls them “ware- 
house items.” When Mr. Taylor re- 
modeled his 3l-year old store, he 
gave special attention to the dis- 
play of bulky goods. The result was 
that sales of such goods were in- 
creased by 50 pct. 

When the store was remodeled 
the top ledge on both sides of the 
store was made 24-in. wide to pro- 
vide good display facilities for 
bulky goods. 

The wide ledge shelves are used 
to show bulky goods in colorful man- 
ner. Color is added by showing col- 
ored items in sections between dull- 
finish goods. Step-on cans, large 
pressure kettles, bread boxes, waste 
baskets, oil cans, milk pails, galvan- 
ized pails, wash boards, wash tubs, 
coal hods and other items often 
relegated to the stock room or ware- 
house are featured on the upper 
ledges of the wall displays. 

There are 90-ft of bulk display 
space along the two sidewalls of 
the store. These ledges can easily 


Do You Show Bulky Items? 





Bulky goods are shown in a variety of colors, sizes and patterns on 
the wide top ledge of wall displays. Shelves between top ledge and 
lower ledge are given over to mass displays of fancier housewares. 
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Designed and built by experienced specialists, BUCKEYE Lawn Mowers provide all modern 


features combined with practical con 


to be consistently profitable year after year. Always reliable and efficient — 


always an excellent value that you 





HAND LAWN MOWERS 


Fine performance; 
modern materials. 


You can't offer your cus- 
tomers better values. 
Five models, each with 
many features, to fit 
every type of lawn 
care. Be sure to ask 
for particulars 
on the BUCKEYE 
Hand Mowers. 
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LAWN MOWERS 


POWER MODELS * HAND MODELS 
reliable merchandise 


struction. That’s why dealers find the BUCKEYE line 


can offer with confidence. 


Buckeye Power King 


Modern materials, tested design, attrac- 
tive appearance. Every feature, from the 
trouble-free positive clutch to the tread 
on the rugged tires, will be found 
sturdy, smooth work- 
ing and dependable. 
Ask for details on this 
MODEL 100. You'll 
find it a real king in 
its class, with every- 
thing a 20” power 
mower should have. 










Information 
on request 


ASTF00 


HARDWARE AGE, APRIL 2, 1953 











LAWN 


MOWERS 















PLEASE 
ADDRESS 
Dept. LM20 


MANUFACTURING COMPANY 
SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 
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garbage cans, large tackle boxes, 
lamps and lanterns, spot-lights, 
large tool boxes and fishing creels. 
Part of this so-called warehouse 
line display-shelf serves as a canopy 
over the other merchandise display 
shelving. 
To catch the eyes of store visitors 
Mr. Taylor and his staff show color- 
ful items such as pantry ware close | 
to the front door. Wherever pos- | 
sible these goods are shown with 
bright and dull items alternating. Wa Tie WP aias A bee 
So-called warehouse goods are 7 “Tih Td - 
further emphasized by the use of 
newly installed fluorescent lighting 
equipment. mt | eee eval 


accommodate such items as camp 
coffee ots, sacs eae ae | SELLS MORE SCREW DRIVERS! 
7 














Displays Help Sales A Ke. . - : 


When a customer wants a bolt, . - Ae se 
serew or push button and does not - I * egal . 
know the type, a sales clerk brings 
out the two sample panels shown 
in this photo at North Side Hard- 
ware Co. in Milwaukee. Prices and 
catalog numbers are shown on the 
push button sample panel and on 








Measures: 24” high, 24” wide, 
6" deep. Holds 120 screw drivers. 





ferns on : 

Ige and the smaller unit used for screw 

nee. products. ; © All the screw drivers you Rapid screw driver turnover is a 
Use of these displays saves time need...in one package proven fact with Vari-Board! No 


more guesswork about screw drivers 


and footsteps for the store staff 
paying their way... because complete 


and makes shopping easier for cus- 


© Stock control at a glance 





tomers. When not being examined 
by customers the two boards hang © Fast moving screw drivers, product visibility and variety assure 
= from one of the ledges in the paint only greatly increased turnover! Hang 
department—directly in back of © tees... con be coed ln versatile Vari-Board on the wall or 
the wrapping table. Many impulse a use it on the counter to produce 
sales of these items result from use ay Game bigger profits. And remember 
of these panels. : . : iy 
© Visible self-service prices mever an argument, because every 
© Attractive display stops traf- Vaco screw driver is unconditionally 
guaranteed! 


fic, steps up impulse sales 


Completely new! Modern as tomorrow! Con- 
tains Rounds, Squares, Phillips, Reversibles, Off- 
sets, Stubbies, Pocket Clips! Versatile...displays may 
be used in any arrangement! Profitable...V 120 
produces $40.20, profit; V 72 produces 
$23.64, profit! No charge for board! 


-— v7 | 
Measures: 24” high, 12’ wide, 6" deep. D E i 



















& 
= 
.2 
ns > Holds 72 screw drivers. 
: RITE For 
af DETAIL 
.— i VACO PRODUCTS co ae OmAY! 
‘8 1 Gait Ontario St, Chi ! 
— h Gentlemen: cago 11, til, | 
r 5 — rush full details y 120 and y ! 
= I Se send copy of FREE 32-page ne on ! 
EASE . | My Nome — I 
DRESS ! ntti : 
»pt. LM20 I Street Address ae ! 
-_ ee 
: emcees — —Zone___ State ise : 
pecial panels used to show a am 
— —= a J 
“4 e n 77 ic ’ . 
screw products and push but VACO PRODUCTS CO. 317E Ontario s:., chi ago 11, ill 


In Southwest: 1325 McKinney Ave., Dallas 2, Tex. 


tons to customers not sure of 
in Canada: Vaco-Lynn Products Lid. 204 Laurier Ave., W., Montreal 8, Que. 


type or size needed. 
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Cultivating 


Neighborhood Store 





The Do-It-Yourself Market 


Mid-west hardware dealer explains his growing profits by 
saying, “‘I try to show my customers how to 
save money.” Customers seek and accept his advice and 
also buy other merchandise on impulse 


One of the big problems in mod- 
ern-day merchandising is to get 
greater traffic into your store. If 
you can do that and sell more of 
those customers merchandise on 
which you make good profits you 
are making progress. 

William Rosenberg operates 
Bill’s Hardware at 8409 Burleigh 
St. in Milwaukee, with this in 
mind. He says, “I try to show my 


‘h@e 


wid? 


customers how to save money.” His 
business philosophy is good—as 
shown by increasing volume and 
profit. Customers’ demands for 
more merchandise—in greater va- 
riety—are such that he plans to ex- 
pand the size of his showroom. 
The 30x40-ft store in the city’s 
outskirts has good traffic. Paint 
and other fix-it-yourself needs ac- 
count for a good portion of the 








7 


firm’s volume. More than 125 
homes in the store’s trading area 
have been owner decorated in the 
three years the business has been 
operated by Mr. Rosenberg, using 
suggestions he has made. Many of 
these suggestions were made dur- 
ing evening visits by the store 
owner at the customers’ homes. 

In the same period more than 
500 owners of newly erected homes 


Bill Rosenberg shows a brush to a customer who has just purchased some paint. The 
display's wrap-table location reminds all store visitors of paint brushes. 
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0 COMPLETE pump headquarters in your community 


It’s EASY to become a COMPLETE pump headquarters in your 
trading area. Sell DEMING . . . America’s most COMPLETE line of 


pumps and water systems. 


More types in a full range of capacities of water systems plus cellar 
drainers, sump pumps, centrifugal pumps, condensation return units, 





various types of hand pumps and related accessories . . . are included 


Point-of-sale displays, direct-by- in the COMPLETE Deming line. 

mail helps, signs, newspaper mat 

service and national advertising on art t k . mp hea : 

atid Semen and Ween tiene St ended nig e your business a pump headquarters in your 
are planned to help YOUR business! community. Write for full details. 


THE DEMING COMPANY « 517 Broadway, Salem, Ohio 


THE MOST COMPLETE LINE OF PUMPS AND WATER SYSTEMS 






























have been shown how to create 
good lawns and gardens by Mr. Ros- 
enberg. Much word-of-mouth ad- 
vertising results from these con- 
tacts. 

When selling paint and related 
lines, emphasis is on the fact that 
quality paint has a greater initial 
cost, but that it is long lasting, has 
greater surface covering qualities 
and that it can be more easily ap- 
plied. He tells the home owner that 
labor is a big cost element in any 
paint job, and that use of properly 
applied quality finishes will assure 
the owner of having a repaint job 
less frequently. 

A panel board brush display at 
the wrapping table is noted by all 
customers waiting for packages 
and change. Since locating the dis- 





DELIVERED 
& SET UP 








Swinging panel 
mail box displa 
is seen by all 
fastener custom- 
ers. Numerous 
small impulse 
items are shown 
near it. 


play at the cash-wrap unit, Mr. 
Rosenberg has been able to triple 
sales of brushes and other paint 
needs, as compared to volume in 
the former location of the display. 

The panel’s background is red, 
and brushes are hung on metal 
clasps. Mr. Rosenberg loses no 
time in reaching for a brush which 
he thinks the paint customer needs. 
The panel’s location reminds cus- 
tomers of the need for brushes and 
is a constant reminder to the pro- 
prietor of the good profits he can 
make by selling paint brushes to 
many paint customers. 

When it comes to the making of 
lawns, Mr. Rosenberg will visit a 
customer’s home—if necessary—to 
inspect it and make recommenda- 
tions. Most of the time it is not 


Outside display 

of concrete ash 

box with its large 
price tag. 


necessary to make that personal 
visit. His lawn supply customers 
tell their neighbors about Bill’s 
Hardware and thus his list of cus- 
tomers continues to grow. 

Another successful traffic pulling 
idea is the handling of minor re- 
pairs on electric housewares. Peo- 
ple like to take toasters, heaters 
and other electric housewares to 
neighborhood stores. While there 
is not very much profit in such ser- 
vice it does build a good service 
reputation for the dealer who offers 
such accommodation. 

Another profitable traffic puller 
is an ash storage container selling 
for $35. A sample of this box is 
shown outside the store with its 
price painted on the front of the 
unit where all pedestrian and motor 
traffic may see it. Made by a local 
manufacturer, the unit has a metal 
cleanout door through which the 
city’s collection men remove the 
ashes. 

The store is located on a 32x120- 
ft plot providing ample room for 
expansion. 


Power Tool Volume 


(Continued from page 71) 
this store’s power tool sales. It 
works like this: 

Assume that a customer buys a 
lathe. Although the salesman ob- 
viously suggests additional tools to 
go with it, he doesn’t go all-out in 
his insistence. 

Instead, he makes a record of 
the sale, with the customer’s name, 
address, and telephone number. 
Then through pleasant shop talk, 
he tries to find out what other shop 
equipment the customer has and 
what sort of shop work interests 
him. 

This information goes onto a 
card that forms the basis of con- 
sistent follow-up for future power 
tool sales to the same customer. 

Perhaps the salesman learns that 
the customer does not have a 
power-saw, but expects to buy one 
when able to do so. Within a few 
weeks, the salesman contacts the 
customer, either by telephone or 
when he is in the store again, and 
suggests a power saw or some 
other tool. 

Whatever items the customer 
does not have, the salesman pushes 
whenever he can, be it weeks or 
months later. 

It was as simple as that for the 
Dixie Hardware Co., and it trans- 
formed the store’s power tool line 
into a highly profitable, ever-grow- 
ing volume producer. 
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THEY WANT ALUMINUM! 





YACHT KING .. . weight. 5!/, 
Ibs. Colorful vat-dyed canvas 
duck on my | polished 1" alu- 
minum frame ubber-tipped feet. 
Folds in one motion. 


The BIG demand today is for aluminum outdoor furniture 
—light, compact, comfortable, convenient. You can 
capitalize on this demand by featuring SUN ‘N’ SAND 
aluminum furniture—assuring yourself greater volume 
and higher profits on each sale. SUN ‘N’ SAND furniture 
sells faster because it’s nationally-advertised, bears the 
famous GOOD HOUSEKEEPING Seal. You can do a big 
job with a small inventory, because your local SUN ‘N- 
SAND distributor fills your orders without delay. Get the 
full story on All-Luminum Products great SUN ‘N’ SAND 
line today—send coupon below! 


LOUNGE - KING ‘‘Rockerless 
Rocker’ .. . weight, 61/2 lbs. 
Plaid Saran* with padded seat 
and head-rest on polished 1” 
aluminum frame. Rocks to and 
fro as you shift your weight, for 
amazing comfort. Folds in one 
motion. 


















FOLDING CAMP 
. STOO ee =e. 
1!/, Ibs. Extruded al 
minum with pon Boe wr 
vat-dyed canvas duck 
=—- rubber - tipped 
eet. 


* 


a cm © by % 
Good Mouseheaging 


CAS avvennistd we 





*Miracle plastic by Milliken. 
Waterproof, non-inflammable. 
Won't fade, stretch or mildew. 


PAW Kot 


36th & Reed Streets «¢ . Philadelphia 46, Pa. 
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Aluminum 
Folding Furniture 


panel Of Sttume op 
P Gvaretced by ™ 
Good Housshooping 
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SUN KING 5-Position Chair 
+ « « weight, 8 lbs. Plaid 
Saran*, reinforced with 
blending solid-color canvas, 
ge polished aluminum frame. 
pt gre | p adjustment to any 
positions. Folds in one 
sa. 


. wae ~~ > 
*" Guaranteed by © 
Good Housekeeping 









*or 
45 apvcatist® awe 






FOLD-A-WAY TABLE 

| world-famous table of "1,000 
! year-‘round uses. Weighs 
only 19 lbs., holds over 800 
Ibs. Folds to fit in car trunk, 
cain ~~ Pr opens to serve 8. Carries like 
SS “an luggage on own leather 
* Guaranteed by % handle. 60 x 24” top, or 72” 
Good Housekeeping x 30” top. 


i. ot 
CP 45 apvenristd HS 


ee MAIL COUPON TODAY FOR PRICES, = 
LITERATURE, MORE INFORMATION 


All-Luminum Products, 36th & Reed Sts., Phila. 46, Pa. 
Please send literature and prices on 
Sun ‘N’ Sand Aluminum Furniture. 










My distributor is 
Store Name 
Buyer's Name___ ‘ 
—————————— State 
Lee eg 8 ee 8 eee 
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ir meel America 


outstanding 
Screwdriver Value ! 
CONSISTENTLY ADVERTISED 
TO OVER 


4,000,000 


READERS 


IN 
The Saturday Evening 


POST 


BOXED 
SCREWDRIVER 


THE ONLY POPULAR PRICED SET 
WITH APPROVED 


HANDLES! 
MAGNETIZED BLADES TO PICK 
UP AND HOLD SCREWS! 
FEATURING: 
% JUMBO-UNBREAKABLE 
SHOCKPROOF HANDLES! 
3% TEMPERED & HARDENED 
TOOL STEEL BLADES! 
%& UNCONDITIONALLY 
GUARANTEED! 














COMPLETE SET CONTAINS — 
Midget Screwdriver — Stubby Type 
— Cabinet Type — Machinist Type — 
Heavy Duty — Extra, Heavy Duty! 

Plus Guarantee Certificate! 
ORDER NOW—DELIVERY RUSHED 
FOR NAT’L HARDWARE WEEK! 


EYE-CATCHING $3.95 
DISPLAY CARD it sold individually 
and — NOW onl 
WINDOW y 
STREAMERS $1 7 5 

INCLUDED! " 
(list price) 


for the complete set. 
Write for Complete Catalog of 
Rosco Screwdrivers & Roll-Up Tool Kits! 





There’s a ROSCO SCREW DRIVER Sold Every 
7 Seconds. Are You Getting Your Share? 






















a 
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Burned Out Store Reopens in One Week 


Firemen fighting 
the conflagra- 
tion which de- 
stroyed the Ace 
Store in Geneva. 


Bill Rosenfelder, owner of the 
Ace Store of Geneva (Ill.), was the 
victim of a fire which burned his 
store to the ground. All of his stock 
was badly damaged or completely 
ruined. A week later his business 
was operating in another store. 


Mr. Rosenfelder and his family 
were in Chicago at the time of the 
fire—attending the Ace Stores con- 
vention and exhibit. When word 
of the fire was received the staff of 
Ace Hardware started to assemble 
display equipment and complete 
stocks for shipment to Geneva. Dis- 
play units, including merchandise, 


The new show 

room as it looked 

one week after 
the fire. 





were bought at the show from ex- 
hibitors. 

The Ace Merchandising Service 
rushed a crew of men to Geneva 
and in a few hours fixtures were 
being installed. The second day 
after the fire the first of numerous 
truckloads of merchandise were de- 
livered to the new quarters. In 
one week there was a new Ace 
Store of Geneva including cash reg- 
isters, pipe threaders, wrapping 
paper racks, price markers, charge 
registers and complete furniture 
and stationery supplies. 

The old store had been operated 
for 18 years. 








Attracted 500 to Opening Sale 


When T. A. Laramey, Sr., owner 
of a hardware store in Temple, Tex., 
decided to open another store in 
Killeen, Tex., he _ intentionally 
started the new store just before 
the Christmas season. 


The local daily newspaper was 
used to announce the new store in a 
full page ad, late in November. Mr. 
Laramey and his son, T. A., Jr., de- 
voted most of the page to outlining 
the variety of merchandise offered 
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and to a description of the store. , 
Although but one special was of- | 
fered—a cup and saucer—500 peo- | 
ple braved the unpleasant weather 
to visit the store. 
The only give-away was a rubber | 
spatula presented to each visiting 
woman. Many women, who might 
not otherwise have visited the store 
on its opening day, went there for 
the free spatula. A number of the 
women stayed to look at the displays 
in the store and to buy a variety of | 
merchandise on impulse. | 





Seed Planting 
Plant Staking 
Lawn Edging 
Masons’ Line 
Hedge Trimming 
Layout Lines 
Fishing Lines 
Net Repairs 






Visitors Registered 


Each visiting person was re- 
quested to register her name and | 
address in return for the spatula. 
The Laramey firm in this manner 
quickly assembled a mailing list of 
500 names. 


Since its opening the firm’s Kill- 
een store has expended a sum ap- 
proximating two per cent of its | 
sales volume for advertising— 
chiefly direct mail material supplies | 
by manufacturers. 


With its Christmas-season open- | 
ing, interest was at that time chiefly | 
in gift merchandise. Since then a 
good portion of its business has | 
been in utility merchandise, ex- | 
amples being baby tubs, clothes dry- | 
ing racks and baby scales sold to | 
the families of army men at nearby | 
Ford Hood. 

Gift goods are still good sellers, | 
but the store is profiting from con- | 
tinuing traffic first attracted by gift | 
seekers. 


puange Parting Lot | KING COTTON CHALK LINE is a volume —» sg 

Are the privileges of using your | sales item and it has a variety of spring King Cotfon 
parking lot subject to abuse, in- and summer uses. Check the above sug- LINE 
cluding all-day parking? gested applications and you'll realize 

The private parking lot of R. C. what a GOOD sales item this can be. * Sash Cord 
Kalthoff & Sons at 22522 Gratiot Our Chalk Line is packed in an attractive - Cotmodline 
Ave. in East Detroit, has entry blue and yellow display box that is a pS at om se 
from the side street. Users of the real merchandiser. " pes ies 
lot are greeted by a large sign aa ps setae te 
reading, ““Please—1 hour parking.” Why not write for the King Cotton Catalog? e Me ” on 


Parking limitations on the me- 
tered spaces in front of the Kalt- 
hoff hardware store and other 
business locations near the busi- 


ness heart of the community are 
1 hour. i 


Unless the owners of the store 
find persistent violation of the 1- 
hour limit in their lot, no check is 
Made of its use. It appears that 
most people appreciate the cour- 
tesies extended to them and re- | 
Spect the firm’s request. | 






ion 
CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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FEATURES 


1 HEAVY STEEL guaranteed to 
hold any pressure the hose will 
stand. Can be removed and 
re-used indefinitely. 


PERFECT CIRCLE grips the 
hose at every point. 


NO RUST. All parts are sepa- 
rately galvanized after forming. 


FIRST QUALITY BOLT AND 
NUT, with cut threads and sep- 
arately galvanized to prevent 
rust inside threads. 


5 NO RAW EDGES. Galvanized 
after all manufacturing opera- 
tions are completed. Smooth, 
cannot cut or pinch hose. 


With the guarantee that a Sure Grip 
will hold any pressure any hose 
will stand— with sizes to fit any 
hose, domestic or foreign, you don’t 
have to stock more than this one 
line of hose clamps. You KNOW 
that the clamp you sell will meet 
the needs of any clamp purchaser. 


For 54 years, Sure Grip hose 
clamps have been the standard of 
the industry—used on every kind of 
hose, on land and sea. For 54 
years, Sure Grip hose clamps have 
been sold only through the legiti- 
mate hardware trade —no chain- 
store or cut-rate competition. 


ORDER FROM YOUR JOBBER 


If he does not carry 
Sure Grips, write us 





1011 W. Belden Ave., Syracuse 4, N. Y. 












Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 











Convention Check List 


For complete details about the convention listed by dates, below, see 
the alphabetical listings following this quick check list. 


1953 

April July 
7-9 South Dakota Assn. 13-16 Nat. Retail Hardware Congress 
12-14 Florida Assn. 13-17 Nat. Housewares and Home 


12-14 Georgia Assn. Appliance 
12-14 New England Housewares Show 
12-15 Industrial Supply Convention 
17-25 irha Hardware Week 

19-23 Southern Hardware Convention 
26-28 Woven Wire Products Assn. 
26-May 2 New England Housewares Week 


August 
9-14 Nat. Fishing Tackle Show 
3-14 Merchandise Mart Gift Show 
3-14 China, Glassware, Pottery Market 


October 
May 5-9 National Hardware Show 
3-5 Alabama Assn. 11-14 Atlantic City Hdwe. Convention 
3-5 Mississippi Assn. 
3-5 Louisiana Assn. 1954 
24-27 Winter Sports Show Janeane 


12-14 Garden Supply Show (Chicago) 


June 
17-20 Nat. Sporting Goods Show 


9-10 Carolinas Assn. 

9-11 Aviation Trade Show 

11-13 Texas Wholesale Hdwe. Assn. 
11-13 Texas Hardware Boosters 2-4 Garden Supply Show (New York) 
22-July 2 Int. Home Furnishings Market 16-18 Michigan Hdwe. Assn. 


February 











National Events 


N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headqquarters at 342 
Madison Ave., New York 17, N. Y. 


American Hardware Manufacturers 
Assn. meeting in joint convention 
with the Southern Wholesale Hard- 
ware Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. Arthur L. Faubel is 


J.R. CLANCY, INC. 
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secretary of the manufacturers’ 
association with headquarters at 
842 Madison Ave., New York 17, 
N. Y. W. McAlister is manag- 
ing director of the wholesalers’ as- 
sociation with headquarters at 814 
Metcalf Bldg., Orlando, Fla. 


American Hardware Manufacturers 


Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 


Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ asso- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


Aviation Trade Show (Second Inter- 


national) June 9-11 at the Hotel 
Statler, New York City. Sponsored 
by Aircraft Trade Shows, Inc. 
Hotel McAlpin, Broadway at Thirty- 
fourth St., New York City. 
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China Glassware & Pottery Market, 
Aug. 3-14, at the Merchandise Mart, 
Chicago, Il. 


Garden Supply Shows (National) late 
in October, 1953 on the West Coast; 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954 
at the 71st Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, director. 


Gift Show, Aug. 3-14 at the Merchan- 
dise Mart, Chicago, III. 


Hardware Week (irha) April 17-25, 
sponsored by the National Retail 
Hardware Association, 965 N. 
Pennsylvania St., Indianapolis 4, 
Ind., Managing director, Russell R. 
Mueller. 


Industrial Supply convention, April 
12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions 
at Dinner Key Auditorium. Spon- 
sored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, 814 Clark Bldz., 


Pittsburgh 22, Pa. R. Kennedy 
Hanson, general manager; The 
National Industrial Distributors’ 


Assn., 1900 Arch St., Philadelphia 
8, H. H. Rinehart, executive secre- 
tary and the Southern Distributors’ 


Assn., 712 Volunteer Bldg., At- 
lanta. E. L. Pugh, secretary-trea- 
surer. 


International Home Furnishings Mar- 
ket, June 22-July 2, at the Merchan- 
dising Mart, Chicago, includes fur- 
niture, floor coverings, housewares, 
major appliances, electric house- 
wares, radio and TV, toys, games, 
and wheel goods, china, glassware, 
and pottery, and gifts. 


Materials Handling Show, May 18-22, 
at Convention Hall, Philadelphia, 
Pa. Sponsored by the American 
Materials Handling Institute. 


National Fishing Tackle Show, sec- 
ond annual, Aug. 9-14 at the 
Conrad Hilton Hotel, Chicago. 
Sponsored by The Association 
Fishing Tackle Manufacturers, 430 
Bond Bldg., Washington 4, D. C. 
John M. Holmes, secretary-trea- 
surer. 


National Hardware Show, Oct. 5-9, at 
Grand Central Palace, New York 
City. Fishing and Hunting Division 
of National Hardware Show, to be 
held at 71st Regiment Armory, 34th 
St. and Park Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 
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National Housewares and Home Ap- 
pliance Show, July 13-17, at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Manufacturers 
Assn., 1140 Merchandise Mart, 
Chicago. A. W. Buddenberg, exec- 
utive secretary. 


National Retail Hardware Assn. Con- 
gress, July 13-16, at Miami Beach, 
Fla. Headquarters. Casablanca Ho- 
tel. Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis, Ind. 


National Wholesale Hardware Assn., 
annual joint convention with the 
American Hardware Manufacturers’ 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 
Arthur L. Faubel is secretary-trea- 
surer of the manufacturers’ asso- 
ciation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Southern Wholesale Hardware Assn., 
meeting in joint convention with 
the American Hardware Manufac- 
turers Assn., April 19-23. at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. T. W. McAllister is 
managing director of the whole- 
salers’ association with headquar- 
ters at 814 Metcalf Bldg., Orlando, 
Fla. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with headquarters at 342 Madison 
Ave., New York 17, N. Y. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, 1954, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., One North LaSalle St., Chi- 
cago 2. Secretary, G. Marvit Shutt. 


Sports Show, National Winter Sports 
Show, May 24-27, at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St., 
New York 10, N. Y. 


Store Modernization, Building and 
Maintenance Show, June 9-12, at 
Madison Square Garden, New York. 
Sponsored by Store Modernization 
Institute. 


Woven Wire Products Assn., semi- 
annual convention, April 26-28, at 
the Grove Park Inn, Asheville, N. C. 


(Continued on page 100) 








Permanent 
Mold 
Casting 





All Turnbuckles, Inc. turnbuckle bodies are 
now made by permanent mold casting, just 
like fine aluminum cookware. It results in a 
denser body thot is stronger, as well as 
satiny smooth and bright. 


CHECK THESE FEATURES 


1. ALUMALOY bodies with steel hooks and 
eyes do not corrode and freeze as iron 
bodies do; ALUMALOY remains a turn- 
buckle. 


2. All hardware type turnbuckles are only as 
strong as the hooks and eyes. ALUMALOY 
castings will not strip threads or break 
before hooks or eyes open on pull test. 





3. ALUMALOY is ligkt in weight, saving 40% 
for both distributor and dealer in freight 
charges. 

4. Threod size is cast into ALUMALOY body 
for easy identification. 





5. ALUMALOY turnbuckles are packed one 
dozen in strong, attractive, easy-to-identify 
boxes with both ends labeled. 





6. ALUMALOY turnbuckles are unit packed in 
one, two and three gross shipping con- 
tainers for easier handling and checking. 


7. Attractive ALUMALOY turnbuckle display 
panels are available (over 50,000 now in 
use), 








One Good Turn (Buckle) Deserves Another 


urnbuchls 
TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 


FACTOR®® GRAND BEACH, MICHIGAN 
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NEW | 


Adjustable 


WEED CUTTER 


Patent No. 71 Pending 
™ 


At last - an easy to use | 
weed cutter, for cutting / /j 
tough weeds and light 
bushes, that is adjustable 
in length and cutting 
angle to fit your custo- 
mers’ need and prefer- 
ences. Cuts both ways. 
Available in plain or 
serrated blades which, 
because of elastic stop 
nuts that won't freeze 
to bolt, are easily 
removed for sharp- 
ening. Order from 
your jobber - dis- 
play them with 
FREE folder-then 
watch them SELL. 




















LITTLE GIANT 
No. 71 


Simple adjustment changes length 
of handle for tall or short men 
and changes angle of cutting blade 
for cutting any terrain. Made of 
the best materials to stand hardest 
usage. Over-all length 42”. 


WRITE for FREE Catalog 


FREE SHIRT 
If Mr. James Fenton of Seitz Hard- 
ware Co., Dayton, Ohio, will write 
giving us his shirt size, we will 
send him, without cost or obli- 
gation, a famous Hathaway shirt. 


NORTH WAYNE TOOL CO. 
Oakland 1, Maine 
“Made in Maine-Sold the World Over” 
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Regional Events 


New England Housewares Show, April 
12-14, at the Mechanics Bldg., 111 
Huntington Ave., Boston 16, Mass. 
Sponsored by the Housewares Club 
of New England, Mechanics Bldg., 
Boston. The Club is also sponsoring 
Housewares Week in New England 


from April 26-May 2. 


Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club 
June 11-13, at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son, P. O. Box 386, La Feria, Tex. 





State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 3-5, at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg, Bir- 
mingham 3. 


Carolinas, Hardware Assn..of, conven- 
tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C 


Florida Retail Hardware Assn. joint 
convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn. joint 
convention and exhibit with Florida 
Retail Hardware Assn., April 12-14 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Iowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 9-10 at State 
Fair Grounds, Des Moines, Iowa. 
Convention headquarters Savery 
Hotel. Secretary, Philip R. Jacob- 
son, Mason City. 


Louisiana Retail Hardware Assn. in 
joint convention with Mississippi 
Retail Hardware Assn., May 3-5, 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, 
Miss. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel, exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 


Mississippi Retail Hardware Assn., in 
joint convention with the Louisiana 
Retail Hardware Assn., May 3-5, at 
the Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 





Street Sign Invites Parking 


Although there are no parking 
meters in front of its store, Cant- 
well Hardware & Appliance in 
Rockford, Ill., shows a large sign 
near the curb that invites “Cus- 
tomer parking in rear.” 

This friendly invitation shows a 
large reproduction of the firm’s 


CUSTOMER 
PARKING 
IN REAR 





name in color and serves to call the 
attention of fast-moving vehicular 
traffic to the location of the store. 
It also reminds customers that on 
days when parking area is at a pre- 
mium in the district there is ample 
free parking space in back of Cant- 


well’s. 
So! 


Sign reminds people that Cantwell's provide free parking space. 
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ashington 
NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Remaining Price Lids 
Are Wiped Out 


OPS in Amendment 1 to GOR 44, 
effective March 17, lifted whatever 
price ceilings it still had in effect. 
Thus, for the first time since the 
start of the Korean war, business- 
men can function without govern- 
ment control over prices. 

This final decontrol order was 
the seventh and final step in com- 
pliance with President LEisen- 
hower’s directive for an orderly de- 
control program. 


Rail Carriers Ask 
To Keep Rate Rise 


The nation’s railroads have asked 
the Interstate Commerce Commis- 
sion to make permanent the tem- 
porary rate increase authorized on 
April 11, 1952. Increases averag- 
ing 15 pet were authorized by the 
ICC at that time, but railroads say 
that exceptions and _ hold-downs 
limited the increase to an average 
13.2 pet. The higher rates will ex- 
pire February 28, 1954, unless ex- 
tended or made permanent. 


Hearings Begin On 
Parcel Post Increase 


Interstate Commerce Commis- 
sion has scheduled hearings, be- 
ginning April 14, on Post Office 
Dept. proposal to increase parcel 
post rates by an average of 35 per 
cent. If the increase is approved 
by the ICC, the higher rates would 
probably become effective in June. 

Heaviest increases would be on 
packages weighing more than 10 
pounds should the rates be ap- 
proved as submitted. The rate hike 
is estimated to cost business and 
the general public something like 
$130,000,000 a year. 

Meanwhile, Postmaster General 


HARDWARE AGE, APRIL 2, 1953 


Arthur E. Summerfield has ordered 
indefinite postponement of a 20 
pet surcharge on oversized parcel 
post packages. A study of the mat- 
ter is being made, but no further 
action is expected until it is seen 
whether Congress intends to re- 
store this year the previous weight 
and size limits. 


Approve Hog Bristles 


As Non-Communist 


Hog bristles are the first com- 
modity to be certified as non-Com- 
munist in origin and allowed to 
enter the United States from Korea 
under a new agreement between 
the Treasury Department and the 
Republic of Korea, the department 
has announced. 

The new agreement is the fourth 
negotiated under the foreign assets 
control regulations of the depart- 
ment aimed at blocking entry into 
the United States of Communist 
Chinese goods disguised as prod- 
ucts from another country. 


Wax, Polish Trade 


Rules Get Hearing 


The FTC will hold a hearing 
April 16 in Washington on pro- 
posed trade practice rules for the 
floor wax and floor polish industry. 

The proposed rules were issued 
on March 16 by FTC, and opinions, 
suggestions, or objections, may be 
submitted by letter, memorandum, 
brief, or otherwise not later than 
April 16. On that day, FTC will 
hear oral presentations from any 
parties desiring to be heard. 

The proposed rules contain pro- 
visions for the proper use, as de- 
scriptions, of terms such as wax, 
slip proof, slip resistant, water- 
proof, water resistant, spot proof, 
and heavy duty. 


(Resume reading on page 11) 
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Bulls-eye 
control of 
weed spray 


SAVES CLOVER! 


KILLS dandelion, plantain and other 
broad-leaved pests way down to the 
root tips. Just place point on weed... 
press lightly ... release... and meas- 
ured dose of spray (2,4-D or other 
weedicide) drenches weed. Use close 
to flowers, shrubs, without danger. 
Kills weeds as fast as you walk. One 
fill is enough for 1,000 weeds. Made 
of durable plastic and brass. Lasts for 
years. A sure-fire, fast-selling item. A 
Minnesota dealer sold 1200 in two 
weeks! Packed 6 in two-color, self- 
selling display carton. 


Suggested Retail, $1.98 
Slightly higher west of the Rockies. 


Ask your jobber 
DONALDSON COMPANY, INC. 


666 Pelham Bivd., St. Paul 14, Minn. 


a 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 105. 


(Continued from page 13) 
be worked to remove paint also 
serves as a platform for soaking or 
storing brushes —old paint sinks 
through the trap leaving grill clean. 
Old paint is removed by emulsifica- 
tion. Cleaner is non-inflammable 
and non-toxic. Attractive counter 
display is packed with quarts in 
cartons. Klean Strip Co., Inc. 


For more data circle No. 8 on postcard, p. 105 


Sandwich Grill 


Added to the Universal line, this 
sandwich grill and wafflemaker has 
two sets of quick - and - easy - to- 
change grids. It opens flat for sur- 
face cooking and grilling. Star- 
shaped, one-piece heavily coiled 
heating element of nichrome con- 


struction gives even heat distribu- 
tion. Inconspicuous, aluminum drip 
tray catches excess grease. Finished 
in heavily - plated, high - polished 
chromium over nickel on steel base, 
it has plastic trim with handle of 
black plastic, resistant to heat, and 
fabric-covered cord 6 ft. long and 
detachable. Current 110-120 volts, 
750 watts, AC or DC. Retails for 
$19.95. Landers, Frary & Clark. 


For more data circle No. 9 on postcard, p. 105 


Exterior Paint Roller 


This exterior home paint roller 
is for painting outside of homes and 
is also adaptable to interior paint- 
ing. It uses all types of paints, in- 
cluding oil, water-base, rubber-base, 
and aluminum, and can be applied 


102 


to clapboard, shingle siding, and 
other smooth surfaces, and with 
special long-nap roller cover, to 


i 
_ 


ans p97 MUELL BT, 
ae 
BY £ 


stucco, brick, cement blocks and 
other rough exteriors. It consists 
of a tray-bucket, 51% in. roller and 
new-type lap painter. Enameled, 
covered tray-bucket is of heavy gage 
steel and holds more than 1 qt. of 
paint. Adjustable ladder bracket 
assembly holds tray rigidly to lad- 
der in any of four selected positions. 
toller and lap painter are Dynel- 
covered. E. Z. Paintr Corp. 


For more data circle No. 10 on postcard, p. 105 


Centrifugal Pump 


Modestly priced, this centrifugal 
pump is available in a large range 
of horsepower ratings. Called Se- 
ries WXH, it uses a standard-make 
motor and features precision 
ground shaft for smooth operation, 
bronze fully enclosed impeller and 
single stage, and suction units. 
Universal Mfg. Co. 


For more data circle No. 11 on postcard, p. 105 


Plastic Asbestos Tile 


Called Kenflex, this new multi- 
purpose vinyl asbestos tile comes 
in 14 decorator colors. It is grease- 
proof, alkali-proof, fire resistant 


and resistant to acids, cooking fats, § 
oils and gasoline. It comes in a ¥@ 


lightweight carry-home package, igs 


stron’; and flexible, and is not? 


brittle. Available in standard 9x9 
in. size, and in standard and \% in, 
thicknesses. It can be used in any 
low-grade installation and in base- 
mentless homes. Colors will not 
wear off and _ self-installation ig 
simple. Kentile, Inc. 


For more data circle No. 12 on posteard, p. 105 


Plastic Swimming Pool 


Measuring 12 ft. in diameter and 
with a capacity of 1,600 gal. of 
water, this Family Pool is large 
enough for swimming and shallow 
diving. Light in weight and dura- 
ble, inflatable vinyl plastic pool is 
laminated for added strength. It 
is portable and all seams are heat- 
sealed. Stand provides perfect 
shape and balance. It consists of 


slatted sidewall support that locks 
at the ends and forms a circle 37 
ft. in circumference; heavy gage 
vinyl plastic rim that is placed on 
top edge; one-piece inflatable plastic 
liner and safety bumper. Pool must 
be inflated by pump and has a drain 
for emptying. It comes in a box 
18% x 1834 x 24 in. and retails for 
approximately $100. Doughboy In- 
dustries, Inc. 


For more data circle No. 13 on postcard, p. 105 


New Cellophane Tape 


New Scotch brand transparent 
cellophane tape sticks six times 
tighter than before, is still thin, 
crystal-clear, and easy to unwind 
from the roll. It is supported by 
heavy national consumer advertis- 
ing that uses the theme, “It sticks 
at a feather touch.” Wound on a 
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No. 300 


KEY-IN-KNOB 


Priced to soll / 


Here is a feature-packed sales leader of the 
Dexter Line. Top quality, backed by the 
famed Dexter Lifetime Guarantee — at a 
popular price! Available Master Keyed 
at slight additional cost. May be ordered 
Master Keyed or Keyed alike with any other 
Dexter Disc Tumbler Sets. Write for a 
Dexter factory representative to call on you. 


INSTALLATION — 15/16” IS LARGEST HOLE. 


KNOBS REINFORCED WITH STEEL. LIFETIME GUARANTEED. 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


Maryectioens of Clmevicai Ohigiral Tibia Locks 


in Canada: Dexter Lock Canede Ltd., Guelph, Onterie 
in Mexice: Dexter Locks, Pleta Elegante, $.A. de C.V. 
Monterrey, Nueve Leon 








WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 105. 


plastic core, every inch is usable. 
Special counter cards, window post- 
ers and printed tape are available 
and feature “feather touch” theme. 





Rolls are packed in counter display 
carton, shown here with clipped-on 
counter card. Minnesota Mining & 
Mfg. Co. 


For more data circle No. 14 on postcard, p. 105 


Window Ventilators 


Occupying a minimum amount 
of space, two electrically reversible 
window ventilators have horizontal 
bars which help increase their 
shallow appearance. A 16 in. and 
20 in. model, they are finished in 
lustrous ivory and carry a plastic 
name plate in two colors. Both 
offer two speeds for exhaust and 
intake. Smaller model is rated at 
2000/1550 CFM and retails for 
$54.95. Larger model is rated at 
3000/1950 CFM and sells for 
$59.95. Also available is a new 20 
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in. non-reversible exhaust model in 
the same design which retails for 
$49.95. Berns Mfg. Corp. 


For more data circle No. 15 on postcard, p. 105 


Portable Barbecue Grill 


Milcor No. 100 portable barbecue 
grill is designed to fold into a flat, 
lightweight unit, easy to carry and 
store. All parts are permanently 
welded together, and there are no 
nuts, bolts or moving parts to lose. 
Grill unfolds ready to use. Fabri- 
cated from heavy gage steel, ribbed 
for extra strength, it has *%4 in. 
spaced wires, 11x17%4 in. cook- 
ing surface, sturdy *4 in. channel 





legs, and is entirely coated with 
weather-resistant aluminum paint. 
Inland Steel Products Co. 


For more data circle No. 16 on postcard, p. 105 


Lawn Mower Line 

Ranging from an _ inexpensive 
17 in. model to a 26 in. self-pro- 
pelled model, this rotary power 
lawn mower line features the 20 in. 
Heavy Duty model. It has Good- 
all-Lauson direct drive, vertical 
crankshaft engine, fully adjustable 
handle, removable safety guard 
and adjustable tail wheel. Other 
mowers in the line include the 20 
in. Standard, 18 in. Heavy Duty, 
18 in. Standard, 21 in. Self-Pro- 
pelled and 10 in. Trimmer. Goodall 
Mfg. Corp. 


For more data circle No. 17 on postcard, p. 105 


Steel Tape Line 


Chrome plated steel tape line hag 
greatly improved legibility because 
of blue-white background created 
by chrome plating which contrasts 
with the tape markings. Available 
with loop handle or retractable hook 
handle, they come in knurled-band 
steel cases covered with maroon 
leatherette. Called the Redhead 
line, they have fiush-folding push- 
button handles and precision cast 
winding drums. Each tape has 


sturdy translucent plastic carrying 
Range 


case. includes 25, 50, 175 





and 100 ft. tapes; feet in inches 
and eighths or in tenths and hun- 
dredths. The 50-ft. tape, shown 
here, retails for $4.50. Justus Roe 
& Sons, Inc. 

For more data circle No. 18 on postcard, p. 16 


Toy Aerial Ladder Truck 


Increased strength and added 
safety are among improvements 
made in this redesigned aerial lad- 
der truck. This scale model toy is 
patterned after American-La- 
France fire fighting equipment. 
Frame of truck is reinforced and 
ladder is made of die-cast alumi- 
num. Mounting of ladder rests on 
new turntable which can be rotated 
through 360°. It has heavier gear, 
ladder lock and ladder lifting 





(Continued on page 108) 
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Use this card for more 
information. Give Full 
Name and Address 


































A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 


Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 





| 
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FIRST CLASS 
PERMIT NO. 3% 
(Sec. 34.9 P.L.@R.) 
New York, N. Y. 














+ 


BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 








POSTAGE WiLL BE PAID 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After that use own letrerhead fully describing item wanted 


BY 


4/2/53 


Please send me further information on the WHAT'S NEW items, code numbers 


for which | have circled below. 


16 17 18 4&9 #=%2 21 22 0 «=23 a 25 


1 2 3 4 5 6 7 8 9 10 VW 12 13 14 15 
26 27 28 29 30 

33 34 35 36 37. 38 39 40 41 42 43 44 45 

56 57 58 59 60 


46 47 48 49 50 51 52 53 54 55 


72 





73 74 75 








CROSSES REE EEE EEE EEE EEE HER EEE EEE EEE EEE EEE ERE EEE EEE EEE EEE EE 


I Ms siti dind ii kidemememimuaoens 


FO ADORNS ceccvcvecccscceccccevccccseesenscccecccoceceeseeeseooeccoes 





































WN 


Here is the new Quick Check Card 


What it is . . . How it works 


Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the “What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


MOOOOOIIIW 


@ Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 


Rd AES SVXSVS SE SVTnns 


MO AAA 


ss 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 4/2/53, 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 A big help for busy 


1% 6 617:«18:« 19 «20 222K KG 8 dealers. Use this card 
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PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














BUSINESS REPLY CARD 


No postage necessory if mailed in the United States 











Be sure to give your 
full name and your 


full address. 


POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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Masonry Drill 


Sets 


Power Auger 


Bit Sets 





Now available to help increase your 
sales volume are a variety of attrac- 
tive show case dispensers, cabinets, 
stands, cases, kits and cartons that 
will stop store traffic and make it 
more convenient for your customers 
to select their Whit- 
man & Barnes drills. 













NEW YORK a 
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Contact Your Local W & B Distributor 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 
CHICAGO e¢ LOS ANGELES e 








Drill Dispenser 


y/ 
Power Auger Bit 


You will find profits increasing 


through the use of these exceptional 
merchandising packages of drills. 
When prominently displayed they will 
strongly influence your customers to 
purchase packaged assortments of 
popular drill sizes — increased sales 


means more profit for you. 


Write today for additional information on 
the many merchandising kits now available, 


< j ‘ 
Tood | Sim 21545 


“Makers of Qin 








HOUSTON 


Merchandiser 
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HELP YOUR CUSTOMERS AND 
INCREASE YOUR SALES! 
Tell ‘em WHERE fo caulk 


EXISEAL 


MPOUND 


CAULKING CO 





For Example——~\ 


Space between sill and founda- 
tion permits air leakage that 
causes cold floors—detracts 
from heating efficiency and 
costs money! Recommend 
caulking all around inside of 
cellar with FLEXISEAL 
CAULKING COMPOUND. 


Seal where window and door 
frames meet siding is broken 
as house ages—causes moisture 
entrance, decay and drafts. 
Recommend caulking around 
all frames with FLEXISEAL 








CAULKING COMPOUND. : 





Here are the places that 
generally require caulking with 


FLEXISEAL CAULKING COMPOUND 


{ Around door and window frames 
(particularly in masonry houses). 


Where wood trim meets siding. 


Edges and corners of warped 
clapboards. 


Where sill meets foundation wall. 


uh WN 


Where pipes or wiring enter 
house. 


Behind gutters (both above and 
below where gutter joins house). 


N OO 


Flashings around chimneys, para- 
pet walls, coping, joints of metal 
roofs, etc. 


Remember WHERE to use Caulking 
Compound and you'll make extra 
sales. Remember to stock FLEXI- 
SEAL CAULKING COMPOUND 
= you'll make many extra repeat 
sales. 


FLEXISEAL CAULKING COMPOUND flows 
readily, does not slump or sag, forms a 
tough, rubbery skin and stays soft under- 
meath for years. FLEXISEAL CAULKING 
COMPOUND is consistently good — every 
— meets and exceeds Federal Specifica- 
ons 


Order from your 


lobb 







or write the fac- 
x tory for information and 
prices on all FLEXISEAL Products. 


LANDEN PUTTY WORKS. Inc. 
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drum; operating ladder knobs are 
larger and more durable. Painted 
fire-red, truck has bell and simu- 
lated red light. Suggested retail 
price is $19.95 East of Rockies; 
$20.95 West of Rockies. Charles 
Wm. Doepke Mfg. Co. 


For more data circle No. 19 on postcard, p. 105 


Hedge Shear 


The No. 6 Doo Klip Hedge Shear 
now has thoroughly hardened and 
ground scalloped cutting edges, 
hollow ground faces and polished 
backs. Other features include 
lighter weight, better balance, a 
new spring device giving initial 
tension and increased ease of op- 





Shear also has_ shock- 
Lewis 


eration. 
absorbing rubber handles. 
Engineering Co. 

For more data circle No. 20 on postcard, p. 105 


Camp Grid 


Here is a heavy duty camp grid 
that is a collapsible fire grate with 
legs. Designed for wood fires, it 
measures 12x24 in. and folds flat 
for easy storage and portability. 
Known as No. 1224, it weighs 7 lb. 
Retail price is $3.75. Washburn 
Co. 





For more data circle No. 21 on postcard, p. 105 


Lawn Cart 


Called the Foldaway Cart, this 
five-bushel cart has a tubular steel 
folding frame and a two-tone can- 





vas duck basket on brackets. When 
lifted, basket can be closed like a 
traveling case to handle cuttings, 
leaves or other lawn trash without 
spilling. Frame holds cart upright, 
whether folded or extended. Cart 
easily converts to a light hand 
truck. Parker Sweeper Co. 

For more data circle No. 22 on postcard, p. 105 


Mothproofer 

Known as EQ-53, this new moth- 
proofing chemical formula is essen- 
tially a mixture of DDT and other 
chemical carriers in an easy-to-use 





> SIF FY ay 


nommpeoor ins 





emulsified form. It protects al 
washable woolens against moth and 
carpet beetle damage for at least 
one year or until rewashed. Called 
Jiffy Mothproof Rinse, it is added 
to wash water in the machine o 
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WANT ACTION? 
ACCURATE 


Friction, Rubber 
and Plastic Tapes 


ie profits 


INCREASE TAPE SALES with the two 
@ nationally advertised electrical tapes that 
ie enjoy a reputation for quality nationwide. 
ACCURATE tapes sell on sight 
because tape users everywhere recognize 
their superior taping qualities. Display 
ACCURATE TAPES prominently and 
watch your tape sales grow! Both 
Friction and Rubber are available in 





attractive display boxes. 





They're buying 
A PLASTIC TAPE 
— for speedier 3 







TOCKS AND AGENTS STRATEGICALLY 
SERVICE. For name of the representative in your 
‘= write Accurate Mfg. Company, Garfield, N. J. 


oe ACCURATE 


YOUR BEST BUY IN TAPE 


ORDER YOURS TODAY — 
LOCATED NATIONWIDE 
territory, and a copy of the n 





HARDWARE AGE, APRIL 2, 1953 109 























fora 
neater 
lawn 
with 
less 








Scalloped 
Blades cut 
clean...don’t 
bunch or 


tear! 


Di0-Kijo 


LAWN and GARDEN TOOLS 








BIGGER 
=o 
Cheres 


Dookie. j 


— and GARDEN 0... 





THE LEWIS 
wy ENG. & MFG 
co 





te 
Piri ing Shear 
» and Hedge Shear 


ALLIANCE, OHIO 








110 


















ee ee, ee 


to rinse water for hand washed 
woolens; it leaves no oily residue 
and no unpleasant odor. Used at 
the rate of one tablespoon for a 
pound of dry woolens. In two sizes: 
8 oz. with a list price of 79¢, and 
16 oz., which treats 48 Ib. of 
woolens, with a list price of $1.19. 
Royal Home Products, Inc. 

For more data circle No. 23 on postcard, p. 105 





Picnic Grill 


This picnic grill, Model No. 201, 
gives a flameless fire because of its 
built-in Draft-Check. When this 





new draft control is open, the draft 
holes in the bottom of the fire bed 
are exposed for fast fire starting; 
when control is closed, flameless 
fire will not burn too fast or too 
hot and will not char meat. Other 
features include 19 in. firebed, re- 
movable legs which fit compactly 
into firepot for easy carrying in 
handy carrying-case carton, com- 
bination grill and steak turner. 
Priced at $7.95, a copy of “How to 
Become an Expert Chef the First 
Time,” is given with each grill. 
Titan Mfg. Co. 


For more data circle No. 24 on postcard, p. 105 


Ventilating Fans 


New outside wall and ceiling 
ventilating fans have a removable 
outlet box kept firmly in place and 
outside of sleeve by two screws. 
Box is out of air stream where it 
cannot collect dirt and grease. Posi- 
tion of box allows wiring to be 
done more easily and quickly out in 
the open. Inset shows Model 1082, 
which comes in 8 and 10 in. sizes 
and retails for $28.70 and $33.95, 





NEW! 
AMAZING! SCIENTIFIC! 


SEEDER and SPREADER 


Insures a Green, Smooth Lawn 
by Uniform Spreading of : 

@ LAWN SEED 

@ DRY FERTILIZER 

@ DRY WEED-KILLER 


















SPECIAL 
FEATURES 


@ EASY TO OPERATE 


© LIGHT WEIGHT 
AND PORTABLE 


© PRECISION MADE 
FOR LONG LIFE 


© SUPER-FIMISH 


© WASHABLE AND 
EASILY STORED 


© COMPLETELY 
ADJUSTABLE 


© BUILT FOR YEARS 
{ 











PATCHY, BARE LAWH 


WRITE TODAY to 


2501 WEST HOMER STREET 


CHICAGO 47 ILLINOIS 








Build Lawn Supply 
"with 


Sales / 







@ Capitalize on the popularity of this 
handy lawn tool! Saves time and sore 
backs...cramped fingers. Makes edging 
fun, easy! Continuous scissor action. 4”’ 
rubber wheel. 48’’ hardwood handle. 


Shearing 
Action! 


with patented spring-set 
blade trims clean through 
grass or weeds... never 
digs or plows! The secret 
is in the spring. 


Dealer Sales Helps 


include colorful floor display stand, sales 

folders, catalog sheets and free news- 

paper mats... all to boost your sales! 
WRITE TODAY for complete details 
on three models and Bulletin HA42. 


ENGINEERING, INC. 
Am lex NEW CASTLE, INDIANA 
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NATIONAL HARDWARE WEEK PROMOTION 


yen \ 
Cash von LAlWn-BayY 
c | \ a. y 













Here’s tomorrow’s mower today, designed to provide 
you with a completely new grass cutting tool. Based 
upon a new knowledge of “grass dynamics’, the 
Via Sabet Lawn-Boy offers many truly challenging features 
2-cycle Iron Horse engine ‘ ar 
Sinsntt"Ghean Meng” Geabaeep ... features that make it America’s newest, most 
Weight-Only 35 pounds modern lawnmower! 

AVAILABLE IN 3 SIZES ... 18 inches - 21 inches - 22 inches 















Lamar, Missouri 
1 (J I would like to become a LAWN-BOY dealer 
2 J Send me sample 18° LAWN-BOY. Dealer price $70.13 


(Will be shipped by your nearest RP M LAWN-BOY Distributor 
and billed in accordance with his established procedure) 


3 £) Send me more information on LAWN-BOY 


nO 
MY NEAREST OR PREFERRED HARDWARE JOBBER IS._.__ _-¥__ 
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THE 


STURDY-KART 


BUILT TO LAST 


EXPANDED STEEL BODY 


SIX INCH STEEL 
DISC WHEELS 


WITH INCH WIDE 
RUBBER TIRES 


TWO SIZES 


550 
AT RETAIL 


x COLORS 
GREEN AND ALUMINUM 





IMMEDIATE DELIVERY 
J. C. GOSLING CO. 
325 N. WELLS CHICAGO 


FIRST TO PROMOTE THE SHOPPING CART 
IN AMERICA 




















BENNETT - IRELAND IN 
4 r 4 


+ NORWICH NEW YORK 4 





Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for----------- 


catalog and full profit details... 
Bennett-lIreland Inc. 
Norwich, N. Y. Dept. 453 North St. 


Send me catalog and information on 
Flexscreen. 





eee eee eee eee eee seeeeeeeeee 








WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 105. 


respectively. Completely automatic, 
its round telescoping tubes are ad- 
justable to fit any wall thickness 





from 414 to 14 7/16 in. Fasco In- 
dustries, Inc. 


For more data circle No. 25 on postcard, p. 105 


Barbecue Brazier 


Called the Fire Bowl, this bar- 
becue brazier features a portable, 
black wrought-iron base. It is 
space-saving, has a _ removable 
brazier bowl that hangs on a wall, 
and legs that fold up and stand in 








a corner. Bowl can be used for 
fireplace cooking, or on the ground 
as a heater for outdoor gatherings. 
Model No. 1800 has heavy-gage 
stamped steel bowl 22 in. in diame- 
ter and is 6 in. deep. It retails for 
approximately $18.95. DeLuxe 
Model No. 2200 has additional fea- 
tures, such as three-level manual 
control of grill and four-position 


Priced at 
Mell-Hoff- 


rotary locking device. 
approximately $22.95. 
man Mfg. Co. 


For more data circle No. 26 on postcard, p. 105 


Clothes Line Pulleys 


Of solid steel construction, these 
clothes line pulleys have deep 
grooves for sure seating of rope, 
smooth running wheels for easy 
rolling, and rust-resistant, lasting 





finish. They come in 3, 4 and 5 in. 
diameters, and are guaranteed not 
to crack. Jaxon Wheel Co., Inc. 

For more data circle No. 27 on postcard, p. 105 


Garden Tractor 


Here is a garden tractor with 
automatic fluid transmission. Called 
Power-Flo, the automotive-type 
torque converter provides ease of 
operation and smooth flow of power. 
Transmission assures variable 
speeds both forward and reverse, 
free wheeling, and less shock and 
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When you sell the Griffin line of fine builders’ hardware, 
you sell a fast moving line . . . more sales— more profit. 
Griffin products are produced from highest quality steel, rolled in our own 


one mill, by experienced craftsmen. Griffin butts and hinges will bring increased 
e 
secea business into your store. 


k and When a customer asks for builders’ hardware, sell him Griffin . . . you'll 


be selling the best. 


aH. 
RI FFIN Weep Every DOOR NEEDS THREE 
-— MANUFACTURING COMPANY 
——GRIFFIN ODUCTS ee. PENNSYLVANIA ~~ CCC 


REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Bivd. 
Chicago 26, IIlinois San Francisco 3, Calif Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkwoy 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 


—.. 
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CAL-DAK TRAY 


High Profit! Fast Turnover! 


Cat-Dak tray tables pull in customers! 
Dealers testify they’re a sell-on-sight 
item. Price, construction and dozens of 
convenient uses combine to make 
Cat-Dak tray tables a must for build- 
ing profits. Sturdy and steady tubular 
steel frame topped with a beautiful 
full-color, clip-on tray...choice of 8 
floral and scroll patterns. Fits comfort- 
ably over the knees...folds flat for 
easy storage. Your customers will want 
several handy, inexpensive CaL-Dak 
tray tables for TV dining, buffets, bed- 
side stands, patio, etc. 

Only Cal-Dak Makes 

is the “Cal-Dak Tray” 


Fair Trade 
Price $2.95 
A Growing Line of 
Fine Housewares 






Cal-Dak 
Laundry Carts 
$3.95 - $4.95 


Cal-Dak 

Side Tables 

$1.95 

: ‘ 
Cal-Dak : 
3 Home 
Hand 
Truck 
$3.95 i 
— we 


Nationally 

; Advertised 
Cat-Dak specializes in products that make 
living easier for your customer and selling 
easier for you. Join the ever-increasing 
number of stores that are adding this profit- 
able, fast-selling line. 

Wrife for Full-Color Catalog Sheets on Complete Line 


CAL-DAK EhizioHeigns, illinois 
114 











WHAT’S NEW 


wear. Tractor starts instantly un- 
der full power and with maximum 
drawbar pull. Gear shifting, jerky 
starts and stalling are eliminated. 
One-piece curved handlebar, con- 
tour hood to protect engine from 
dirt, welded steel frame, 6-16 im- 
plement tires, and 3% h.p. Kohler 
four-cycle air-cooled engine are 
other features. Bready Tractor & 
Implement Co. 





For more data circle No. 28 on postcard, p. 105 


Four-Way Window Fan 


For use as window or floor unit, 
this new 16-in. four-way window 
fan has blades enclosed by five rings 
plus fine-mesh grills front and back. 





As floor circulator, the two-speed, 
double-duty fan is capable of circu- 
lating 3,200 cu. ft. of air per minute. 
As an exhaust fan, it blows hot air 
out of a room, sucking cooler air in- 
side. When not in use, the window 
may be closed. Called the 16GRWF 
Riviera, it is priced at $69.95. West- 
inghouse Electric Corp. 


For more data circle No, 29 on postcard, p. 105 


Infra-Red Broiler 


This Broil-O-Mat Rotisserie in- 
fra-red broiler fries, roasts, broils, 
barbecues, grills and toasts. It fea- 
tures an entirely self-contained re- 
volving motor-driven spit. Chrome 
plated inside and out, it will hold 
a large fowl or a 10 lb. roast. 
Stainless nickel plated spit rotates 
toward rear, eliminating splatter 
of juices. Six pronged Whirl-A- 
Gig skewer is easily attached to 
spit for barbecuing. It has bacon 
rack and aluminum drip tray that 


———AN ARTMOORE PRODUCT——, 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 


Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Rods 
—Selected, smoothly fin- 
ished hardwoods—Snag 
proof — Metal parts 
rust-proof plated. Lift 

the Rod Holder and 
Tripod Legs open auto- 
matically. Collapses 





























compactly for quick storage in small 
space. Ideal for in-between washings, 

lingerie, diapers, etc. A step saver 
alongside ironing board. Suggested retail 


only $3.75. 
Rockies. 


Slightly higher West of the 


See your jobber or write 


ARTMOORE CoO. 


Dept. HA-44, 1913 North 3rd Street 





Milwaukee 12, Wisconsin 





























@Bright, 2-Color 
Printing 

@Clear, Selected 
Woo 

@Easy, Depend- 
able Action 

@Automatic or 
Slot Set. 





McGILL METAL PRODUCTS CO. 
MARENGO ILLINOIS 
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co _ ~ feec4...or “you can't please everybody, 
1 Street aS * <= Be) ~—so we'll go on trying 


to satisfy you” 





Once UPON A TIME an inventor devised a mop wringer pail that 
dry-wrung a mop with the touch of a toe. 


It had no springs or mechanisms to get out of order. It wouidn’t tip, 
) and allowed plenty of room for the mop. Its simple one-foot opera- 
( NG tion kept housewives’ hands out of dirty mop water. 


Then Mr. Inventor took his masterpiece to a leading metalware 








¢ manufacturer. That’s us. We made it light enough for a housewife 

—and strong enough for a janitor. (All parts are hot-dipped galva- 
| nized.) And we gave it hard maple rollers capped with steel ferrules. 
EM : Then we advertised it nationally. It won the Good Housekeeping 


Seal of Approval... and the acclaim of dealers and their customers 


— everywhere. 


ee All except manicurists. We’re sorry, for their sake, that De Luxe 


epend- Mop Wringer Pails are so kind to fingernails. 


tion 
ages MORAL: Save your customers’ manicures and build volume. Order 
De Luxe Mop Wringer Pails from your jobber today! 





SCHLUETER MFG. CO. 
ST. LOUIS 7, MO. 


caret OR 4 RiFunp o 


A, @ Guaranteed by 
qy ~ Good Housekeeping 
2245 aoveanistd aes 
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~ 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 














Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8" O.D., 
gauges No. 28 to 3/8’, stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All! 

THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 
Your emergency re- 


quirements are our 
special concern. 







204 CONNELL AVE. 
\ JOLIET, ILLINOIS 

















Gl) a ee : 
ne ri dramatic COLOR 
geet - i's ia practical UTILITY 
__ salesmaking PACKAGING 

self-service DISPLAY 


THEY'RE ALL IN THE NEW 


Sharon 


PROFIT BUILDING SW-7-D 


COLOR KEYED 


KEY KITS 


© 7 sizes from .050" to 3/16" across flats 
® Alloy steel, heat treated 
© Each key color sized 


® Selector chart sealed in polyethylene 
case 


© Fits 32 sizes hollow head fasteners 


ASK YOUR JOBBER OR WRITE US 





Sy A 
Shawn Bott and Soha! Co. Foster 10 Yass. 
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WHAT'S NEW 





contains four egg wells. Model 
1621, it retails for $59.95 includ- 
ing tax. Model 1620, without mo- 


tor, revolving spit and Whirl-A- 
Gig, sells for $39.95 including tax. 





Rival Mfg. Co. 


For more data circle No. 30 on postcard, p. 105 


Incinerator 
Added to the Iron Horse line, this 
new incinerator features special 


built-in Air Flame tube (see cut- 
out) which shoots a column of su- 
perheated air into center of rub- 
bish mass. Called Combustionair, 
it develops temperatures of 1000°F. 
Complete load is consumed in 15 
to 20 minutes, with very little 
smoke. Wall-vent construction holds 
in flaming bits and promotes 
safety. Finished in heat-resistant 
Aluminum-Silicon, it is of all steel 








construction with heavy gage draft, 
bottom and supporting legs. 2% 
bushel capacity. Retails, $6.95, 
slightly higher in West and South. 
Rochester Can Co. 





For more data circle No. 31 on postcard, p. 105 
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‘ion holds FASTENERS PACKAGED 


romotes @ TAPPING SCREWS 
resistant @ MACHINE SCREWS FOR SHELF AP PEAL 


* all steel 
OSHS CERSWS You can’t ignore facts! Today’s competition 
@ THUMB SCREWS calls for the utmost selling power in pack- 
aged goods and every package of Central 
@ SEMS SCREWS Fasteners has inviting eye-appeal More- 
PHILLIPS RECESSED HEADS over, color coded labels enable your sales 
personnel to select the type of fastener, head 
STANDARD SLOTTED HEADS style and size at a glance. Consider that 








@ WING NUTS AND CAP NUTS Central Screw Company has been supplying 
precision-made fasteners for nearly half-a- 
@ HEXAGON AND SQUARE NUTS century. It all adds up to PROFITS when 
@ WASHERS you specify ‘“‘Central’’! 
LOS ANGELES, CALIF, | f~ CHICAGO, Itt, , KEENE, N.H. 








| 3 ayer epETrE Terrors meena 
SPAM (Caray CENTRAL SCREW COMPANY 


$6.95, OMA 3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
3028 £. ELEVENTH ST., LOS ANGELES, 23 CALIF. © 149 EMERALD ST., KEENE, N.H 


d South. 
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NO WASTE — Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 


LASTING “TACK” — Gold Seal sticks to the job 


under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 


dry out or smear the hands in hottest weather. 








hei a, FRICTION and RUBBER 

= TAPES — In either 10-roll 
cartons or single rolls. 
Every roll sealed in cello- 
phane, stays fresh. Jenkins 
Bros. (Rubber Division), 100 
Park Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber 
Tapes which also meet ASTM Specifications. 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 105. 


Water Systems 


For shallow or deep well, Centri- 
Jet “X” pumps are self-priming, 
and operate with only one moving 


part—the impeller. Motors require 
no lubrication and pumps are water- 
lubricated. Shallow well model is 
made up as packaged system: pump 
and 8 gal. tank, ready for installa- 
tion direct from carton. It pro- 
vides capacities to 480 gph. and 
measures 20x18x20 in. Deep well 
system, with 21 or 42 gal. tank, pro- 
vides capacities to 840 gph. Both 
single and twin tube injectors have 
been improved for greater efficiency 
and pump capacity. Red Jacket 
Mfg. Co. 


For more data circle No. 32 on postcard, p. 105 


Tailored Hat 


Added to the 1953 Congo line, 
this tailored hat is made of fine 
Moyra cloth in natural color with 
a brown braid trim that is attrac- 
tive and ventilating. Model 571, it 













is made in three adjustable sizes 
with elastic back. The Congo line 
comes in a wide range of styles, 
colors and fabrics for men, women 
and children. Brearley Co. 


For more data circle No. 33 on postcard, p. 105 































Paint Roller Cover 


Paint rollers in the DeLuxe and 
Scotty lines now feature covers 
with a snap-off, snap-on action 4 
that allows cover changes without 
touching cover being removed. 
Nylon and caps of special design 
make this possible and _ permit 
snapping on placement cover with- 
out use of nuts, bolts or screws. 
Covers are mounted on rugged, 
laminated cores which are solvent- 
proof and waterproof to hold shape 
and resist wear. Cover materials 
include Mo-ton, Dynel and DeLuxe 
Mohair which can be used with 






® With Gr 
get more Ov« 
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Protected f 
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enamels, water mix, oil base and 
rubber base_ paints. Wooster 
Brush Co. 


For more data circle No. 34 on postcard, p. 104 


Fly Reel 


Called the No. 45 Red Flyer, this 
fly reel has a lightweight but sturdy 
one-piece aluminum frame designed 
for long service. Dual line guides 
are smoothly polished and heavily 
plated. Made for both right and 
left handed use, it has a rigid, pil- 
lar-type spool with aluminum 
flanges. It features a smooth, silent 
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PIPE FITTINGS 
are easter to handle, easter to stock, easter lo sell 


® With Grabler Square “Gee” Pipe Fittings you can 
get more over-the-counter pipe fitting business because 
each fitting is clean, usable and’ salable. Package- 
Protected from rust, dirt and damage, each fitting 
impresses customers as a product of sound merit. One 
size and type of fitting and nipple packaged in a small 
carton; label plainly indicates type, size and number of 














ase and pieces. Grabler’s complete line of Packaged Pipe Fittings 
Wooster meets all requirements. Order Grabler Package-Pro- 
tected Pipe Fittings and Nipples from your wholesaler. 
card, p. 104 
THE G R A B L E R MANUFACTURING COMPANY 
6565 Broadway, Cleveland 5, Ohio 
yer, this 
t sturdy 
lesigned GRAB LER 
» guides THE SQUARE “GEE” LINE INCLUDES: 
heavily Malleable Fittings, AAR Fittings, Unions, Rail 
ht an d Fittings, Cast Iron Steam Fittings, Cast tron Drain- 
ya < age Fittings, Patented Drainage Fittings, Copper 
vid, pil- Game Tube Solder-Joint Fittings, Cast Brass Solder-Joint 
iminum Drainage Fittings, Steel Pipe Nipples, Hangers. 
h, silent 


REHOUSES: New York + Philadelphia « Atlanta « Pittsburgh » New Orleans + Dallas + Chicago * St.Louis + Minneapolis * Denver + San Francisco Los Angeles 
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NATIONAL'S Popular 


PACKAGED ~ 


WEATHER 
STRIP 





Is All Dressed Up 
And Ready To 


GO! 
In Its Smart 
NEW CARTON 


Because the home maker 
sees savings in time and 
money at a glance, Na- 
tional's Packaged Weather- 
strip for doors and windows 
has been a_ fast-moving 
item for years. 

Now, in its dapper new 
carton, it appeals to the 
eye as much as the pocket- 
book. 

It's the same high quality 
bronze, measured to fit one 


door or window (ample 
stock of standard sizes) 
without trimming. Com- 


plete with nail and screw 
supply and simple installa- 
tion directions. 


Send for Catalog Page A24a 


National Metal 
Products Company 


P. O. Box 9965 


e = Pittsburgh 33, Pa. 








Accurately manufac- 
tured from high 
grade materials, of 
sturdy construc- 
tion throughout, 
and backed by 
more than seventy 
years of BLAIR 
experience ... 
this efficient, 
durable mower 
will make 
both friends 
and profits 
for you. 




















reps 


watebiciin ‘oe 


MANUFACTU 


Telephone 


{ING CO 


22-7449 


SPRINGFIELD 7, MASSACHUSETTS 
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drag as well as the on-off click type. 
Of one-screw take-apart design, it 
has long-wearing, anodized finish. 
It weighs 3.5 oz. and has a spool 1 
in. wide and 2 13/16 in. in diameter. 
Ocean City Mfg. Co. 


For more data circle No. 35 on postcard, p. 105 


Knife, Scissors Grinder 


This electric mixer attachment, 
the new Sharp-edger knife and 
scissors grinder, fits all electric 
food mixers. It has an angle-guide 
that assures knives and scissors 
will sharpen to the correct angle. 
Metal parts are of plated, tempered 
steel and the sharpening wheels of 
special case hardened abrasive. 





Each grinder comes with instruc- 
tion booklet. Colorful counter dis- 
play carton contains 12 individually 
packed grinders. Valco Products 
Co. 


For more data circle No. 36 on postcard, p. 105 


Groove Joint Plier 


With adjustable openings up to 
5g in., this 6 in. groove joint plier 
is electro-chrome plated, full pol- 
ished, and individually boxed. 
Called the HL16 Diamalloy, it re- 
tails for $2. Diamond Calk Horse- 


shoe Co. 
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Deodorizing Lamp 


This high ozone producing de- 
odorizing lamp consumes only four 
increased 


ultra 


| 


watts yet emits 





switch 


Bimetal 
automatically opens once lamp has 


violet radiation. 


started, sending more energy 
through the are and producing 
greater radiation. It requires no 
starter but operates off small choke 
ballasts. Called the G4S11, it must 
be operated in fixtures such as the 
one shown here, also available. 
Sylvania Electric Products, Inc. 


For more data circle No. 38 on postcard, p. 105 


Fast Drying Enamel 


This new, fast drying enamel 
paint is free of lead pigments and 
toxic ingredients and can be used 





on all surfaces where regular enam- 
els are used. Recommended for 
surfaces which are exposed to in- 
fants and children, crib, play pen, 
nursery furniture, etc. Simple to 
apply by brush or spray, it dries to 
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Russ Lewis says, 


‘Lots talke sense about making money in'53 


“1953 could be rough on sales and profits. In fact, market 
saturation figures bear this out. For example, 





ducing de- : ) 
s only four Radic 99 Washer: 
ased ultra Refr rator 87 Water System 


Water Heater 78° Vacuum Cleaners 





“But Water Softeners Have Only 10°, Saturation!’ 


‘‘Water softeners can be your biggest profit maker in '53. They 


offer you a chance to lick the problem of a competitor on every 
and big 


‘ 


corner, restricted markets, trade-ins, service headaches 


inventory investment! 


‘‘Water softeners are needed in 32 of 48 
States. In fact, most States have over 7 grains 


average hardness.” 

















al switch ia 
were M ‘ 
eter FAIRBANKS-MORSE ; 
juires no q 
all choke F 
» it must F 
*h as the P 
available. 
8, Ine. are easy to demonstrate convincingly; can be sold on the strongest of appeals ¢ 
ne —saving money; have virtually no installation problems; need little post-sale 
service; raise no problem of trade-ins; priced for cash sales or short-term time t 
payment plans backed by an American business house with an enviable record 
enamel of fair dealing for the past 123 years. 
ents and 
be used *'We give full selling co-operation”’ 


display materials, radio spot announce- 
ments, etc. 


Consumer advertising in general and 
. farm magazines. 

Effective, fair, cooperative local advertis- 
ing program. 


Free-literature—folders, envelope stuf- 
fers, cards, etc. 


Free mat service. Water-softener test kit—at cost. 





Sales training film for educating your 
sales force in selling Fairbanks-Morse 
softeners. 


Provide at cost—in some instances, with- 
out cost to you—window, counter, store 


Fairbanks-Morse 1953 De- 


luxe Water Softener. Other 


models available. 






1. 413, Morse & Co., 
Chicago 5, Illinois Michigan Ave., 


coupon 
Russ Lewis: Send 


F FAIRBANKS-MORSE 
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75-PIECE CHEST OF BEAUTIFUL STAINLESS...RETAIL °59°° 


Shop the Stainless Market and you'll not find any more beautiful Stainless than that 
made by Imperial. Triple graded, highly polished, fully bowled—the lovely patterns in both 
traditional and modern challenge sterling in beauty and finish. Now also packed in 50 and 
75 piece chests, it is a “big ticket” item that will flatter your counter... boost your sales 
figures. Other packings in display boxes and attractive vinyl cases make sales easy. It will 
pay you to feature this fine tableware...ask your distributor or write direct... today. 


— —- 


WHAT SALES FEATURES! » WHAT DELUXE CUTLERY! 


This is it... Fine cutlery with all the features you want for quick, easy sales—count them; 
1) Heavy gauge, high carbon stainless blades...2) Frigid Tempered for extra hardness 
3) Hollow Ground...4) Strata-wood Handles...5) “Book” Packaging. What more 
could you want—a good price—it has that, too. This set, No. BS-2, retails for only $10.00. 
A 10-piece set, No. BS-1, retails for $20.00. Add the “Good Housekeeping” Guarantee 
Seal to all that and you have merchandise that will make you sales dollars. Ask your 
distributor now about Imperial Veri-Sharp DeLuxe or write direct for information. 


ey 


Imper LAL KNiFe ASSOCIATED COMPANIES, INC. 


PROVIDENCE, R 1 


General Sales Office: 1776 Broadway, New York 19, N. Y. 


ONE OF THE LARGEST PRODUCERS OF CUTLERY IN THE WORLD 
Impero Y Snerp C 
Impe Sharp Ho 


Stainiess 


Je.uxe Hou e'o'd C ry me sack master Pocket Knives 
U Porket Keoves 


Schrade Waiden 


sehod Cutevy 


abieware by imperia Pocket Knives 


WHAT’S NEW 


a hard high gloss in four hours. It 
can also be used outdoors since the 
colors are non-fading, weather-re- J 
sistant and will hold their high 3 
gloss. Available in 18 decorator 
colors, it sells for $2.26 per qt. 
Sapolin Paints, Inc. 

For more data circle No. 39 on postcard, p. 105 





New Paint Colors 

Featuring four new colors: Fla- 1 
| mingo, Sandalwood, Caprice Yel- 
low and Ramona Green, these Col- 








or Companion inserts illustrate the 
colors added to the Super Kem- 
Tone line of paints. Matching 
shades are also available in Kem- 
Glo enamel. Four harmonizing col- 
ors are shown on the insert with 
each new color, suggesting possible 
color combinations. Inserts are 
supplied to purchasers of the Sher- 
win-Williams Style Guide and Col- 
or Companion. Sherwin-Williams 
Co. 


| For more data circle No. 40 on postcard, p. 105 





| Wrench Sockets and Parts 


Complete selection of sockets and 
parts with % in. square drive have 
been added to the line of Life-Time 
wrenches. Included are sockets in 
both the double hex or 12 point pat- 
tern as well as the double square or 
eight point style. Double hex sock- 
ets come in standard and deep wall 
models. Sizes range from % in. to 
1144 in. for double hex sockets and 
from 7/16 in. to % in. for double 
| square sockets. All sockets are 

forged from special analysis alloy 
| steel, heat treated and have a 
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This is it! The lockset you’ve been looking for... 
LOCKWOOD’S GREAT NEW C SERIES 


FINEST QUALITY LOCKSET IN LOW-PRICE FIELD 





ATTRACTIVE ...EFFICIENT...COMPLETE LINE 





(C) ~ (D) 


Functional styling is the keynote of the beauty in Craig design C Series locksets. 
(A) The plain knob, as used on latch sets for passage doors, is hydraulically formed in 
one piece to an unusually attractive shape. Its contour: in profile reflects -its quality 
and durability. (B) The push button on the inside knob of bathroom and bedroom 
privacy locks is neat in appearance and snappy and positive in function. (C) The turn 
button for the inside of cylinder locks is easy to grasp and operates with exceptional 
ease and precision. (D) Cylinder sets have full-size, solid brass 5-pin cylinders. This 
provides full security, permits master keying with other 5-pin Lockwood cylinder locks 
and assures continuous performance under adverse climatic conditions. 


-.-and at last A NEW LOW IN COST OF INSTALLATION 


(B) 





LOCKWOOD HARDWARE MFG. CO. 
FITCHBURG, MASS. 
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WHAT’S NEWRE YOU'LL MAKE A SALE 












OF... WHEN you CAN SAY. 


‘Sure, 


WE'VE GOT 
KESTER 
SOLDER” 


@ For more information 
on these products and 
services use free post 
card on page 105. 








chrome plated finish. Parts and 
handles include extensions and flex 
handles of various lengths, 
adaptors, universal joints and an 
improved reversible ratchet with 
only three working parts. Billings 
¢ Spencer Co. 


For more data circle No. 41 on postcard, p. 105 


Chain Saw 


Called Model 30, this gasoline- 
driven chain saw can cut within 
4, in. of the ground. It features a 











Your customers know Kester Solder. They’ve seen it 
advertised for years, and they know Kester Solder’s 
reputation for top quality and matchless 
performance. Confidence in a product builds 
sales... that’s why it’s good business for you 
to stock the best— Kester Solder. 


THIS IS OUR ACID-CORE SOLDER 


The ideal Flux-Core Solder for 
general work about the home, on 
the farm, in the small or large shop 
—anywhere. Made from new 
metals only. On 1 Ib. aad 5 Ib. 
eon KESTER RT spools ...the economical sizes. 
two-cycle air-cooled engine, anti- | SOLDE y . 
friction ball and needle bearings, | 
die cast aluminum cylinder and 
two-piece crankcase of permanent- 
mold casting. It has forged steel 
connecting rod for needle bearing 
use, aluminum alloy piston, fly- 
wheel type ignition with high ten- 
sion magneto and built-in fan, 
standard float type carburetor and 
fully automatic clutch. Of 20 in. 
size, it has alloy steel cutter bar 
and Oregon chipper chain. Retails, “Soldering Simplified,” 
$228.50. Lombard Governor Corp. | adie sae Sipe ~ ann 
For more data circle No. 42 on postcard, p. 105 thing. Write for your 





«THIS IS OUR PLASTIC ROSIN-CORE SOLDER 


Finest for all electrical, radio and TV 
work. No corrosive after-effects . . . no 
electrical leakage. Same as used by 
original equipment manufacturers, 

On 1 Ib. and 5 Ib. spools. 


FREE! 16-page booklet 


supply today! 
Improved Wood Rules 


Master Guardsman wood rules 


now have a thicker stick, 1/32 in. 459047 EESTER c NY 
wider, which increases the overall an Barter 90 rang . 
rule size only slightly but increases SOLDER Newark 5, New Jersey @ Brantford, Canada 


its strength at vital stress points — a aa - 
es in | Sell KESTER and you soll the BEST] 


almost two-fold. Other features in- 
125 








clude spring clamp, complete 
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THE 






ALCO 


MODEL 56 


a 


AMERICA’S 


Smarttgt— 


M, * LOOR FAN 


SELL FASCO...the Floor Fan with 
FEATURES YOU CAN PROVE! 


FEATURES? You name it... 





Fasco’s got it! And Fasco’s got 


the features you can prove. Look at the New Fasco Model 56 
floor fan. Smart, dependable, efficient, powerful. 

Designed for good clean sales and plenty of them. Stock the 
complete line. Your customers know and prefer Fasco. 


Just show ’em.. 


IMPROVED MOTOR EFFICIEN- 
CIES—Extra powerful shaded- 
pole induction type motor de- 
livers 3500 CFM at highest speed. 
No radio or TV interference. 


ua 


ALL ALUMINUM BLADES — 
=f Design and pitch are balanced to 

= motor out-put for maximum air 
delivery and whisper-quiet per- 
formance. 


] 


EXCLUSIVE DUSTPROOF BASE— 
Solid base prevents pickup and 
circulation of floor dust. Only 
Fasco has it! 


FEATURE FASCO FANS .. - 
THE as CUSTOMERS WANT 












. you'll sell ’em. 


NEW EYE-APPEALING COLOR— 
Cool blue-grey finish, color-tested 
by consumers to harmonize with 
all surroundings. 


Cia) 


POSITIVE FIVE-YEAR GUARAN- 
TEE—Model 56, and all Fasco 
Deluxe Models, unconditionally 
guaranteed for five years against 
mechanical and electrical defects. 


(iat 


FREE tRAFFIC STOPPERS 


Eye appealing heavy 
duty cards in bright 
golden yellow and 








blue-green tell the 
whole story. Oscillat- 
ing fan display ac- 
12” or 16” 


cents 10”, 
Fasco fans. 


1543 Augusta Street 
Rochester 2, New York 





~ 


MANUFACTURERS OF THE ONE COMPLETE FAN LINE CUSTOMERS WANT 





WHAT'S NEW 


weather seal, and hard, durable 
finish. Each rule is unconditionally 








guaranteed against breakage in 
normal use. Master Rule Mfg. Co., 
Inc. 

For more data circle No. 43 on postcard, p. 105 


Wall Covering Patterns 


Added to the Gold Seal Congowall 
line, this Cross Stitch design in 4% 
in. squares comes in three patterns 
of enamel surface wall covering. 
Cross Stitch W21, gray and yellow, 
is called Cottage Gray; Cross Stitch 
W22, a green monochromatic, is 
called Village Green; Cross Stitch 
W23, blue and pink on white, is 





called Winter White. All three are 
available in the 54 in. width. Con- 
goleum-Nairn, Inc. 

For more data circle No. 44 on posteard, p. 105 


Screwdriver Handle 


Resistance to torque and pene- 
trating force has been increased in 
the Hold-E-Zee screwdrivers with 
a new blade-locking method. It 
features a precision-molded hex- 
agonal block of tough plastic which 
drive-fits with extremely close tol- 
erance into a hexagonal cavity in 
the transparent, insulating handle. 
Plastic. insert, or Lok-Blok, con- 
tains a hexagonal cavity into which 
the screwdriver blade drive-fits 
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assures no driving of blade into the 
handle. No price increase because 


RT ce emo 





of improved handle. Upson Bros., 


Inc. 
For more data circle No. 45 on postcard, p. 105 


Adjustable Weed Cutter 


Here is a 42 in. weed cutter easy 
to adjust in length and cutting 
angle to fit different needs. Comes 
with plain or serrated blade that 


{> 
i7 





cuts both ways and is easily re- 
moved for sharpening. Colorful 
consumer folder and newspaper 
_ available. North Wayne Tool 
0, 

For more data circle No. 46 on postcard, p. 105 


Electric Sewer Cleaner 


This electric sewer cleaner, called 
No. 420 Sewer Master, is a power- 
ful, low-cost machine that weighs 
less than 100 lb and will easily fit 
into the trunk of a car. It clears 
obstructions 100 ft or more from 
sewer entrance. Four large rubber- 
tired wheels and two-position han- 
dle make it easy to move up and 
down stairs. In operation, cutting 
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with the same close tolerance. This 











“NO, NO! A HALF-INCH WASHER!” 





Home mechanic Martha knows just what she wants 
but she has a tough time making it clear to Hardware Harry. 
Many such slight misunderstandings can be 
avoided .. . and a great deal of energy and time saved 
... with a self-service Lamson BOLT BAR. 
Recent tests in hardware stores prove that the BOLT BAR 
stock turns over an average of 6 times a year. This is all 
additional business over and above normal bolt and nut sales, 
So do yourself a profitable favor. Invest in a modern 
Lamson BOLT BAR. It will save you hours of time, 
needless trouble and turn a neat extra profit to boot. 


‘e=e ) 
f 15 ws 


Your Lamson distributor 





can give you the whole 
story ... or write us direct. 


“Zhe LAMSON & SESSIONS @. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham + Chicago 





Sasson 


106 most popular sizes 


The modern way to sell bolts and nuts 
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YOU MUST 
MAKE MONEY 


PAINT 
ROLLERS 


because 


| GUARANTEE 
YOUR SALES! 


N OW EARN 


50% MORE with % 


yi 


DAVID |. WELT LESS INVENTORY with 
American frod. Co. this 6-Point PROFIT 


PLAN featuring: — 


He SALES GUARANTEE 

we FREE DELIVERY 

He RAPID SHIPMENTS 

x TEN REPS. 

He SIMPLIFIED 
MERCHANDISING 

x EXCLUSIVE SALES 
FEATURES 


Get all the details 
on this profit-making 
plan now. Just fill 
out and mail coupon 
below. 





WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 105. 


tools are attached to coiled spring 
“snake,” securely held and revolved 
at any distance from sewer en- 
trance by its revolving chuck jaws. 





Snap switch reverses motor and 
snake action is maintained through 
control lever. Oster Mfg. Co. 
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Closet Rod 


This deluxe extension closet rod 
has welded seamless outside tub- 
ing for added strength, sturdier con- 
struction, and is_ buckle-proof— 


Upright Freezer 


This upright freezer, called the 
Upright 20, occupies less than 9 sq. 
t. of floor space, 48x29 in., and 
holds 770 lb. of frozen food. It can 
be carted through a 25 in. door with 
the freezer door taken off. It hag 
five-surface direct-contact freezing, 








modern styling with two-tone blue 
trim, new door design, and three 
door shelves labeled “Juice Bank,” 
“Tomorrow” and “Left Overs.” It 
is described as Model U2053. Ben- 
Hur Mfg. Co. 


For more data circle No. 49 on postcard, p. 105 



































@ Get this display without extra charge! 
it helps you sell. Holds a complete stock. 





@ Arsco Professional and Handyman 


have all the features that spell 

quick, easy sales for you. Stock 

up in time for the demand. 
Om me a A ee mm 


kits, as well as Industrial Rollers 
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no seams to open. End flanges are 
welded to the tube and will not 
shake, turn or pull apart. Tubing 
has bright plated finish; it resists 
rust and has smooth telescopic ad- 
justment for flexible fit. Four stock 
sizes provide storage capacity for 
areas ranging from 18 in. to 120 
in. Hall-Wessel Co. 


For more data circle No. 48 on postcard, p. 105 


Floor Cleaning Device 


Called the Doozit, this floor 
cleaning device is for use with the 
manufacturer’s floor cleaner or 
cleaning wax to clean and wax 
floors standing up. This redesigned 
model has a removable head that 
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For customers who want the best—the easiest to read 
Feature NOW the K&E Favorite WYTEFACE* Steel Tape. It’s 


easier to sell because it’s easier to read. Black on white, foot mark- 
ings in red. Men who want the best in steel tapes go for it. Favorite 
comes in 25’, 50’, 75’ and 100’ lengths, to suit every measuring need. All 
rugged, strong, rust-proof. It’s the first choice for sales! eTrade Mark 


KEUFFEL & ESSER CO. 


EST. 1867 
NEW YORK « HOBOKEN, N. J. 


CHICAGO e« ST.LOUIS e¢ DETROIT « SAN FRANCISCO « LOS ANGELES © MONTREAL 









You'll Agree 
HO “UNIVERSAL” 


fi 


IS BY LONG ODDS 
THE BEST LINE TO HANDLE! 


ARNETTE aN 
A thoroughly complete line for every hand-spraying and dusting 
application. 


Sold only through jobbers — with the same square deal for 
everybody — assures quick delivery and a full 50% mark-up. 














Finest designs and workmanship — products of the 
most modern factory manufacturing sprayers exclusively. 


Backed by sensible and effective merchandising aids. 

* 
Ask your jobber for complete details. You'll 
agree that UNIVERSAL is by long odds the best 
line to handle. 





UNIVERSAL METAL PRODUCTS CO.) 


SARANAC, MICH. 

















. manufactured in a variety of styles as shown— 
with shank sizes from 4%4” x 2” to 1” x 18”. Drop 
Forged Steel Bolts offer the full strength of bar 
steel, with weldless eyes that cannot open. Available 
in Self-Colored finish, or Hot Dip Galvanized, even 

including the threads! 


The W-C line of Heavy and 
Shelf Hardware also includes 
items ranging from Blocks & 
Pulleys to Drop Forged Steel 
Shackles, For complete informa- 
tion on the “Dependable Line” 
write today for your free copy 
of our new 1953 Catalog “M.” \e= 


WILCOX, CRITTENDEN & CO., INC. 
“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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WHAT'S NEW 


can be replaced with a fluffy cotton 
mitt to become a dust mop called 
the Double-Duster. It can be used 
with steel wool pads for cleaning, 
waxing and buffing, and with lambs 
wool pads for applying self-polish- 
ing wax. Retail price, $2.49. E. L. 


Bruce Co. 
For more data circle No. 50 on postcard, p. 105 





Fryer-Cooker 


Featuring the E-Z Cook Guide on 
the lid, which gives quick reference 
for many different foods, tempera- 





ture and time required, this fryer- 
cooker has a faucet that quickly 
drains liquid from appliance. Deep 
fryer and simmer cooker also has 
automatic heat adjustment with a 
jewel signal light. Easy-to-clean 
round well has four-quart capacity. 
Dominion Electric Corp. 

For more data circle No. 51 on postcard, p. 105 


Convertible High Chair 


Cosco’s new Model 14-E high 
chair is easily converted to a youth 
chair by removal of tray and foot 
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New! ROLLER DISPLAYS DOUBLE, 
EVEN TRIPLE BUSINESS* 


Eye-Catching Individual Display Box! 








Every Flo-matic combination is packed in this 
sales-exciting, individual display and carry-home box. 
Colorful . . . simple to set up. . . compact. 

Profit builder! 


*according to actual dealer reports 


PAINT 
ROLLER 


COMPLETE WITH Tray 
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The Rapid Turnover Floor Display Rack! 
A complete roller department in less than 
2% square feet. Only 40 inches high. Sturdy 
wire construction. Free of extra charge with 
$100 assortment of Flo-matic stock... 
your choice. 





Tells 'Em—Sells 'Em Tray Insert Sheet! 
Gives customers all the sales points crisply, 
convincingly—rollers sell themselves. Back 
of sheet gives buyer picture story on how to 


Display this rack with rubber base, water 
base and oil base paints; also thinners, 
cleaners, small brushes. Sell your customers 
all their painting needs from one compact 
department. 


guarantee “‘professional”’ results . . . cus- 


tomer satisfaction. 


Kusserset the ‘name ath lout gatanly Ainte-1878 


The Rubberset Company, Haynes Avenue & Lincoln Highway, Newark 5, N. J. 
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WHAT’S NEW 


rest. Constructed of steel; legs 
and arms are chromium plated. 
Upholstery available in red, yellow, 
gray crystal, or blue. Seat is 22 
in. high; tray, 29 in. Fair Traded 
at $14.95 in East, slightly higher 
South and West. Hamilton Mfg. 
Corp. 
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Paint Brush 


Called Util-A-Brush, this paint 
brush has a wrist-action handle that 
permits brush proper to be bent at 
almost any angle, allowing coverage 
over the many hard-to-get-at places. 
Flexible cable joins the wooden 
handle to the brush ferrule giving 
multiple-angle bending feature. Ad- 
justment of angle remains firmly in 
position until readjusted. Brush 
has lacquered handle, durable cable, 
and fine bristles. Available in 114 
in. width, it is individually carded 
on attractive three-color merchan- 











You can pick your pump to fit your needs 
from Universal's line of 300 pumps and 
water systems . . 
too — more water at lower cost, trouble free 
24 hour performance, easy installation and 
long-lasting service. Write for catalogue 
describing injector and centrifugal pumps 


and water systems for home, farm and 





coe TROUBLE 


\| FREE” 











dising card, and sells for 79¢ each. 


Fern-Wey Co. 
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Housewares Catalog 


Illustrating the manufacturer’s 
complete plastic housewares line, 
this 1953 catalog shows 45 items 
in natural color. Descriptions, spe- 
cifications, shipping weight, and 
prices are listed for all items. New 
items, never before cataloged, are 
also included. Catalogs are avail- 
able free upon request. Plas-Tex 
Corp. 


For more data circle No. 54 on postcard, p. 105 


Screw and Nut Driver Kit 


This all-purpose screw and nut 
driver kit, RT-14, includes seven 
nut drivers, two Phillips and three 
regular drivers with shank design 
for interchangeable use in one com- 
mon handle. Extension piece in- 
cluded in set lengthens reach of 
drivers by 5 in. All drivers are of 
high quality steel and handle is of 





break-proof, shock-proof Ambery] 
plastic. Leatherette roll has ties 
attached for keeping kit rolled up 
when not in use. Vaco Products Co. 
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(Resume reading on page 13) 





HOURS 
CONTINUOUS 
SERVICE 


UNIVERSAL PUMPS 


AND WATER SVSTE MS 


. and get these extras 
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A—Multi-Stage Pumps 
Larger volumes of 
water at high dis- 
charge pressures 
from depths to 300 
feet. 


B—Conrvert-!-Jet 
Shallow well, self 
priming, city pres- 
sures, convertible to 
deep well. 


UNIVERSAL MFG. CO. 


1440 SAN PABLO AVE. 
BERKELEY 2, CALIFORNIA 


There's a Universal for you ! ! ! 


2114 SOUTH 41st STREET 
LOUISVILLE 11, KY. 


Dept. HA4 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





, ne 


(Continued from page 13) 


pints (gun or knife grade), 12 
pints, 12 qt., 4 gal., and four car- 
of Speed Loads. Nu-Phalt 


tens 





asphalt cement may be substituted, 
or mixed with, Speed Loads. Mack- 
lanburg-Duncan Co. 
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Plastic Pipe Booklet 


This four-page illustrated book- 
let, “Carlon ‘L’ Rigid Plastic Pipe,” 
contains specific information on 
that type of pipe which has heavy- 
wall protection against byrst or 
collapse, high tensile and flexural 
strengths, and chemical resistance. 
It is guaranteed forever against 
rust, rot and electrolytic corrosion. 
Booklet discusses various applica- 
tions, how sections of pipe are 
joined and how they are connected 
to metal fixtures or established me- 
tallic pipe lines. Dimensional draw- 
ings and descriptions are included 
of the fittings made for use with 
the plastic pipe. Carlon Products 
Corp. 


For more data circle No. 57 on postcard, p. 105 


Sports Equipment Catalog 


Here is a 1953 Spring and Sum- 
mer catalog of athletic equipment, 
featuring new models and designs. 
Containing 32 pages of illustrations 
and descriptions, it devotes three 
full pages to official Little League 
baseball equipment. McGregor ten- 
nis rackets, tennis balls, golf balls 
and badminton equipment are also 
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Warwood Forged Tools are known 
as the standard for comparison 
wherever heavy hand tools are re- 


o- 


Deaper- Maynard 
Sports Equipment 





together with 
upon request. 


covered. Catalog 
price list are free 
Draper-Maynard Co. 
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Floor Machine Circular 
Complete new circular covering 
all applications of the Deluxe Main- 
tenance Machine serves as an insert 
to the folder on that floor machine 
model. Machine is. pictured scrub- 
bing, polishing, disc sanding, steel 
wooling, buffing and grinding. Cir- 
cular tells about new Deluxe Swing- 
Around handle and Safety-Grip 
switch for positive off-on action. 
Other photographs and copy show 
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quired. Correctly designed for agri- 
cultural, general construction and 
contracting work, road and street 
repair work and for mahy other 
uses, they represent the ultimate in 
forged tools. Enjoy an increased 
volume by making your store head- 
quarters for Warwood Tools. 








triiking Hammer 


Warwood Workmaushifs Makes he Difference 


WARWOOD TOOL COMPANY 
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AGRICULTURE and GARDENING 


RAILROAD TRACK MAINTENANCE 





TOOLS FOR: 
GENERAL CONSTRUCTION 






MINING and INDUSTRY 






- Wheeling, W. Va. 




















THE GLYNN-JOHNSON NAME 


is your assurance of 


‘slimes Seltipaclion/ 


Glynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
tomers will be... satisfied 
customers. ' 





SECURITY DOOR HOLDER 





DOME TYPE 
DOOR BUMPER 





TWO WAY CATCH 
DOOR HOLDER 
AND BUMPER 














ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 





4422 North Ravenswood Avenue . Chicago 40, Illinois 
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TO HELP YOU SELL 


and tell about rug scrubbing and 
bowling alley maintenance work 
with the help of Spray-Feed metal 
backed brush and dust pick-up unit. 








Machines come in 14, 16 and 19 in. 
brush spreads, with heavy-duty 
motors. Circulars free upon re- 
quest. American Floor Surfacing 
Machine Co. 


For more data circle No. 59 on postcard, p. 105 


Cabinet Display 


This four-color counter display 
is designed to boost the sales of 
bathroom cabinets. Made of sturdy 
materials, it displays the 1102FL 
Garfield model bathroom cabinet. 
Display requires no assembling. It: 
has a pocket for “take one” litera- 





ture. Display is free with the pur- 
chase of one model 1102 FL. Na 
tional Steel Cabinet Co. 


For more data circle No. 60 on postcard, p. 105 


Screen Hardware Display 


This three-color merchandising 
display, with items attached, fea- 
tures a complete representative line 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD ° 









“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” ‘STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
pote. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


a 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in yy 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. ey in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 





FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


CLEVELAND 13, OHIO 
















j 
i 
j 
f 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTOR 










SPECIALS 
furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 

















STORES 
need MORE 


ELECTRICAL 


OUTLETS! 


PLUGMOLD 
2000 with Snapicoil 














Is the FASTER, EASIER, 
CHEAPER way to provide 
multiple convenience 
outlets! 



















GOOD MERCHANDISING 
needs plenty of electrical out- 
lets . . . customers want to see 
how appliances work, how lamps 
look when they’re lighted. 


Plugmold 2000 gives you the out- 
lets you need—safe, perma- 
nent outlets that eliminate that 
hazardous tangle of extension 
cords. Plugmold provides a 
double outlet every 30 inches 
in a continuous run — closer 
spacings available if needed. 
Plugmold is readily mounted 
along baseboards, edges of coun- 
ters or displays— anywhere! 
Also available in 3-foot and 
6-foot factory-wired sections. 


Throughout every department 
—in offices where so many 
electric business machines are 
used — Plugmold provides out- 
lets right at hand. 


Write today for the free Plugmold 
2000 book! 


G ATP) , = . in 
WIREMOL, 
Makers of 


PLUGMOLD —- multi-outlet systems 
WIREMOLD- electrical raceways 


PANCAKE -overfloor raceways 


THE WIREMOLD CO. 
Hartford 10, Connecticut 
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of screen hardware and can be used 
for counter or window display. It 
is offered free with an order for $30 
worth of screen hardware. Items 





brace, 


include 
screen hangers, door latch, adjust- 


displayed corner 


able and non-adjustable spring 


| hinges, and snappy catch. Display 


| measures 2034 x 1534 in. 


| and 


is equipped with a sturdy easel and 
Also 
available are free newspaper mats 
imprinted folders. Stanley 
Works. 


For more data circle No. 61 on postcard, p. 105 


Lawn Sprinkler Packaging 


Old Faithful lawn sprinklers 
are now pre-packaged in point-of- 
sale display cartons designed for 
self-service use. The new pack- 


| age measures 6x12x3 in. and pic- 


| tures the 


sprinkler along with 
sales copy. Sprinklers are indi- 
vidually boxed and come packed 
six to a colorful display carton. 
Wilton Tool Mfg. Co. 


OLD FAITHFUL 
ml B) 





For more data circle No. 62 on postcard, p. 105 


@ For more information on these products and services 
use free post card on page 105. 


Saw Promotion 


New packaging and point-of-sale 
promotional material to boost the 
sales of Arco-Saw, saw attachments 
for electric drills, are now avail- 
able. Shown here are attractive 
two-color boxes designed for the 
four models that retail from $9.95 
to $12.50, including two new mod- 
els which saw through 2x4’s in one 
cut; counter display card and win- 
dow streamer; and ad-mats for lo- 
cal newspaper advertising. All 
saws are fully assembled and can 





be shown by opening flap of box. 
Promotional material is free. Ar- 
row Metal Products Co. 


For more data circle No. 63 on postcard, p. 105 


Hardware Brochure 


Describing the new line of ano- 
dized aluminum hardware, this at- 
tractive four-page brochure pic- 
tures samples and lists specifica- 
tions of locksets, auxiliary mortise 
locks, door pulls, door stops, door 
holders, sash fasteners, push-plates, 
flushbolts, and letter hole trim. 
Copies free upon request. Yale & 
Towne Mfg. Co. 


For more data circle No. 64 on postcard, p. 105 


Mothproofing Counter Car 


This full color counter card for 
the Larvex Finger-Tip Spray 
shows the ease of mothproofing 
woolens at home. Display ties in at 
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OWN EVERY PROSPECT 


INCOR! 


piNncoR 
Gos Engine 
1.64? 


























YOU CAN’T LOSE POWER LAWN MOWER 
SALES WITH PINCOR'S NEW 1953 LINE 
PACKED WITH EXCLUSIVE FEATURES! 








Every prospect buys when it’s a Pincor, for with Pincor the price, design, 
modern features and variety of sizes adds up to complete customer 
satisfaction. So pin down each customer—show him Pincor had his 
particular needs in mind when they built into their mowers the exclusive 
features of Self Sharpening Blades, ‘“‘Guide Easy” multi-grip handles, 1/2” 
to 21/2” cutting heights and many other outstonding advantages for 1953. 





21” STAN 

PINCOANDARD 
Gas Engine 
1.6 Hp 


4 cycle 










21” DELUXE 
Featuring 
recoil starter. 
Guards on Vv. 
-belt and ° 
Also 21” Supreme chain. 
2H.P., 4 cycle. 





Nationally advertised—and complete Pincor-trained service 
stations throughout the U.S. 
















L 











PINCOR P-22 
The finest made 
Pincor Gas Engine 


2 H.P., 4 cycle. 
Built-in self 
sharpening. 


Also 20” Super 
2 H.P., 
4 cycle. 































MOWERS 
A-16 and B-16 ~ 
precision built 
all steel frame 


HAND 















popular o” 

step up prices Write for 
new complete catalog 
and price sheets today. 


ALSO POWER TOOLS AVAILABLE 
© ¥%," drills © saw attachment 
© drill kits © power saws 


PINCOR PRODUCTS 


Manufact 

U 

a Pioneer Gen-E-/y ee 
: 44 Wes Dickens Av 
Port Address. ca 





oer Corporation 


Chicago 39, Illinois 


25 As 
-. YY Orrer 
on Ss New y ; > 

Ork y, N Y 
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THIS GARDEN ACCESSORY 
WB Makes ProFITs GROW 
a ee A) 


y Metaloid's low-price hanger keeps over 100 


feet of hose off the ground and on the hook in a natural 
coiled position which extends hose life. Stores it neatly, 
compactly and conveniently when not in use. Made 
of heavy gauge steel with green baked enamel 
finish, this handy hanger takes but a 
few seconds to install inside or out. 


5815 KINSMAN ROAD © CLEVELAND, OHIO ~ 











_ Production Demands 













p Over a period of 65 years, pro- 
e ducing standard and special washers of 
all types for all industries, we have 
made up more than 25,000 sets of dies 
. . used in the production of washers 
which are stocked in thousands of dif- — 
ferent sizes. On special orders we will 
_make up dies to your specifications. 
Let us quote on your requirements for 
washers and stampings . . . covering 
fabrication in any material and any 
finish . . . machined, heat-treated or 
surface ground, as may be specified. 


WROUGHT WASHER 
MANUFACTURING CO. 


The World's Largest Producer of Washers 


2z10 S.. BAY ST., MILWAUKEE 7, WIS 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 105. 


the point-of-sale with national and 
local advertising campaigns. ABo 
available are window cards, window 











streamers, shelf displays, price 
tabs, and other merchandising aids. 
Zonite Products Corp. 


For more data circle No. 65 on postcard, p. 105 


Lock Booklet 


Colorful eight-page booklet, The 
Key to Beauty and Success, de- 
scribes the 4500 line of residential 
locks. It points out the importance 
of using top quality hardware and 
other materials. With the aid of 
drawings it suggests the correct 
type of lock for every door. Photo- 
graphs illustrate the simple method 
of installing the 4500 line. Book- 
let is available free. Sargent & Co. 


VES AND SECURITY 


=p 





For more data circle No. 66 on postcard, p. 105 
(Resume reading on page 14) 


HARDWARE AGE, APRIL 2, 1953 












































HARDWAR! 





ELL 


118" Anniversary SALE 

















































2 A NNR 
nation 
gga (Hardware Week and Springtime Specials... 
2 post 
5. 
og: Regular Price 
;, window Regular Price $3.59 
$2.25 Special Sale 
| Special Sale $2.99 
$1 75 Master roller with 
Rolls easily . . . slip-on sleeve. 
smoothly. Mohair Heavy Dynel 
cover on plastic cover on plastic 
impregnated core. impregnated core. 
Extra value set. Large steel tray 
Dealer Cost —also a Dauber 
for painting cor- 








$14.00 doz. 





ners and for clean- 






























7” ROLLER ing roller cover. 
TOP QUALITY SPECIAL Dealer Cost 
$23.92 












































































































































3, price === = 
ing aids. = 
card, p. 105 ° 
Regular Price 
$6.95 
Special Sale 
let, The $4.95 
a, de- 4” wide x 4” 
sidential trim x 1” thick. 
ortance Professional type 
are and Regular Price 100% flagged 
. aid of $2.98 | I} Nylon. Stainless 
a Special Sale t steel ferrule. Clear 
oto- lili, Beavertail handle. 
method ” $1.65 - if Dealer Cost 
Book- 3” wide x 2% Wy =1 
Bay trim x "fe" thick, \{W Ce wate orusu srecuE-—"',| ff $39.60 doz. 
; General utility ~ 
brush. Pure black 
bristle. Extra fine : - 
value! i — om oe ee ee ee ee ee ee ee ee ee ee 
Dealer Cost ‘ i Order TODAY from your jobber or send this 
$13.20 doz. —_ 
i A. G. JACOBUS’ SONS, INC. 
| Verona, New Jersey 
fine fine I Please ship at once: 
—_— I 0 doz.—7” Special Roller & Tray 
rollers | brushes IE meneame @ $14.00 dox 
JACOBUS sacOBUS 1 © doz.—7” Top Quality Roller 
, | Tray and Dauber @$23.92 doz. 
0 doz.—4” Special Wall Brush 
A. G. JACOBUS SONS Inc. Siuce 1935 @ $39.60 doz. 
VERONA, NEW JERSEY J © doz.—3” Special Utility Brush 
i @ $13.20 doz. 





118th ANNIVERSARY SALE 


d, p. 105 


14) 





» 1953 HARDWARE AGE, APRIL 2, 1953 139 














news! LOW-PRIC It 





Initial orders make oa 
model the hottest in our history. 
Telephone your distributor ” 


: ee 
mea orm 


Model 7H211 
Ivory color case 
Brown numerals 

and hands 
White dial 















8498+ 


Model 7H211L 
Ivory color case 
Black dial 
Luminous hands 

and hour dots 








Your customers will read about Dorm 


in bright full pages. 4 colors, Life, May 11, 






The Saturday Evening Post, May 2 








* Fair trade or suggested retail price plus tax. Prices and specifications subject to change without notice. Telechron Dept., General Electric Co., Ashland, Mass. 
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ICHIGH-STYLE TELECHRON 
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e featured in special 3-clock package with display card F | 7 C T R | * 
e merchandise mover 
e ready to set up A L A R fue 


For EXTRA sales and EXTRA profits at no EXTRA cost to you! 


Clocks in card as shown —suggested dealer price only $9.07 









“DORM” 
LUMINOUS 
miey, kA:s 


PLUS 
TAX 



















Can't run wrona!* No more winding! 
g 


iN ELEC 


Dorm is the featured Telechron clock for 1.R.H.A. week! 
Perfect, too, for May-June gift season! 
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12,000 at Toy Fair; See 1953 
Production at $440 Million 


The 50th annual American 
Toy Fair sponsored by the 
Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., 
New York City, again sur- 
passed all previous attend- 
ance records. More than 
12,000 buyers and other exec- 
utives and owners of whole- 
sale and retail hardware con- 
cerns, and department and 
syndicate stores attended the 
show March 9-18. 

Held at permanent show- 
rooms at 200 Fifth Ave., 
1107 Broadway and other dis- 
play rooms in that section 
of New York City, and at 
temporary exhibits at the 
Hotels McAlpin and New 
Yorker, the show included 
toys, games, dolls, wheel 
goods, juvenile furniture and 
sporting goods lines of more 
than 1,200 manufacturers. 

Horatio D. Clark, secre- 
tary of the association, fore- 
cast that the American toy 
manufacturers would pro- 
duce about $440 million 
worth of toys during 1953, 
barring any unexpected in- 
crease in military require- 
ments for materials used in 
producing toys. This would 
be a gain oi about 10 pct 
over the 1952 manufacturers’ 
volume. 

Buying was quite active at 
the permanent exhibits prior 
to the opening of the 1953 
show; some buyers remain- 
ing after the temporary ex- 
hibits closed to continue their 
search for merchandise for 
the year. Prices were gen- 
erally at about the same 
levels as last year with a few 
advances and some declines 
in parts of some lines. 

New designs were shown 
in jet planes, rockets, space 
guns and other interplanetary 
travel items. New types of 
cowboy lines, train accesso- 
ries, housekeeping and craft 
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goods were featured. 

As has been the trend for 
quite a few years, toys were 
very much in evidence which 
permit youngsters to imitate 
the work and house chores of 
their parents. An increasing 
number of buyers from all 
types of outlets were seeking 
goods for 12-month toy de- 
partments. 

Although there were toys 
having definite military char- 
acteristics the greatest in- 
terest was in games and 
other toy items geared to 
civilian life and needs. 





Fred A. Ernst Honored 
By Northwestern Mutual 


In recognition of his 45 
years’ participation in the 
activities of the Northwest- 
ern Mutual Fire Association, 
Fred A. Ernst, Ernst Hard- 
ware Co., Seattle, Wash., was 
recently honored in a special 
ceremony by members of the 


Association’s board of di- 
rectors in the home office. 

He has been a member of 
the board since 1908. The 
occasion was highlighted by 
the presentation of a 45-year 
service pin for loyal and de- 
voted service by Alfred Rode, 
vice-chairman of the board. 





W. C. Dearstyne Named 
By Albany Hardware 


William C. Dearstyne was 
re-elected president and five 
directors were elected at the 
annual meeting of stockhold- 
ers of the Albany Hardware 
& Iron Co., Albany, N. Y. 

Directors elected at the 
meeting were: Mr. Dear- 
styne, Harold L. Warner, 
Dudley H. Robinson, Edwin 
L. Fowler and William D. 
Dearstyne. 

Other officers re-elected at 
a director’s meeting which 
followed the annual meeting, 
included: Raymond E. Fos- 
kett, Henry J. Funk and Ar- 
thur E. Stephens, vice-presi- 
dents; Mr. Warner, trea- 
surer; Mr. Robinson, secre- 
tary; Mr. W. D. Dearstyne, 
assistant to the president, 
and Mr. Fowler, attorney. 





Hardware Briefs: 





David’s Hardware Opens Third Texas Store; 
Rockford, Ill, Gets First Self-Serve Hardware 


Houston, Tex. — David's 
Hardware, founded in April, 
1947, as a small feed concern, 
opened a third store recently 
at 6403 South Park. 

David Donenberg, owner, 
announced that Paul Thorpe 
will be manager of the new 
store. The first store was 
opened at 4319 Telephone 
Rd., the second at 3120 South 
Shaver, in February, 1952. 





Rockford, Ill. Grand 
opening of the first self-serve 
hardware store in this city’s 
history was held two weeks 
ago at 120 N. Church St. The 


new store will be managed by 
Frank A. Ingrassia, vice- 
president of Ingrassia’s Ace 
Stores Corp. 

The new store is located 
at the old Weber & Furman 
Hardware Co. address and 
the sales personnel of that 
firm will be retained by the 
new company, in so far as 
possible, according to Mr. In- 
grassia. 





Ault, Colo. — The Mac- 
Kenzie Hardware & Appli- 
ance store has been sold to 
Lloyd Coon of Sigourney, 

(Continued on page 154) 


Worthington Co. Names 
A. C. Baerwalde to Post 


Appointment of A. C. 
Baerwalde as industrial cred- 
it manager of the Geo. 
Worthington Co., Cleveland, 





A. C. BAERWALDE 


Ohio, wholesale hardware 
firm, was announced by N. F. 
Luekens, treasurer. 

Mr. Baerwalde, who joined 
the 124-year-old Worthington 
Co. in 1919, served in the 
bookkeeping and credit de- 
partments until 1946. At 
that time he was transferred 
to the industrial sales de- 
partment. His new appoint- 
ment was effective April 1. 





Registration Open For 
Spring Hardware Course 


Registration for the 
Spring section of the Build- 
ers Hardware Course which 
starts at City College Mid- 
town Business Center, New 
York, on April 16 is still open. 

Following discussion with 
industry leaders, it has been 
decided to amplify the sec- 
tions of the course dealing 
with the construction details 
of wooden and metal doors 
and windows of _ various 
types. These subjects will be 
presented by experts from 
the millwork and metal door 
industries. 

This 15-week, Thursday 
evening course, is now so or- 
ganized as to give a good ba- 
sic knowledge in contract 

(Continued on page 148) 


HARDWARE AGE, APRIL 2, 1953 


AGE 


vf 


APRIL 2, 19 


——— 


Warner Ha 
Miller Hea 


In a rece 
Warner Haz 
neapolis, Mi 
ler was ap] 
of the Wh 
Hardware L 
who has bee 
18 years, he 
manager of 
since 1948. 

Mr. Mille 
ner in 1935 
This was f 
in retail pai 
to work it 
hardware st 
to outside si 


tors. 
After se 
War II, he : 


ner and c 
hardware to 
In Jun 


ers. 





HARO 


promoted t 
ager of the 
ers Hardw: 


Landon & 
Dealer Sa 


W. C. Li 
land, Vt., 
cently held 
Dealers Sal 
day event 
proximatel. 
localities 
state. 

Special | 
ments were 
meeting. 


HARDWAIE 








\ARE 


F 


ACE while 


THE 





it's NEWS 


TRA 





| errr 





E AGE FOR 


—_ 


APRIL 2, 1953 





» Names 
© to Post 
of A. C. 
strial cred- 
the Geo, 
Cleveland, 





uDE 


irdware 
by N. F. 


ho joined 
‘thington 
1 in the 
edit de- 
46. At 
nsferred 
ales de- 
appoint- 
pril 1. 


. For 
Course 


yr the 
: Build- 
2 which 
e Mid- 
r, New 
ll open. 
n with 
as been 
ne sec- 
dealing 
details 

doors 
rarious 
will be 

from 
1 door 


irsday 
SO or- 
od ba- 
ntract 
18) 


1953 


Warner Hardware Names 
Miller Head of Dept. 


In a recent promotion at 
Warner Hardware Co., Min- 
neapolis, Minn., Harcld Mil- 
ler was appointed manager 
of the Wholesale Builders 
Hardware Dept. Mr. Miller, 
who has been at Warner for 
18 years, had been assistant 
manager of the department 
since 1948. 

Mr. Miller started at War- 
ner in 1935 as a mail boy. 
This was followed by sales 
in retail paint. Next he went 
to work in the wholesale 
hardware stockroom and then 
to outside selling to contrac- 
tors. 

After service in World 
War II, he returned to War- 
ner and continued selling 
hardware to lumberyard deal- 
ers. In June of 1948, he was 





HAROLD MILLER 


promoted to assistant man- 
ager of the Wholesale Build- 
ers Hardware Dept. 





Landon & Co. Holds 
Dealer Sales Meeting 


W. C. Landon & Co., Rut- 
land, Vt., wholesaler, re- 
cently held its Sixth Annual 
Dealers Sales Meeting, a two- 
day event attended by ap- 
proximately 175 dealers from 
localities throughout the 
state, 

Special Buys and refresh- 
ments were attractions at the 
meeting. A movie on the 





manufacture and use of 
stainless steel, entitled “An 
Orchid to Mr. Jordan,” was 
shown. The movie was ob- 
tained through the courtesy 
of the American Steel & Wire 
Co. 

A large number of man- 
ufacturers’ representatives 
were also on hand to feature 
their new items for 1953. The 
displays of guns and fishing 
tackle were the largest and 
most complete ever shown by 
the company. 

Sales made to dealers 
amounted to approximately 
10 pct more than the total 
made at a similar show a 
year ago. 





Brady Gets New Sales 
Post With Sylvania 


Charles I. Brady, Jr., has 
been appointed sales manager 
of the fluorescent fixture de- 
partment of the Lighting 
Div. ‘of Sylvania Electric 
Products Inc., New York. 

Mr. Brady will make his 
headquarters in Wheeling, 
W. Va., site of Sylvania’s 
fluorescent fixture manufac- 
turing plant. 


Southern Convention to Get 
Gala Welcome From Texans 


Hardware manufacturers 
and wholesalers attending 
the 1953 annual joint con- 





SWHA President 
CHARLES E. NASH 
Nash Hardware Co. 


vention of the Southern 
Wholesale Hardware and 
American Hardware Manu- 
facturers associations at Dal- 
las, April 19-23, will be re- 





Fee Elected Head of Montgomery & Crawford; 
Thomas, Bourne, Walker, Penland Also Named 


Ola E. Fee was elected 
president, W. P. Thomas first 
vice-president and controller, 
and Henry T. Bourne was 
elected chairman of the board 
of directors of Montgomery 
& Crawford Co., Inc., Spar- 
tanburg, S. C., wholesaler, at 
a recent meeting of the firm’s 
board of directors. 

Others elected at the meet- 
ing are W. M. Walker as 
vice-president, and Nolan H. 


Penland, Sr., as secretary 
and treasurer. 
Mr. Fee, until recently 


vice-president and assistant 
general manager of the com- 
pany, was previously associ- 
ated with the Allison Div. of 
General Motors, Indianapolis, 
Ind., from 1940 to 1945. In 
1945 he became vice-presi- 
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dent of Masten-Wright Corp., 
New Haven, Conn. 

Mr. Fee came to Montgom- 
ery & Crawford in 1951 as 
sales manager of the Hard- 
ware Div. In December of 
that year he was made vice- 
president and in June, 1952, 
assistant general manager. 

Mr. Thomas, the new first 
vice-president and controller, 
came to Montgomery & 
Crawford in September, 1952, 
as controller. Prior to that 
he was secretary and office 
manager of Poe Hardware & 
Supply Co. and Poe Piping 
& Heating Co., of Greenville, 
S. C., for 4% years. 

Mr. Bourne, newly elected 
chairman of the board of di- 
rectors, was formerly presi- 
dent of the company. 


galed with a Texas style re- 
ception on Sunday evening, 
April 19. 

Hosts that evening will be 
the Texas Wholesale Hard- 
ware Association and Texas 
Hardware Boosters’ Club. 
Other entertainment will in- 
clude a big variety show with 
real western atmosphere on 
Tuesday night, and dances on 
other nights; a luncheon and 
fashion show, staged by Nie- 
man-Marcus, for the ladies. 

There will also be two goif 
tournaments, one a _ special 
tournament for the Sporting 
Goods Division of the con- 
vention. 

Principal convention hotels 
will be the Adolphus and the 
Baker, with convention head- 
quarters set up at the 
Adolphus. Business sessions 





AHMA President 
H. B. MEGRAN 
Starline, Inc. 


will include the annual sport- 
ing goods session of the 
Southern Association on 
Monday morning, April 20. 
A principal feature of that 
session will be a discussion 
of various methods of pro- 
moting wholesale sporting 
goods sales, such as the use 
of display buses and trailers, 
sample rooms, sporting 
goods, shows, etc. These dis- 
(Continued on page 147) 
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Industrial Supply Convention 
To Hear Benjamin F. Fairless 


Benjamin F. Fairless, 
chairman of the Board of 
the United States Steel 





BENJAMIN F. FAIRLESS 
Corp., will be the principal 
speaker at the annual Indus- 
trial Supply Convention, to 
be held in Miami, Fla., Mon- 
day to Wednesday, April 13 
to 15. 

Mr. Fairless will speak 
Monday morning, at the 
joint opening session of the 
three associations, the Amer- 
ican Supply & Machinery 
Manufacturers’ Association, 
the Nationa] Industrial Dis- 
tributors’ Association and 


the Southern Industrial Dis- 
tributors’ Association. 

The two distributors’ or- 
ganizations will hold a joint 
meeting, Tuesday afternoon, 
with manufacturers as 
guests, in the McAllister 
Hotel ballroom. 

Tuesday will be devoted to 
the 6th Conference Booth 
Program, when manufactur- 
ers will receive the distribu- 
tors at their booths in the 
Dinner Key Auditorium. 

The three associations will 
conduct their annual busi- 
ness sessions, Wednesday 
morning, and a _ combined 
session will be held in the 
afternoon, in the Municipal 
Auditorium. 

One of the features will 
be the presentation of the 
Second Annual Advertising 
Awards by the Joint Adver- 
tising Committee of the two 
distributor groups. 

Registrations will begin 
on Sunday for early arrivals. 

Convention headquarters 
will be the Columbus and 
McAllister hotels. 


Pacific Coast Builders Hardware Conference 
Set for Montecito, Calif., May 3, 4, 5 and 6 


The Eighth Annual Pacific 
Coast Builders Hardware 
Conference will be held in the 
Santa Barbara _ Biltmore, 
Montecito, Calif., on May 3, 
4, 5 and 6, it was announced 
by Tom Felts, general chair- 
man. 

On Monday, May 4, a busi- 
ness meeting under the aus- 
pices of the National Con- 
tract Hardware Association 
will be held from 10 a.m. to 
12:30 p.m. On Tuesday there 
will be a meeting from 9 a.m. 
to noon under the auspices of 
the American Society of Ar- 
chitectural Hardware Con- 
sultants. And on Wednesday 
the final meeting, under the 
auspices of the Builders 
Hardware Clubs, will begin 
at 9:30 a.m. and end at noon. 

Guest speakers will talk on 
subjects pertinent to the in- 
dustry and implementing its 
theme Looking Forward. Of- 
ficers of the Association, So- 
ciety and Clubs will submit 
progress reports and pro- 


144 


grams. An open forum is also 
planned, time permitting, to 
discuss controversial phases 
of the business. 

On the social program are 
a banquet dinner, dance and 
cocktail party scheduled for 
Tuesday evening. Cocktail 
parties and dancing are plan- 
ned for Sunday and Monday 
evenings by the Builders 
Hardware Manufacturers. A 
ladies’ golf playoff and men’s 
golf tournament are also on 
the program. There will also 
be swimming on Monday and 
Tuesday, and bingo, bridge 
and canasta tournaments will 
also be staged. 





Name Robert S. Knapp 
Head of Knapp-Monarch 


It was announced at the 
board of directors meeting of 
the Knapp-Monarch Co., St. 
Louis, Mo., that Robert S. 
Knapp, formerly executive 
vice-president and sales man- 
ager, will succeed his father, 


—_— News of the Trade —— 
New Rose, Kimball 


icalbaie Se * lean 


OE 2 








& Baxter Warehouse 


Bey 


Above is an artist's rendition of the new warehouse that 
is being constructed in Syracuse, N. Y., by Rose, Kimball 
& Baxter, Elmira, N. Y., wholesaler. The firm recently 
purchased the wholesale hardware and industrial sup- 
plies business of Burhans & Black, Inc., of Syracuse. The 


new 


Rose, Kimball & Baxter warehouse will be 45,500 


ft. and there is enough property available to expand the 
building to more than 100,000 sq. ft., according to M. 
Gloyd Kimball, vice-president and sales manager of the 


company. 


For more details of the recent purchase of 


Burhans & Black and on the construction of the Syracuse 
warehouse see story on page 239 of the March 19 issue 


of HARDWARE AGE. 


A. S. Knapp, as president of 


the Knapp-Monarch com- 
pany. 

Mr. A. S. Knapp, who re- 
signed as_ president, was 


elected chairman of the board 
by the board of directors. 

Announcement was_ also 
made of the election of Mel 
E. Maurer as vice-president 
in charge of manufacturing. 
Mr. Maurer was formerly 
manager of manufacturing 
for the Hotpoint Co., and re- 
cently vice-president of man- 
ufacturing and engineering 
for the Nesco Co. 

G. W. Pitcher was elected 
secretary of the company, 
and V. P. Ring was re-elected 
treasurer. 





ROBERT S. KNAPP 


Dales, Adelman Named 
By Carborundum Co. 


Herbert P. Dales has been 
appointed sales manager and 
Carl L. Adelman, assistant 
sales manager of the Coated 
Products Div. of the Carbo- 
rundum Co., Niagara Falls, 
mn. 

Mr. Dales was for five 
years a coated abrasives 
sales engineer, then salesman, 
and finally assistant manager 
of the Chicago sales district 
prior to his recent promotion. 

Mr. Adelman started with 
Carborundum as a junior 
salesman in the New York 
sales district in 1930. He was 
transferred to the Buffalo 
sales district as an industrial 
salesman and for the past 
three years has sold coated 
abrasives exclusively. 

Their headquarters will be 
at the Coated Products Div. 
of the Carborundum Co., 
Wheatfield, N. Y. 

At the same time, Fred W. 
Bonacker, general manager 
of the Carborundum Co.’s In- 
dustrial Abrasive Sales Div., 
announced that Russell P. 
Colosi, has been appointed 
assistant to the Cleveland 
district sales manager. 
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ANNIVERSARY 
MODEL P-11 
MAINTAINER 
Amateurs have no 
trouble keeping floors 
gleaming with the 
P-11. It's whisper- 
quiet, lightweight, 
stores in a square 
foot of space. Scrubs, 
polishes, waxes, steel 

wools! 





upside-down for 


ANNIVERSARY MODEL C-5 EDGER 


Adds “finishing” touch to any sanding 
job. Also used for sanding narrow 
halls, stair treads, closets, landings, 
etc. Flat top permits standing machine d ch 





— Clarke's 29% bi 


PROFIT BUILDING 
RENTAL FLOOR MACHINES 






ANNIVERSARY MODEL EC-8 SANDER 
Here's the fastest cutting, easiest handling 
machine in the rental field! Easier, faster 

pap ging, rugged 1% h.p. motor, 





ch 





Thirty-five years of Clarke know-how are 
wrapped up in the new 35th Anniversary 
Clarke rental machines — the EC-8 
Sander, the C-5 Edger and the P-11 Floor 
Maintainer. Here are easy handling, 
rugged, designed-for-the-job machines 
that will pay you BIG profits, month after 






——— 
. 


ait 


» 


- [eb 


SANDING MACHINE COMPANY 
304 Clay Avenue, Muskegon, Michigan 
Authorized Sales and Service Branches in Principal Cities 
Pioneers in the ‘Do-It-Yourself’ Rental Field 
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Send This Coupon Today for Full De 
tails on How the Clarke Rental Plar 


y Will Make 
vA Mone y for 
Y YOU! 


increased vacuum power. 


month. If you already have a rental de- 
partment, you’ll want these new models to 
bring in MORE profits. If you haven’t en- 
tered the rental floor machine field, start 
NOW with these all-new models job- 
designed by Clarke — the pioneer in the 
“Do It Yourself” floor machine rental field. 


CLARKE SANDING MACHINE COMPANY | 
304 Clay Avenue, Muskegon, Michigan 


Rush me the colorful Clarke 16 page booklet showing how 
1 can build floor machine rental profits, with the new Clarke 
35th Anniversary machines. 


ey ee ee ee ee ee me ee ee ee ee ee 

















ore mo aney- 


you can’t beat a 


\ DELCO WATER SYSTEM 
franchise 





Check any Delco Dealer and 
you'll discover he’s pocketing 
EXTRA cash every month with 
the line that’s built for profits 

. built for easier, faster sales 

. built trouble-free to elimi- 
nate excess service that can 
quickly eat up profits. 


General Motors Engineered to bring you years ahead de- 
sign features that guarantee capacity . . . assure positive 
delivery of every gallon promised or more. 


The Complete Line of Full-Rated Pumps boasting unu- 
sual flexibility. There’s a type and a capacity to handle 
every customer need with the least amount of stock. 


Competitive Pricing combined with finest quality, the ex- 
clusive result of General Motors famous production methods. 
It’s a double-barreled combination that can’t be beat. 





DELCO C-12 WELLMASTER 
SHALLOW WELL PUMP 


DELCO CONVERTIBLE 
JET PUMP 


Fully assembled with auto- 
matic controls, ready to go. 
Self-contained; 225 ghp ca- 
pacity —ideal for small farm, 
suburban home, cottage, 
summer camp, or use as 
booster for present system. 
12-gallon galvanized tank, 4 
hp Delco Rigidframe Motor. 


GENERAL MOTORS 
WATER 


alee gySTEMS 





Can be used in either deep or 
shallow well installations .. . 
can be converted from one to 
the other later if water table 
changes. No pulleys, belts, or 
wheels . . . only one moving 
part. 14, 14, 34 or 1 hp ca- 
pacities up to 1,620 ghp. 
Depths of 120 feet. 


Choice New Franchises Available Now 


For facts and information aboutcom- 
plete Delco line, write or wire Dept. 
HA, Delco Appliance Division of 
General Motors, Rochester 1, N. Y. 


For a good deal DEAL WITH DELCO 


Manufacturers of famous Delco-Heat oil- and gas-fired burners, 
Conditionairs, boilers, and water heaters 
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a —__—____News of 


tract builders’ 
mons Co.. 


The Keith-Simmons Co., 
ware wholesaler, has com- 
bined and expanded its whole- 
sale and contract builders’ 
hardware departments. Fred 
O. Rhea was named to head 
the new combined depart- 
ment and Herman Hood, in 
charge of buying for the old 
wholesale department, is now 
sales manager for the entire 
firm. 

John P. Dunphy, who called 
on the Keith-Simmons firm 
for 33 years as a salesman 
for Yale & Towne Mfg. Co., 
Stamford, Conn., was guest 
of honor at a dinner given 
for executives of the Yale 


shows his assistant, 
write hardware specifications from blueprints. 


Gs Teatie———.._., 


Keith-Simmons Combines, Expands Wholesale 
And Contract Builders’ 


Hardware Departments 





Fred O. Rhea, left, head of the new wholesale and con- 


hardware department at the Keith-Sim- 


Jack Steakley, how to 


Lock & Hardware Div. of 


Inc., Nashville, Tenn., hard- Yale & Towne by Aubrey L. 


Carr, president of Keith- 
Simmons. 

The old contract depart- 
ment of the Nashville whole- 
saler, which Mr. Rhea has 
headed since 1926, was lo- 
cated in the Keith-Simmons 
retail store on Union St. in 
downtown Nashville. The 
new combined department is 
in the firm’s warehouse and 
general office building at 
Cummins Station, one of the 
city’s wholesale districts. 

Mr. Rhea has a new office 
and sample rooms plus in- 
creased personnel, including 
a new assistant, Jack Steak- 


ley. 





Barrus Gets Disston 
Distribution Post 


The appointment of H. 
Franklin Barrus as assistant 
to the vice-president in 
charge of distribution has 
been announced by Henry 
Disston & Sons, Inc., Phila- 
delphia, Pa. 

Mr. Barrus joined Disston 
in 1948, and spent two years 
as assistant export manager 
and two years in the sales de- 
partment of the hardware 
division. In his new position 
he will be responsible for the 
development of programs 
which have been designed to 
expedite service to Disston 
customers. 


He also will be concerned 





with customer needs as they 
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are related to factory pro- 
duction requirements, and 
will act as coordinator be- 
tween division sales man- 
agers and the inside sales 
staff. 





H. FRANKLIN BARRUS 
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News of the Trade 


Preparing for National Water Systems Month 








Shown above are representatives of the middle Atlantic 
states for the Lancaster Pump & Mfg. Co., Inc., Lan- 
caster, Pa., who attended a series of meetings held by 
the company recently. It was announced that Lancaster 
pump dealers will stage a special sales promotion during 
May, the month designated as National Water Systems 
Month. For that occasion, Lancaster developed a new 
line of pumps and water systems which were introduced 
to the firm’s sales engineers at the recent meetings. 





Southern Convention 
To Get Welcome 
(Continued from page 143) 


cussions will be illustrated 
by lantern slides. 

At the opening joint ses- 
sion of both associations, on 
Monday night, April 20, the 
principal speaker will be 
Marriner S. Eccles, long-time 
chairman of the Federal Re- 
serve Board. His subject will 
be “Freedom and the Arms 
Economy.” 

Other joint sessions will be 
held Tuesday and Wednes- 
day. At the former, the prin- 
cipal speaker, Dr. R. B. Hefle- 
bower, chairman, Depart- 
ment of Economics, North- 
western University, will dis- 
cuss, “What Can We Ex- 
pect.” At the Wednesday. 
joint session, John J. McCloy, 
chairman of the board, Chase 
National Bank, and former 
High Commissioner for Ger- 
many, will speak on “Chal- 
lenges to American Leader- 
ship.” 

At the separate wholesaler 
sessions, the program will 
feature wholesaler speakers. 
Charles E. Nash, Nash Hard- 
ware Co., Fort Worth, Tex., 
will deliver his president’s 
address. 

This will be followed by a 
discussion of various phases 
of selling, sales promotion, 
and sales management, in 
which participants will be: 

E. Smith, Oklahoma 
Hardware Co., Oklahoma 
City, Okla.; R. C. Neely, Jr., 


Amarillo Hardware Co., Am- 
arillo, Tex.; John Morris, 
Orgill Brothers & Co., Mem- 
phis, Tenn., and N. F. Van 
Hoogenhuyze, Wm. Van 
Hoogenhuyze Hardware Co., 
San Antonio, Tex. 

E. W. Brasch, hardware 
retailer of Levelland, Tex., 
will be featured in a talk 
on “Wholesalers and Their 
Salesmen as the Retailer 
Sees Them.” 

Discussions by wholesaler 
members will include Plumb- 
ing as A Hardware Line by 
W. Lee Watson, Weakley- 
Watson-Miller Hardware Co., 
Brownwood, Tex.; Furniture 
as A Hardware Line by O. 
H. Mann, Higginbotham, 
Pearlstone Hardware Co., 
Dallas; Delivery Expense by 
E. T. Clark, Buhrman-Pharr 
Hardware Co., Texarkana, 
Ark., and C. E. Hamilton, 
Odell Hardware Co., Greens- 
boro, N. C. 

The final session of the 
Southern Association will 
feature discussions on The 
Back Order Problem by E. 
R. Courtney, Watkins-Cotrell 
Co., Richmond, Va.; Incen- 
tive Plans by C. E. Roberts, 
C. D. Franke & Co., Charles- 
ton, S. C., and Photographic 
Invoicing by W. H. Tersteg- 
ge, Stratton & Terstegge Co., 
Louisville, Ky. 

The session will also in- 
clude general discussion of 
other topics in addition to 
committee reports and elec- 
tion of officers. 
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Why your customers Want 


RibziIb> 


65R THREADERS 





RIiGeID TooLs 


make good workers 
better 





New RIGEID 65R 
Die Stock Won't Jam! 


%* Just what users have wanted for years—lead screw won’t 
jam on workholder . . . they don’t have to watch it. 


* Perfect threads on 1” to 2” pipe with 1 set.of 4 high-speed 
steel dies—sets to pipe size in 10 seconds! 


%* Mistake-proof self-centering workholder sets instantly! 

* Every 65R factory tested—and RIGID quality throughout. 

* Extra-popular 65R is unequalled for volume and profits 
—order a stock today. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
































Nearly 300 Dealers, 80 Manufacturers Attend 
Open House Days of the Arizona Hardware Co. 


The third annual Open 
House Days of Arizona Hard- 
ware Co., Phoenix, distribu- 
tor, held recently, was at- 
tended by more than 80 man- 
ufacturers and nearly 300 
dealers. 

This year, factory-manned 
booths were more compact, 
allowing a greater number 
of displays in the showrooms 
of the wholesale firm. 


ae — News of the Trade- 


The continuous operation 
of a snack bar during the 
three-day event, with more 
elaborate buffet lunches for 
noon-day hours, served as a 
center of attraction where 
groups gathered for more in- 
formal discussions. 

Since the entire Arizona 
Hardware Co. outside sales 


staff of nearly 30 men was 
present, it 


afforded an ex- 








cellent opportunity for the 
manufacturer’s representa- 
tives to show the features of 
new items and provide valu- 
able sales information, which 
the wholesale salesmen might 
in turn pass on to dealers 
who were unable to attend. 
Knowledge of future plans, 


better product understand- 
ing, and a greater insight 
into supply and ordering 


problems of the factories, 
will enable dealers to better 
serve their customers 
throughout the state. 








Shown here are some of the 80 manufacturers and nearly 300 dealers as they browse 
in one of the showrooms of the Arizona Hardware Co., Phoenix, wholesaler, during 
the firm’s recent third annual Open House Days. 


E. Goldschmidt Joins 
Igoe Bros. as Buyer 


Edwin Goldschmidt has re- 
cently joined Igoe Bros., Inc., 
Brooklyn, N. Y., wholesaler. 
He will be in charge of the 
buying of tools and allied 
lines for all ten of the Igoe 
Bros. branches. 








EDWIN GOLDSCHMIDT 
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Mr. Goldschmidt will make 
his headquarters at the firm’s 
Brooklyn office, 73 Metropol- 
itan Ave. Before coming to 
Igoe Bros., Mr. Goldschmidt 
was associated with William 
Goldenblum & Co. for more 
than 30 years, where he held 
a similar position. 





Registration Open For 
Spring Hardware Course 


(Continued from page 142) 
hardware sales. The student, 
in Workshop Sections, learns 
blueprint reading, take-off, 
scheduling and pricing. Un- 
der supervision, the student 
completes a take-off on a 
residence, office building, 
school and hospital. 

William V. Paine and 
Charles G. Smith, AHC, are 
in charge of the training and 
assisted by several visiting 
lecturers. 





Those interested in this 
course should communicate 
with the Supervisor of Ad- 
missions, City College Mid- 
town Business Center, 430 W. 
50th St., New York, N. Y. 





Borg-Warner Appoints 
Three Vice-Presidents 


A major reorganization of 
the top executive staff of 
Borg-Warner Corp., Chicago, 
Ill., was announced recently 
with the naming of three 
new vice-presidents. 

L. G. Porter, treasurer, 
now becomes administrative 
vice-president and treasurer. 
R. S. Ingersoll, president of 
the Ingersoll Products Div., 
was also elevated to an ad- 
ministrative vice-presidency 
of the parent corporation. 
Robert W. Murphy, general 
counsel, became vice-presi- 
dent and general counsel. 





Landers, Frary & Clark 
Names District Heads 


John J. Conaboy has been 
appointed district manager of 
the Hardware & Vacuum 





JOHN J. CONABOY 


Goods Div. of Landers, Frary 
& Clark, New Britain, Conn., 
it was announced by E. J. 
Van Buskirk, vice-president 
in charge of sales for that 
division. 

Mr. Conaboy’s district in- 
cludes Minnesota, Wisconsin 
and the Dakotas. He was for- 
merly a buyer of housewares 
at the Golden Rule, St. Paul, 
Minn. 

At the same time it was 
announced that Sanford 
Wiedenmayer was appointed 
district manager of the com- 


pany’s Electric Housewares 
Div., according to S. G. 
Fisher, division sales man- 
ager. 


Mr. Wiedenmayer’s district 
will be northern New Jersey 
and the Mid-Hudson area of 
New York State. He replaces 
O. H. Hansen. 

Mr. Wiedenmayer was for- 
merly connected with the 
Home Appliance Div. of Gen- 
eral Mills, Inc., and previous 
to that with the Toastmaster 
Production Div. of the Mec- 
Graw Electric Co., Elgin, Il. 





SANFORD WIEDENMAYER 
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Gol MACKLANBURG-DUNCAN CO. 


CULTIEBA OKLAHOMA CITY 1, OKLAHOMA 
ORDER NOW! Your order will be shipped same day received! 














a Tackle Salesman 
can net you most 4 






Your H-I man sells fishing tackle, and nothing else. 
Tackle is not “just another line” for him—it's his busi- 
ness. Doesn't it make sense, then, to rely on him for 
selling advice, help in selection of the tackle that sells 
best in your area, and for display and merchandising 
ideas ? 


He has sound backing, too. He can show you the larg- 
est line of fishing tackle in the world —29,000 items 
that include tackle for every fisherman and every kind 
of fishing. He—and you—are backed by the industry's 
outstanding national advertising ...a tie-in merchan- 
dising program that’s easy, economical and effective. 


Let your H-| man—and the value-packed H-I line— 
build your tackle volume this year. See him soon—or 


write us direct for his name. 


<s 


Manufacturers of the Largest Line of Fishing Tackle in the World 


Dept. 3 


ORROCKS 
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News of the Trade 








Are They Interested— 
In Doing It Themselves? 





Views taken at random by the HARDWARE AGE Camera 
during the recent Do It Yourself Show in New York City 
show the intense interest the public is taking in tools and 
other equipment with which the home owner and renter, 
and apartment dweller can make their own repairs, do their 
own carpentry, and their own interior decorating. The show 
was characterized by the large groups that formed around 
booths where demonstrations were given on the operation 
and application of all types of Do It Yourself equipment. 
Typical of such exhibits, are those above, of the live demon- 
strations at the Decorla, Stanley, Delta, Weldwood, and 
Shopsmith booths. 
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Kabar, Inc., Reactivates 
Union Cutlery Co., Inc. 


The name Union Cutlery 
Co., Inc., will be reactivated 
as a division of Kabar, Inc., 
and will offer a complete line 
of pocket knives, hunting 
knives, kitchen knives and 
utensils, and shears and scis- 
sors under the Union trade 
mark. 

At the same time it was 
announced that a new sales 
division has been established 
to service the wholesaler. The 
division is headed by John 
H. Cohagen, formerly as- 
sistant sales manager of 
Western States Cutlery Co., 
Boulder, Colo. 

Kabar, Inc., will continue 
to sell the Kabar trade mark 
through its regular salesmen 
direct to the retail trade. 

The company produces 





Allen Products Names 
Shannon Sales Manager 


Appointment of Robert A. 
Shannon as general sales 
manager of Allen Products 
Corp., 20450 Sherwood Ave., 
Detroit 34, Mich., has been 
announced by Perry E. Allen, 


News of the Trade 





Seal- All, a leak- sealer, 
bonder and adhesive; chrome 
coatings, and other household 
chemical products. 


H. J. Smith Retires 
From R. E. Dietz Co. 

H. Jarrett Smith has re- 
tired after 27 years as sales 


representative for the R. E. 
Dietz Co., Syracuse, N. Y. 








H. JARRETT SMITH 


Mr. Smith covered the 
New England states and the 
Middle Atlantic territory as 
far south as Washington, 
without interruption since 
1925. 

He began his career in the 
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One of America’s Fine Names 
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president. lantern business with the C. 
Mr. Shannon assumes over- T. Ham Co. in 1911 and the 
all sales direction for both joined the Dietz organization 
the chemical division and the in 1914, He is retiring to his PICNIC JUGS 
automotive products division. home at Pittsford, N. Y. THAT MAY BE 
the 1-GALLON — cometetety 
“4 ° TAKEN APART 
Missouri Dealers Elect Officers the %2-GALLON a 





ALUMINUM, RUST-PROOF 


Delure 


PICNIC JUGS 


They'll make you money because they 
are proven winners! They have the 
quality, they have the features: alum- 
inum outer shells... absolutely rust- 
proof; 1 and % gallon capacities; glass 
liners, full size drinking cups...2 on 
the 1-gallon size, 1 on the 2-quart 
size. Genuine Fiberglas insulation for 


CLEANING... 


EXCLUSIVE FARIS FEATURES © 
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Camera . - ¢ 

ork City Officers of the Missouri Retail Hardware Association auttegeennpengiandegn heaters = 

sols and elected at its annual convention, March 3-5, in St. Louis, sands. You'll be amazed at the price! : 
renter, are, front row, left to right: Ben. J. Dierkes, Southwest KEEPS LIQUIDS 

do their Hardware Co., St. Louis, treasurer; Robert C. Wohlwend, SEE YOUR JOBBER 

he show Wohlwend Hardware & Paint Supply Co., St. Louis, HOT or COLD 
around president; E. L. Dunlop, Bowling Green, vice-president. 

peration wostea be soa og —— ag go Alton, and TT TT F m c 

ipment. ymon schen, County Hardware, St. Louis, directors, Y « 

, enacted and Shelton Thomason, Cardwell Hardware Co., Card- a FAR Soa e r A R S F G is 0. 

od, and well, retiring president. Harry F. Scherer, St. Louis, is 2103 S HANLEY RD. @ ST LOUIS 17, MO 

executive secretary. . 
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Plan Nation-Wide Commanity Participation 
In Mid-Century Festival of American Sports 


Keynoting the theme that 
“America Stays_ Strong, 
Healthy, Happy Through 
Sports,” the first nation-wide 
celebration of all American 
sports will be staged from 
April 11 to May 17. 

Called the Mid-Century 
Festival of American Sports, 
the event will feature par- 
ticipation in sports activities 
of all kinds at community 
level throughout the country. 
The sole purpose of the Fes- 
tival is to introduce more 
people to the fun and recrea- 
tion of sports participation. 

Co-operating in the event 
are almost every non-profit 
organization dedicated to 
American sports, recreation 
and conservation. Included 
are the American Association 
for Health, Physical Educa- 
tion and Recreation, the U. S. 
Office of Education, the 
American Recreation Society, 
U. S. Junior Chamber of 
Commerce, the Izaak Walton 
League, American Institute 
of Park Executives, the Ath- 
letic Institute, and the Sport 
Fishing Institute. 

To stimulate community 
sports programs during the 
national observance, the co- 
operating organizaticns are 
sending colorful window 
streamers and posters to lo- 
cal chapters, schools, clubs 
and other community grouns. 
A printed brochure will also 
be distributed through these 
channels, informing inter- 
ested local organizations how 
they can organize a local pro- 
gram to tie in the Mid-Cen- 
tury Festival. 

The first National Sports 
Festival, set for May 8-17, 
sponsored by the National 
Sporting Goods Association, 
will be held in the Chicago 
Stadium. This consumer show 
is timed to climax the Mid- 
Century Festival, which 
event is under the general di- 
rection of the NSGA. The 
National Festival will fea- 
ture displays by leading 
sporting goods manufactur- 
ers, and the appearance of 
famous sports stars who will 
conduct clinics and give dem- 
onstrations in their particu- 
lar specialties. 

The National Sporting 
Goods Association is sending 
its members brochures, win- 
dow streamers, letterhead 
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stickers and other promo- 
tional material free of 
charge. The group is asking 
its members to urge their 
dealers to promote local 
sports festivals in their com- 
munity as well as asking 
their salesmen to cooperate 
with the dealers in planning 
sports events. 





Buch Co. Common Stock 
Sold; Lane New Head 


A group of investors, head- 
ed by Jesse Lane, have pur- 
chased the common stock of 
the Buch Mfg. Co., Elizabeth- 


town, Pa. The transaction 
took place March 11, at 
which time Mr. Lane was 


elected president, treasurer 
and general manager of the 
company. 

W. W. Weaver, who has 
been associated with the 
Buch firm for the past eight 
years, was named vice-presi- 
dent of manufacturing. 


News of the Trade 





George Achorn, who handled 
sales for the company, has 
been appointed vice-president 
and sales manager. E. C. Dy- 
singer was named secretary, 
and J. R. Cunningham, as- 
sistant treasurer. 

Mr. Lane announced that 
operations will continue in 
Elizabethtown and that “it 
is expected that the next step 
in the company’s planned 
expansion will be the addi- 
tion of appropriate products 
to fill out and complete the 
Buch line,” he added. 

The Buch firm manufac- 
tures all types of wheelbar- 
rows, lawn spreaders, lawn 
rollers and other products. 





Blisscraft of Hollywood 
Names Berecky to Sales 

C. O. Bliss, president of 
Blisscraft of Hollywood, Hol- 
lywood, Calif., announced the 
appointment of Charles Be- 
recky as new sales agent in 
Ohio, Michigan, Indiana and 
Louisville, Ky. 

Mr. Berecky will maintain 
his mailing address at 36031 
Glen St., Wayne, Mich. 


Brown-Rogers-Dixson Forms New Division 





Having recently been appointed the distributor for Ben- 
dix home appliances for North and South Carolina, the 
Brown-Rogers-Dixson Co., Winston-Salem, N. C., whole- 
saler, has formed a Bendix-Emerson division within the 
company. Brown-Rogers-Dixson has been the Emerson 


Radio & Phonograph Corp. 
N. Dixson, Jr., is president, 


distributor since 1937. W. 


and C. E. Dixson is vice- 


president and director of sales for the wholesale firm. 
C. M. White will be sales manager of the new division 
and will be assisted by three district sales promotion 
managers: D. W. Jefferies, Raleigh, N. C.; B. E. Rimer, 
Columbia, S. C., and Basil Walsh, Charlotte, N. C. In 
the above picture, showing the official appointment of 
Brown-Rogers-Dixson by Bendix, are: seated, left to right, 
W. N. Dixson, Jr.; Willard Foust, district representa- 
tive for Bendix, and C. E. Dixson. Standing, left to right, 
Mr. White; F. R. Dixson, vice-president; Mr. Jefferies; 


Mr. Rimer, and Jim Mitchell, sales training manager for 


Bendix. 


Dixon Heads Rockwell's 
Power Tool Operation 


The responsibilities of L. 
A. Dixon, Rockwell Mfg. Co., 
Pittsburgh, Pa., executive 





L. A. DIXON 


vice-president, have been 
expanded to include juris- 
diction over the company’s 
power tool operation, it was 
announced by W. F. Rock- 
well, Jr., president of the 
company. 

Rockwell’s power tool op- 
eration includes the Delta 
Power Tool Div., Rockwell 
Tools, Inc., and the Deluxe 
Saw & Tool Co. 

Mr. Dixon began his career 
as assistant to the president 
of the Pittsburgh Equitable 
Meter Co., now a Rockwell di- 
vision. Following this, he be- 
came president of the Pitts- 
burgh DuBois Co. Shortly 
after Rockwell acquired that 
company, he became vice- 
president of the Meter & 
Valve Div. He was elevated 
to the position of executive 
vice-president in June of 
1952. 

As executive administra- 
tor of Rockwell’s 19 plants, 
Mr. Dixon will be responsible 
for the manufacture and sale 
of a varied and diversified 
line of products, such as me- 
ters, valves, power tools, 
saws and saw blades. 





Hardware Square Club 
Advances Dinner Date 

The Hardware Square 
Club, New York, Annual 
Shore Dinner and entertain- 
ment, scheduled for Thurs- 
day evening, May 7, has been 
advanced one day to Wednes- 
day May 6, at the request of 
Robert D. Howard, director 
of the Hotel Astor, New York 
City, to allow for a dinner to 
be held for President Eisen- 
hower on May 7. 
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One of a series of contemporary easy-to-build furniture selections, developed by designer Kim 
Obata for Monsanto Chemical _— Plans are offered monthly in Monsanto advertising. 
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|| 
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Every now and then a product 
comes along that is a sales “‘natu- 
ral” —one that fits right in as a 
companion product to others— 
helps add sales by filling the grow- 
ing needs of many customers of 
the store. 


Rez clear synthetic resin sealer 
and primer is such a product. 
Along with the related color-toned 
Rez line, it has instant and wide 
appeal to the huge number of 
“build-it-yourself’’ customers who 
are continually active buyers of 
many hardware items. 


To stimulate additional buying 
by such customers Monsanto has 
developed a series of plans and 
specifications for home owners 
and hobbyists who like to build 
their own furniture. These designs, 
like the one pictured above, are 
featured monthly in Monsanto 
advertising running in Popular 
Mechanics Magazine—plans and 
specifications are offered to read- 
ers at very nominal cost—they 
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LANs r HELP YOU SELL 
WORE H ARDWA 


‘) 


E AND MORE R 
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call for the purchase of many 
hardware items, including Rez 
and color-toned Rez. 


Rez is a synthetic resin sealer and 
primer. Applied to natural wood, 
it penetrates and seals the wood 
pores—-forms an equalized base 
for stain or paint. Checks grain 
raise—controls swelling, warping 
and twisting, since it greatly re- 
tards moisture entry. 


There are 5 beautiful color-tones 
of Rez: REDWOOD REZ—the 
rugged, ruddy color of the Califor- 
nia redwoods... CEDAR REZ— 
warm cedar brown, colored like 
sherry aged in the cask . 

DRIFTWOOD REZ~—smoky 


EL 


7 . me 
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| 















Laux Rez: Reg. U.S. Pat.Off. 


gray, with the color of bleached 
driftwood ... SAGE REZ~-a 
soft, dry green that captures the 
color of desert sagebrush... 
MAHOGANY REZ-~a rich wine 
red, with the deep tone of saddle 
leather. These color tones are not to 
be confused with ordinary stains. 


Write and get full information on 
attractive, hard-working sales 
helps——including color samples 
for customer distribution... 
MONSANTO CHEMICAL COM- 
PANY, Merchandising Division, 
1700 South Second Street, 
St. Louis 4, Missouri. In Canada, 
Monsanto Canada Limited, Mont- 
real, Toronto, Vancouver. 


MONSANTO 
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NEW-FAST 
SELLERS 


FOR HOME REPAIR 
AND PAINT CUSTOMERS 





EYE APPEAL 


© COBALT BLUE SEAMLESS 
PLASTIC HANDLES 


@ MIRROR FINISH 


© TOOLS DISPLAYED ON 
A FLAMINGO COLORED 
DISPLAY 


HYDE NO. 703 


SALES MERCHANDISER 
Flamingo Color 
Background 
12” high—11” wide—61/,” deep 
40% DEALER DISCOUNT 
1 doz. No. 3E-11/,”” Putty Knives $6.60 

1 doz. No. 3S-11/,”” Putty Knives 6.00 

BUY APPEAL 1 doz. No. 3E-3” Scrapers 10.80 

1 doz. No. 38-3” Scrapers 10.20 

© LOW IN PRICE Total $33.60 


FOR DO-IT-YOURSELF BUYERS =§ DEALER 
© HIGH IN PROFIT COST $20.16 
© TOUGH — FEATHERWEIGHT  pearer 


PROFIT $13.44 
ORDER NOW FROM YOUR JOBBER 





HYDE MANUFACTURING CO. 


SOUTHBRIDGE, MASS., U.S.A. 
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News of the Trade 








HARDWARE BRIEFS 





(Continued from page 142) 
Iowa. Mr. and Mrs. Robert 
MacKenzie are the former 
owners of the store. 





Girard, Pa.—The Girard 
Hardware Co. building and 
merchandise have been sold. 
Alva L. Normandeau and 
Ruth M. Normandeau, of 
Vermillion, Ohio, have pur- 
chased the building, and 
Fred Angerer and Clifford 
Miller have purchased the 
stock of the store and have 
opened for business. 





Grant, Mich.—Orrin Saur, 
owner of the Saur Hardware 
for 31 years, has sold his 
business to his sons, Max and 
Don. Don has rented the 
Leon Heiss building where he 
will operate under the firm 
name of Don’s Farm Equip- 
ment. Max will operate the 
hardware. 





Aberdeen, Wash. — The 
Brennan Crockery & Hard- 
ware store, 112 E. Wishkah 
St., has had its mezzanine 
floor remodeled and extended 
all around the store to give 
additional display and sales 
space. 





Allentown, Pa.— William 
Sorrelle, formerly manager 
of a hardware store in the 
Perkiomen Valley, has joined 
the R. G. Fenstermaker 
Hardware & Garsen Supply 
store, R. 222, near Wescos- 
ville, as a partner. Mr. Sor- 
relle will have charge of the 
hardware line in addition to 
the garden supply section. 

The name of the firm has 
recently been changed to 
Fenstermaker’s for brevity. 





Bristow, Okla.—The Ford 
Hardware & Furniture store 
has had its front show win- 
dows redecorated. New inlaid 
tile has been used to cover 
the window floors. 





Salem, Neb.— The Shild- 
neck hardware store recently 
celebrated its 50th anniver- 
sary in business. 

Charles and William Shil4- 
neck, brothers, purchased the 
store in 1903, and it is the 
oldest in the city operated 
under the same ownership. 





William Shildneck died last 


year and his brother has con- 
tinued to operate the firm. 





St. Nicholas, Fla. — The 
Curry-Thomas Hardware Co. 
has opened a new store at 
3123 Beach Blvd., which will 
be managed by Everette M. 
Curry. 

The new store has two 
entrances and ample parking 
facilities. 





Milford, Mass.—Lloyd Mc- 
Carthy, of Medway, has been 
named manager of the Mil- 
ford Hardware store, owned 
by Maurice Geshelin. 

Mr. McCarthy previously 
worked for Casey’s Hard- 
ware, and before that oper- 
ated the Aubuchon Hard- 
ware store, also in Milford. 





Englewood, Colo. — The 
Englewood Hardware, owned 
by Mrs. Maud Coffey, has 
recently been remodeled to 
provide additional space for 
new spring merchandise. 





Hartshorne, Okla. — The 
new J. & L. Hardware & 
Paint Co. store recently open- 
ed for business under the 
management of Jay Jackson, 
formerly local manager for 
the T. H. Rogers Lumber 
Co. Mr. Jackson and Albert 
Long are partners in the new 
enterprise. 





Creighton, Neb.—The Leo 
Finn Hardware store build- 
ing and its contents were 
severely damaged by a recent 
fire. 





Seattle, Wash. — The 
Georgetown Hardware, 
under the direction of the 
new owner, E. J. O’Kelly, 
has been modernized. 





Newhall, Iowa — Kenneth 
R. DeKlotz has purchased the 
Newhall hardware store f rom 
J. M. Krumm. The store 1s 
now known as the DeKlotz 
hardware store. 





Ashland, Kan.—C. L. Zim- 
merman assumed the opera- 
tion of the Brockman Hard- 
ware recently. Ferris Brock- 
man purchased the store 
from Mr. Zimmerman in 1948 
and has operated it since that 
time. 
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Perry Gets Executive 
Sales Post at P & C 
James H. Perry has been 


appointed vice-president and 
sales manager of the P&C 





JAMES H. PERRY 


Hand Forged Tool Co., Port- 
land, Ore., it was announced 
by J. Earl Jones, company 
president. Mr. Perry was 
sales manager of the hard- 
ware-paint trades division of 
Minnesota Mining & Mfg. 
Co. before joining P&C. 

Long experienced in sales 
management, Mr. Perry held 
positions as sales engineer, 
sales training director and 
sales manager during his 15 
years with Minnesota Min- 
ing. Before that, he spent 10 
years with the National Bat- 
tery Co. of St. Paul. Start- 
ing on the city desk, he held 
positions as Pacific Coast 
sales manager, assistant ad- 
vertising manager and pri- 
vate brand sales promotion 
manager. 


News of the Trade 





Mr. Perry is a member of 
the entertainment committee 
of the Hardware Golf Asso- 
ciation and Texas Hardware 
Boosters. He was installed 
as vice-president of the Cen- 
tral States Hardware Club 
this January. 





T. E. Berry to Cover 
New York for Dewalt 
Thomas E. Berry has been 
named to cover the New York 
territory for DeWalt Inc., 
Lancaster, Pa., it was an- 
nounced by S. S.. Auchin- 
closs, DeWalt president. 





THOMAS E. BERRY 


Prior to joining the De- 
Walt firm, Mr. Berry was re- 
gional sales manager for a 
manufacturer of welding ma- 
terials, did sales promotion 
work for the Scovill Mfg. Co., 
Waterbury, Conn., and served 
as personal aide to Lennox 
R. Lohr, president of the Na- 
tional Broadcasting Co. 





i 





‘ A 


Trio Promoted by Wooster Rubber Co. 





‘ % if i oe 





The Wooster Rubber Co., Wooster, Ohio, has named 
William F. Coulter, left, William H. Irwin, center, and 
Lawrence A. Hoge to new positions. Mr. Irwin, former 
assistant sales manager, is now sales manager of Rubber- 


maid houseware products. 


He will be assisted by Mr. 


Coulter, who started with Wooster three years ago. Mr. 
Hoge is now manager of the direct sales division. 
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How to 
BUILD UP your 


Floor Sweep Volume 


DISPLAYS 
AND STOCKS 
HANDLES 











SELLS 
SWEEPS— 
BY USE 
AND PROPER 
STYLE 


~~ 


| DISPLAYS 
SWEEPS 


STOCKS 
EXTRA 
SWEEPS 


POPULAR 
SWEEPS 





DISPLAY 
RACK 


OXCO’S 


There’s a big dollar margin in every floor sweep you sell. 
Oxco’s attractive space-saving floor display helps you build 
up sales of profitable Oxco floor sweeps by displaying, stock- 
ing and selling . . . all at once! Colorful sign catches the 
customer’s eye and tells which sweep to buy for his purpose. 
Display No. 1 is a complete package. 18 popular sweeps (4 
different styles); easy-to-set-up metal rack with sign attached 
... all in one shipping carton. 


Order Oxco’'s Floor Sweep Display No. 1 
from your nearest Jobber. Act now to 
build up your floor sweep volume. 


Ox<co 


OX FIBRE BRUSH COMPANY, INC. 
treoenicx Selebiished /S§¢$ MARYLAND 
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New Lines, Merchandising Plans Featured 
At Stanley Hardware Div. Sales Conference 


Sales representatives from 
all territories in the United 
States and Canada, and mem- 
bers of the sales and export 
department of the Stanley 
Works hardware division at- 
tended a three-day sales con- 
ference recently at the home 
office in New Britain, Conn. 
It was the first general sales 
conference in five years and 
was called to introduce sev- 
eral important new lines of 
hardware and new merchan- 
dising programs. 

George P. Merrill, general 
sales manager; Carl S. Bau- 
man, and Curtis W. Christ, 
assistant general sales man- 
agers, presided at the meet- 
ings. 

Speaking at the sessions 
were J. C. Cairns, president; 
W. R. Morse, executive vice- 
president; W. C. Milkey, 
treasurer; E. E. Ogren, assis- 
tant secretary and credit 
manager; R. W. Chamberlain, 
vice-president in charge of 
sales; H. V. Pelton, vice-pres- 
ident in charge of the hard- 
ware division; H. E. Pape, 
vice-president and director of 
purchasing. 

Other executives from the 
sales department whe spoke 
were J. F. Hart, sales man- 
ager contract hardware; J. F. 
Moseley, sales manager cab- 
inet hardware; G. H. Wade, 
sales manager garage hard- 
ware; B. J. Walker, sales 
manager furniture hardware; 
L. G. Ekwurtzel, manager in- 
dustrial hardware; and J. W. 
Carter. 

One of the new merchandis- 


ing programs presented in- 
cluded new display rack units 
of household hardware. An- 
other new merchandising pro- 
gram on screen hardware fea- 
tures a complete line of 
screen hardware backed up 
with a new display and vari- 
ous dealer helps. 





Miner Gets Sales Post 
At Dominion Electric 


Jack H. Miner has been ap- 
pointed assistant sales man- 
ager for the Dominicn Elec- 
tric Corp., Mansfield, Ohio, it 
was announced by Robert 
Shaffer, director of sales for 
the company. 

Mr. Miner started with 
Dominion in 1946 and had 
served in the accounting and 
office management  depart- 
ment before entering into 
sales work. 


Pittsburgh Screw Sales 
Posts to Smith, Sipe 


Two new executive appoint- 
ments have been announced 
by Pittsburgh Screw & Bolt 
Corp., Pittsburgh, Pa. Rob- 
ert McNeal Smith has been 
named assistant vice-presi- 
dent-sales, eastern area, with 
headquarters in New York; 
and Samuel M. Sipe has been 
appointed manager of sales 
of the New York district. 

Mr. Smith, who has been 
with Pittsburgh Screw & Bolt 
for the past 10 years, form- 
erly was manager of sales of 
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the New York District. Prior 
to this appointment, Mr. Sipe 
was a sales representative in 
the western New York and 
Pittsburgh areas. 





Paul Lux Gets Sales 
Post at Lux Clock 


Paul Lux has been ap- 
pointed industrial sales man- 
ager of the Lux Clock Mfg. 
Co., Waterbury, Conn., it was 
announced by Robert W. 
Chirgwin, general sales man- 
ager of the company. 





PAUL LUX 


Mr. Lux joined the com- 
pany as a sales representative 
in 1946. He assumes his new 
duties as sales manager of 
the industrial division follow- 
ing a year as assistant sales 
manager. 





New Sales Office For 
Oliver Iron & Steel 

The Oliver Iron & Steel 
Corp. has announced the lo- 
cation of a new general sales 
office in the Oliver Building, 
Pittsburgh, Pa. 





Shown here are sales representatives from the United States and Canada, and members 
of the sales and export department of the Stanley Works hardware division, who 
attended the company’s recent three-day sales conference in New Britain, Conn. 
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Schalk Co. Executive 
Post to Jack Althouse 
Jack Althouse has _ been 
named vice-president and gen- 
eral manager at a_ recent 





JACK ALTHOUSE 


meeting of the board of di- 
rectors of the Schalk Chem- 
ical Co., Los Angeles, Calif. 

Mr. Althouse has been as- 
sociated with the Schalk com- 
pany for the past five years, 
the early part of which he 
spent as administrative as- 
sistant to G. I. Farman, pres- 
ident of the firm. For the 
past three years he has been 
head of the company’s east- 
ern division. 

Mr. Althouse will divide his 
time between Chicago and Los 
Angeles where the company 
maintains factory operations. 





Aluminum Goods Adds 
Kuether as Salesman 


The Aluminum Goods Mfg. 
Co. of Manitowoc, Wis., an- 
nounced the appointment of 
Jack Keuther as Mirro alu- 
minum utensil representative 
on Chicago’s south side. 

Mr. Keuther formerly was 
assistant housewares buyer 
for the Boston Store in Mil- 
waukee. He will take over 
his new territory immedi- 
ately. Previously he spent 13 
months in the company’s re- 
tail sales division in Manito- 


woc. His headquarters will 
be in the company’s sales 
office in the Merchandise 
Mart. 





Elected to Board 


F. Brittain Kennedy, pres- 
ident and owner of F. Brit- 
tain Kennedy & Co., Boston 
investment firm, has_ been 
elected to the board of di- 
rectors of the Boston Woven 
Hose & Rubber Co., Boston, 
Mass. 
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Myers products help you 
increase store profits 2 ways — 


By taking on more products in the Myers line, 
you broaden your selection of merchandise and 
attract additional customers. 


- 


tie-in items such as pipe and fittings, appliances, 


{ Once you sell a Myers product, it’s easy to sell 
spray chemicals, etc. 













Myers water systems and 
pumps. A complete selection of 
5 different types of water sys- 
tems with more than 150 mod- 
els to choose from: shallow well, 
deep well, motor driven, engine £ 
driven. Myers water systems %& 
are famous for quality. 


New sump pump by Myers. De- 
signed as a cellar drainer and 
for draining pits, boiler rooms, 
sub-basements, elevator shafts, 
etc. Quality construction: parts 
are rustproof, and highly cor- 
rosion resistant. 


Water conditioners. Myers of- 
fers a complete line of water 
conditioning equipment in- 
cluding softeners, clarifying fil- 
ters, purifiers and neutralizers. 

















Get in touch 
with your nearest 
Myers distributor 


If you’d likejhis name, drop 
us a line. He will help you 
devélop a complete promo- 
tional program to help you 
establish your store as 
headquarters for famous 
Myers products. 















The complete line of Myers sprayers 
includes “Pestop” brand hand and tank sprayers, 
knapsack sprayers, bucket spray pumps and 
power sprayers for farms and estates. 





THE F. E. MYERS & BRO. CO. 
202 Fourth St., Ashland, Ohio 
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WHAT'S BOOSTING 





7. DEPENDABLE QUALITY 


GENEROUS MARKUPS 
REASONABLE RETAIL PRICES 
STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 


POULTRY SHEARS 


Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 342” embroidery scissors, all 
three pieces nickelplated. Handsome 
genuine leather case. Great ‘‘woman 
appeal.” 





STEAK SET 
Hollow-ground blades of stainless 





steel. Pakkawood handles; serrated 
cutting edge. Women buy them on 
sight. 


Ask your jobber to 


BOKER TREE BRAND LINE 


Catalogs Availeble on 


H. BOKER & 


101 Duane Street 
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show you the 


Request 







EASY 
PINKING SHEARS 


Removable hollow- 
ground precision 
tee! blades, Duraluminum handles. 

weight, comfort-designed; sell 
the ffement customers pick them up. 





POCKET KNIVES 


Sell them once and you'll never 
carry another brand! Fine steel and 
we looks in patterns to suit every 
aste. 


The Saturday Evening 


POST 


nized 
sli Value 


asT. 1837 


BOKER 
Tree Gg sranp 


Way CUTLERY or 


7ORn oven # 





co., INC. 


ESTABLISHED 1837 


New York Fm. Y, 


| 
| 
| 
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Harvey O. Dow Named 
By Reflexite Corp. 
Harvey O. Dow, Minneap- 





olis, Minn., has been named 
by Reflexite Corp., New 





HARVEY 0. DOW 


York, to handle its line of 
house numbers in the West 
North Central states, 

Mr. Dow will cover North 
and South Dakota, Minne- 
sota, Wisconsin, Iowa and 
Nebraska for the Reflexite 
firm. 





Three Representatives 
Named by Brearley Co. 


Philip E. McDonald, sales 
manager of the Brearley Co., 
Rockford, Ill., has announced 
the appointment of three 
new representatives to han- 
dle the firm’s line of Coun- 
selor scales. 

Richard B. Ungar & As- 
sociates, Cincinnati, Ohio, 
will cover Ohio, West Vir- 
ginia, Indiana and Ken- 
tucky. 

George M. Douma & Asso- 
ciates, Grand Rapids, Mich., 
will travel all of Michigan 
and Toledo, Ohio. 

Harvey D. Woodward & 
Co., Kansas City, Mo., will 
handle Kansas, Missouri and 
western Tennesgee. 





Garmon Co. Named 


The Fred Garmon Co., 
Brighton, Mass., has been 
appointed to represent the 


Taplin Mfg. Co., New Brit. 
ain, Conn., in the New En- 
gland states. 





Birdell Peterson Joins 
Don Bruce & Associates 


Birdell Peterson, formerly 
sporting goods buyer for W. 
H. Hobbs Supply Co., Eau 
Claire, Wis., has joined the 
sales staff of Don Bruce & 
Associates, St. Paul, Minn., 
manufacturers’ representa- 
tive. 

Mr. Peterson will call on 
wholesalers in the hardware 
and sporting goods field, and 
he will also do dealer pro- 
motional work. He will be in 
charge of two men in the 
dealer promotion department. 

Previous to becoming a 
manufacturers’ agent in 
1947, Mr. Peterson was sales 
manager of the American 
Pad & Textile Co., Green- 
field, Ohio. 


S. P. Vasilovich Joins 
Eric F. Chimnitz Co. 


Stanley P. Vasilovich has 
joined the Erie F. Chimnitz 
Co., manufacturers’ repre- 
sentative of San Francisco 
and Los Angeles, Calif. 

A native of California, 
Mr. Vasilovich was previous- 
ly in the employ of the Air 
Reduction Pacific Co. and 
Kaiser Services. 

Mr. Vasilovich will assist 
in sales in the northern Cali- 
fornia territory of the Chim- 
nitz firm. 





STANLEY P. VASILOVICH 
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Two Firms Named By 
Simonsen Industries 


Simonsen Industries, Inc., 
Chicago, Ill., has added two 
sales representatives to han- 
dle its tool and tackle boxes 
in 14 states and the District 
of Columbia. 

Fred W. Partridge, Phila- 
delphia, Pa., has been named 
to cover western Pennsylva- 
nia, Maryland, Delaware and 
Washington, D. C. 

R. F. Rothrock & Sons, 
Memphis, Tenn., and Atlan- 
ta, Ga., will travel North 
and South Carolina, Vir- 
ginia, West Virginia, Tennes- 
see, Alabama, Georgia, Flor- 
ida, Mississippi, Arkansas 
and Louisiana. 


Leeson Steel Appoints 
Stevens & Associates 


Leeson Steel Products, 
Inc., New Albany, Ind., new- 
ly acquired wholly owned 
subsidiary of the Thor Corp., 
Chicago, Ill., has appointed 
George T. Stevens & Asso- 
ciates, Chicago, to handle 
its Presteline built-in elec- 
tric ranges. 





Boice-Crane Co. Names 
B. A. Herren, V. E. Sims 


The Boice-Crane Co., To- 
Iedo, Ohio, has appointed B. 
A, Herren and V. E. Sims 
to handle its products in the 
state of Ohio. 

The newly appointed rep- 
resentatives will maintain 
headquarters in Cleveland, 
Ohio. They succeed Nate R. 
Fisher who has announced 
his retirement. 

All but 17 counties in 
northeastern Ohio were as- 
signed to Messrs. Herren and 








OVICH 
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Sims in May, 1952, and, with 


Mr. Fisher’s retirement, the 
two men were assigned the 
whole state. 





H. D. Woodward & Co. 
To Handle Carlson Rules 


Appointment of Harvey D. 
Woodward & Co., Kansas 
City, Mo., to handle Carlson 
steel tape rules in the states 
of Kansas, Nebraska, Iowa 
and Missouri, has been an- 
nounced by Carlson & Sulli- 
van, Inc. 





Gunter to Cover Two 
States for Delta Corp. 


Guy T. Gunter, Jr., Atlan- 
ta, Ga., has been appointed 
by the Delta Heating Corp., 
Trenton, N. J., as represen- 
tative in Alabama and Geor- 
gia. 

In the heating industry 
for the past 12 years, Mr. 
Gunter formerly owned and 
operated his own wholesale 
distributing company. 





Soden Bros. Named By 
Beacon Plastics Corp. 


The Beacon Plastics Corp., 
Newton Highlands, Mass., 
has named the Soden Bros. 
to handle its plastic house- 
wares lines in the midwest. 

Virgil Soden, Omaha, Neb., 
and Gene Soden, St. Louis, 
Mo.,. will cover the four 
prairie states for Beacon. 





Eagle Rule Mfg. Corp. 
Names New Mexico Firm 


The Eagle Rule Mfg. 
Corp., New York, has named 
the John Carder, Jr., Co., 
Albuquerque, N. M., to rep- 
resent the firm in New 
Mexico, Colorado, Utah and 
El Paso, Tex. 





Thatcher Glass Names 
Peck Branch Sales Head 


George W. Peck, II, has 
been appointed head of the 
Rochester, N. Y., branch sales 
office of the Thatcher Glass 
Mfg. Co., Inc., Elmira, N. Y. 

In his new capacity, Mr. 
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Peck will take charge of the 
firm’s glass container and 
McKee consumer product 
sales in eastern and central 
New York State, with the 
assistance of three salesmen. 
He replaces George Duster- 
dieck, newly-appointed head 
of the Chicago, II. sales office. 
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The 
money's 
there! 

Get your share! 


Others in your trade made good 
money last year selling and using 
Imported Dutch Bulbs. Were you 

one of them? Join up and get your 
share of the profits! 


Associated 
Bulb Growers 
of o a 








ORDER wow 


from your Dutch Bulb salesman 
so you ll be ready for 


BIG SALES THIS YEAR! 
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OBITUARIES 





William C. Wangerin 


William C. Wangerin, 64, 
president of A. Wangerin, 
Inc., New York, died Feb. 7. 

Mr. Wangerin started his 
career in the hardware in- 
dustry when he was 13, at 
which time he entered his 
father’s locksmith and hard- 
ware business. When his 
father, August Wangerin, 
died in 1931, he became 
president of the firm, a po- 
sition he held until his death. 

At the inception of the 
American Association of 


Master Locksmiths, in New 
York City, in 1927, Mr. 
Wangerin was elected first 
vice-president and served in 
that capacity for a number 


of years. 
He is survived by his 
widow, two daughters, a 


brother and two sisters. 





Leland L. Estes 


Leland L. Estes, regional 
sales manager for Landers, 
Frary & Clark, New Britain, 
Conn., died suddenly from a 
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heart attack March 6, at his 
home in Danville, Va. 

Mr. Estes had been asso- 
ciated with Landers, Frary 
& Clark in a sales capacity 
for 29 years, having been 
southeastern area _ regional 
sales manager at the time of 
his death. 

Survivors include his 
widow and a son. 





Edwin H. Shaw 


Edwin H. Shaw, 83, Bal- 
timore and Washington rep- 
resentative for the American 
Steel Wool Mfg. Co., Inc., 
Long Island City, N. Y., died 
March 7. 

Associated with American 
Steel Wool for more than 40 


years, Mr. Shaw was Balti- 
more and Washington repre. 
sentative for the firm for 
the past eight years. Prior 
to that time he represented 
the company in the Louisi- 
ana, Texas and Oklahoma 
territory. 





John M. Stone 


John M. Stone, for 33 
years secretary of the Ken- 
tucky Retail Hardware Deai- 
ers Association, died March 
10 while vacationing in Seb- 
ring, Fla. 

Mr. Stone, who operated a 
hardware store in Sturgis, 
Ky., retired 10 years ago. 

Survivors include four sons 
and six grandchildren. 





Parkinson New Head of 
Intermountain Group 


At the recent annual con- 
vention of the Intermountain 
Association, the following 
officers were elected: presi- 
dent, J. M. Parkinson, Park- 
inson Tractor Co., Idaho 
Falls, Idaho; first vice-presi- 
dent, Joseph T. Pence, Hoff- 
man’s Hardware Co., Salt 
Lake City, Utah; second vice- 
president, Donald Chisholm, 
Chisholm Brothers, Burley, 
Idaho. Leon L. Weeks, Boise, 
Idaho, is acting secretary. 

Directors, serving for one 
year, are: Frank Dalton, 
Tremonton, Idaho; Howard 
Easton, Emmett, Idaho; Lehi 
Jones, Cedar City, Utah, and 
Kenneth Self, Twin Falls, 
Idaho. 


Directors for two years 
are: Lowe Ashton, Heber 
City, Utah; Jay Browning, 
St. Anthony, Idaho; Homer 
Davies, Nampa, Idaho, and 
Merlin Sorenson, Salina, 
Utah. 

Three-year directors are: 
Jess McClellan, Montpelier, 
Idaho; T. T. Hall, Ely, Ne- 
vada; W. C. Fronk, Ogden, 
Utah, and Harley Williams, 
Twin Falls, Idaho. 





Western Summer Market 
Set For July 20-24 


Frank K. Runyan, Mart 
president, announced that the 
Western Summer Market at 
the Western Merchandise 
Mart in San Francisco will 
be held July 20 through 24, 
1953. 

In making the announce- 
ment, Mr. Runyan stated 
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that the rceord-breaking at- 
tendance of 14,926 buyers, 
the wide-spread buying and 
the optimism that prevailed 
at the recent Winter Market 
confirmed predictions of good 
business in 1953. 





Dormeyer Opens New 
Plant in Chicago 


Official opening of Dor- 
meyer’s new Chicago plant 
was.held recently as the firm 
entertained industry repre- 


sentatives at a special Open 
House in its  seven-floor, 
block-square building on Chi- 
cago’s Near-North side. 

Steadily increasing sales, 
plus the addition of new 
products to the Dormeyer 
line, made the move to new 
and larger quarters essen- 
tial. The building was com- 
pletely remodeled to Dor- 
meyer’s specifications, and a 
large wing was added to ac- 
commodate ultra-modern 
shipping facilities. 


Century Electric Names 
Moe to New York Post 


Gunnar Moe has been ap- 
pointed assistant district 
manager of the New York 
City office of the Century 
Electric Co., St. Louis, Mo. 

Mr. Moe has been associ- 
ated with the Century New 
York organization for 20 
years. In his new position, 
he will direct the sales activ- 
ity of the company in that 
area. 





New York Dealers Hold Convention 





New York State Retail Hardware Association officers and directors elected at the group's 
recent convention, shown above, are, front row, left to right: A. J. Farsaci, Bush Hard- 
ware, East Syracuse, director; Harold G. Dye, Sodus Hardware, Sodus, retiring presi- 
dent; George G. Hoy, Pelton Bros., Inc., Herkimer, new president; R. R. Woodruff, 
Saranac Lake Hardware, Saranac Lake, second vice-president, and N. H. Kiley, Syra- 
cuse, executive secretary. Directors, standing, left to right, are: John A. Losee, Jr., 
Buchanan Hardware, Richfield Springs; Guy Smith, Smith Hardware, Elba; J. T. Doyle, 
Doyle Hardware, Utica; John Goetzman, Goetzman Hardware, Niagara Falls, and N. W. 
Howard, Davis Hardware, Binghamton. Not shown in photograph are Timothy G. 
Griffing, Riverhead, first vice-president, and the following hold-over directors: J. C. 
Agnew, Plattsburg; C. M. Close, Middletown; H. M. Fitzwater, Penn Yan; P. L. Morrow, 
Orchard Park; G. Waterhouse, Jr., Pittsford; C. R. Burns, Nyack; C. Christman, Can- 
ajoharie; H. B. Cornell, Pleasantville, and G. E. Kern, Dansville. 
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A report in pictures of 


people and events 


in the hardware trade 





Here are the 125 sales personnel, 
factory representatives, district 
Managers and associate manu- 
facturers who attended the re- 
cently concluded 43rd Annual 
Sales Meeting of the Seidlitz 
Paint & Varnish Co., Kansas 
City, Mo. Theme of the meeting 
was Do It Yourself. 


> 


Here are the more than 125 dis- 
trict sales executives, salesmen, 
division and branch managers of 
the Lowe Bros. Co., Dayton, 
Ohio, who attended the firm's re- 
cent three-day sales conference. 
Advertising plans and a sales 
program for 1953 were intro- 
duced at the meetings. 


Salesmen from the central region 
watch barrels being assembled to 
the frame of a shotgun, during 
recent four-day sales meetings of 
Western - Winchester. Refresher 
sales training program was held 
at the New Haven, Conn., head- 
quarters of the Arms & Ammuni- 
tion Div. of Olin Industries, Inc. 


Salesmen from all parts of the 
United States, Canada and South 
America gathered at New York 
City and Providence, R. I., for a 
general sales meeting of the 
Imperial Knife Associated Cos., 
Inc. Harry B. Hazelton, Jr., sales 
manager, shown here during a 
lecture, conducted the meeting, 
which covered a complete re- 
view and discussion of knife 
and cutlery lines. 


Thege smiling salesmen of Walter 
E. Selck & Co., Chicago, IIl., are 
shown as they attended the com- 
pany'’s one-day sales conference 
in preparation for the mid-winter 
market. Theme of the meeting 
was Plus Profits, and methods of 
reducing labor and material costs 
and developing extra sales were 
discussed. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


January totaled $19,900,000,000. 
Stocks held by durable goods re- 
tailers increased $250 million, 
while those of the non-durable 
goods group showed a $150 million 
decline. 


F.R.B. Urged to Use 
Care in Curbing Credit 


The Committee for Economic De- 
velopment urges the Federal Re- 
serve Board to use caution in ap- 
plying any full-scale consumer 
credit regulation. The C. E. D. 
also says it isn’t entirely in favor 
of regulating credit for home con- 
struction and home buying. 

The committee, which is backed 
by many business concerns, advo- 
cates reliance on broad policies 
which affect alike all types of bor- 
rowers. It believes that aside from 
being “discriminatory,” selective 
credit controls of the Regulation W 
type were not effective in braking 
inflation. 

In a special report on flexible 
monetary power, the C. E. D. says 
“in the absence of general mone- 
tary controls, the selective restric- 
tions on particular kinds of credit 
may serve only to divert credit ex- 
pansion into other—not less infla- 
tionary—forms.” 


400,000 More People 
At Work in February 


By mid-February there were an 
estimated 60,924,000 people at work 
in civilian jobs, 400,000 more than 
a month before and some 1,200,000 
more than in February, 1952, the 
Commerce Dept. reports. 

The most significant develop- 
ment in the February figure was 
an unseasonable rise in non-farm 
employment, the Department notes. 
Agricultural employment continued 
at its usual winter low, totaling 
about 5,366,000 in February. 
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No Depression. Unless 


It is most unlikely there will 
be a depression or even a bad 
recession this year unless busi- 
nessmen talk themselves into. 
one, states A. F. Franz, presi- 
dent of Colorado Fuel & Iron 
Corp. He reports that his steel 
companies are producing at 105 
pet of capacity and expect to 
continue that rate through 1953. 











Sprayer Industry 
Expected to Expand 


There is growing demand for 
spraying and dusting equipment, 
according to estimates made by the 
National Sprayer and Duster As- 
sociation. The association believes 
that the $80 million-a-year sprayer 
and duster industry has yet to see 
its greatest expansion. 

Reasons for this estimate are set 
forth by R. B. Chapin, president of 
the group. He says the insect popu- 
lation of the country is increasing, 
not decreasing. Secondly, human 
population is growing at the rate 
of 7,000 a day—thereby stepping 
up demand for food. And, he rea- 
sons, since there is no _ sizable 
amount of new land available for 
agriculture, it becomes necessary 
to get larger returns from land 
now under cultivation. This means 
dusting and spraying. 


New Car Sales 
High in January 

New car registrations in Janu- 
ary were the second highest for 
any January in post-war years, re- 
ports R. L. Polk & Co., automotive 
statisticians. Registrations totaled 
386,221 units, compared with a 
post-war January high of 472,766 
in 1951. Normally, January car 
sales represent the seasonal low 
point, the statisticians observed. 


Earlier Easter Boosts 


Dept. Store Business 


An early Easter this year has 
pushed the nation’s department 
store sales up 8 pct in the first 
week in March over the same 1952 
period. The Federal Reserve Sys- 
tem explains that part of the sales 
gain was due to an early Easter, 
but quite possibly to renewed buy- 
ing interest on the part of the con- 
sumers. 

Since Easter arrives on April 5 
of this year, and it didn’t come un- 
til April 13 last year, the holiday 
buying surge seems to have ef- 
fected the year’s sales as early as in 
March. Officials of the F. R. S. say 
an allowance of about 4 pct for the 
month of March as a whole should 
be made to adjust for this factor. 


35% More Aluminum 
For Civilians Forecast 


The big three of the aluminum 
industry, Alcoa, Kaiser and Reyn- 
olds, agree that the amount of alu- 
minum available for civilian use 
this year will be 35 pct greater 
than in 1952 and at about the same 
level as in 1950. The total alumi- 
num supply will exceed 3,500,000,- 
000 pounds this year, with imports 
expected to furnish about 394, 
000,000 pounds of the total. 

Officials of the Office of Defense 
Mobilization, who have met with 
representatives of the big three, 
report that almost no aluminum has 
gone into stockpile so far this year. 
This may change, they note, if the 
world situation warrants it. 


Home Building Rose 
In First Two Months 


A total of 77,000 new residential 
homes were started in February, 
compared to 71,000 in January, a 
gain of 8 pct, reports the Bureau 
of Labor Statistics. This brought 
new home starts to 148,000, about 
5,400 units more than in the first 
two months of 1952 but well below 
the like 1951 months, when more 
than 166,000 new units were 
started. 

February’s increase over Janu- 
ary occurred despite severe storms 
in the latter half of the month in 
some sections of the country, B. 
L. S. says. Private and public 
housing also shared in the gains. 

Adjusted seasonally, February 
housing starts indicated an annual 
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aluminum wells, and you'll find a very profitable activity in pumps. 
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WHEEL 
MODELS 


Big 22”-diameter heavy-gauge stamped steel bowl, 6” deep; stands at table 
height for working comfort @ Heavy nickel-plated wire grill with 3/4” spaced 
wires — handles all types of meats; 370 square inches of cooking surface ¢ 
Deluxe models have heavy nickel-plated grid rest brackets with three-position 
stops for positive three-level manual control of grill with 4 inches of travel; 
no moving parts to clog, rust, or jam @ Sturdy 24” nickel-plated spit with 
U-shaped tines; has positive 4-position rotary locking device. Spit supports 
permit 3-level adjustment as desired. TRIPOD MODELS (No. 1800 Standard, 
No. 2200 Deluxe) feature sturdy steel collapsible tripod with decorator-black 
wrought-iron finish. Fire bowl lifts off easily for carrying and storage. WHEEL 
MODELS (No. 2500 Standard, No. 2900 Deluxe) feature strong, weather- 


proof tubular aluminum handle and leg frames .. 


. large rubber-tired wheels 


and full axle; handy triangular service shelf of sturdy steel with smooth baked- 


enamel finish. 





BARBECUE WAGONS 


No. 3500 DELUXE: Overall size: 20” wide x 
48” long x 29-1/2” high e Heavy-gauge 
steel construction; baked ‘Samoan Green” 
enamel finish e Removable 5-position firebox 
e Pull-out ash catcher e Heavy nickel-plated 
lift-out wire gridg size 17” x 12” @ Sturdy 
24” nickel-plated spit with U-shaped tines; 
positive 4-position rotary locking device; 
3-level adjustment @ 1-1/2-qt. covered dish 
@ Hinged shelf for windbreak or table service 
e Big 360-sq. in. work table surface @e 31” 
x 17” lower service shelf e Aluminum towel 
bar e Chef-Shelf, with salt and pepper 
shakers and basting jars; also holds 4 bar- 
becue toolse Tubular aluminum leg frame 
with large rubber tired wheels. No. 3000 
STANDARD: Same as above except does not 
include towel bar, windbreak shelf and 
Chef Shelf. 
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rate of 1,227,000 units, compared 
with a rate of 1,157,000 in January 
and 1,237,000 in December, 1952, 

B. L. S. valued building construc. 
tion in cities during 1952 at $8. 
900,000,000, about equal to 1951, 
but 15 pct under the 1950 record 
of $10,500,000. 

Residential construction in cities 
larger than 2,500 was up slightly 
to $5,100,000,000 last year. Non- 
residential building slipped 7 pet 
from 1951—down to $2,600,000,000, 


1952 Second Highest 
Home-Building Year 


The year 1952 proved to be the 
second highest home-building year 
on record, with an estimated 1,131,- 
400 new non-farm dwelling units 
started, the lumber survey com- 
mittee of the Dept. of Commerce 
reported; 1952 was the fourth suc- 
cessive year that housing starts 
exceeded 1,000,000 units. 

Lumber output in the last quar- 
ter of 1952 topped 1951 production 
in the same quarter by 7 pct, bring- 
ing the total year’s output to near- 
ly that of 1951, reports the Com- 
merce Department’s lumber survey 
committee. Total production in 
1952 was 37,800,000,000 board 
feet, compared to 37,900,000,000 
board feet in 1951. 


Sees Greater Use For 
Plastics in Building 


Sales of plastics products in the 
United States and Canada will 
triple in volume by 1960. Greatest 
advances will come in the field of 
plastics for structural use. This is 
the belief of B. F. Goodrich Chemi- 
cal Co., Cleveland. 

What is needed, however, is a 
speed-up in the development of 
plastic fabrication techniques be- 
fore such growth can be fully 
realized the company believes. 


Discount Houses Hurt 
Major Appliance Sales 


There is evidence that depart- 
ment stores are trimming their 
major appliance merchandising and 
buying programs. Many _ stores 
are said to be thinking of getting 
out of the major appliance busi- 
ness altogether unless prices are 
stabilized in some way. Discount 
houses are taking larger and 
larger shares of the market, say 
some department store officials. 
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FINE CUTLERY 
by Briddell 





"1922 


O WONDER these knives were 

an immediate hit. Never before 

has there been a set of Kitchen Cut- 

lery so smart, so functional, so useful, 

so attractively packaged, so desirable. 

They have double appeal—as gifts or 
for personal use! 

Each knife reflects the skill and 

craftsmanship made world famous 


This Spring Emily Post and Duncan Hines 
will help sell both Carvel Hall lines! 
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Once again these two famous au- 
thorities will be featured in Carvel 
Hall ads to promote Carvel Hall 
Cutlery as the perfect gift for 
every gift occasion. Watch for 
them in these leading magazines. 


New Carvel Hall Kitchen 
utlery Wins Big Response 





Dealers Report New Kitchen Set 


Builds Traffic—Turns Fast! 


No. 95—lIvory Handles 


Includes Jewel-Box Chest... 
Knives also Sold Individually 


by Carvel Hall Quality. And each 
knife carries the same unconditional 
guarantee. Sell ’em by the set or sell 
’em individually but order early. 
Now more than ever Carvel Hall is 
your best bet for increased cutlery 
sales. Call your distributor today or 
write CuHas. D. BRIDDELL, INC., 
Crisfield, Maryland. 











No. 56—6-piece Steak Knife Set, Vogue 
handles in Jewel-Box Chest $19.50. 
Other sets from $8.50 to $63.50. 





No. 588—8-piece Fruit & Cheese Knife 
Set, Vogue handles, in Ivory Aristocrat 
Case $20.00. From $10.95 to $32.00. 





No. 66—Carver, slicer and fork, Vogue 
handles, in Jewel-Box Chest $26.00. 
From $9.00 to $134.50. 
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Hardware Men Active in Fight to Get 
Fair Trade Law in Vermont; Bill Pending 


Vermont, one of the four states 
now without fair trade legislation, 
has a possible chance of getting 
such a law during the current ses- 
sion of the assembly. 

Hardware dealers of that state 
were well represented, together 
with retailers in diversified retail 
trade lines, at an open hearing on 
a proposed bill, held before the 
Senate Judiciary Committee, in 
Burlington, March 22. 

While there was strong opposi- 
tion to the measure, state retailers 
were predominantly in favor of the 
bill which is virtually the same as 
most state Fair Trade laws. 

A. C. MacHardy, secretary of 


the New England Hardware Deal- 
ers Association, headed a party of 
Vermont hardware dealers who ap- 
peared in behalf of the proposed 
measure. 

Frank Masterson, assistant to 
John Anderson, president of the 
American Fair Trade Council, pre- 
sented the case for Fair Trade. 

Because of the widespread in- 
terest that was manifest at the 
session by both legislators and re- 
tailers, it is believed that the bill 
has a better chance for enactment 
than another which was defeated 
at the last session of the Assembly, 
two years ago. 





January Sales Of 
Wholesalers Below 1952 


Wholesale hardware firms’ sales 
in January were down 9 pct from 
January 1952 and down 19 pct from 
the previous month, the Dept. of 
Commerce reports. 

Inventories at the end of Janu- 
ary were 3 pct lower than they were 
a year ago. They were 12 pct above 
the value of inventories at the end 
of December. 

Only East North Central region 
wholesalers had higher sales in Jan- 
uary than they had at the same time 
last year—a mere 2 pct increase. 
The biggest decline was in the Mid- 
dle Atlantic states—21 pct. 

Wholesale hardware stocks were 
lowest in the East South Central 
and South Atlantic states, where 
wholesalers had only 95 and 97 
days’ supply on hand, respectively. 
Stocks were highest in the Moun- 
tain states where jobbers had 154 
days’ supply on hand at the end of 
January. 

The inventory report was based 
on 135 firms that participate in the 
monthly survey conducted by the 
Bureau of Census. 


Camillus Radio Quiz 


The “Permanized Edge” carving 
and steak set will be promoted over 
more than 47 radio stations, across 
the country, in the radio feature, 
“Tello-Test.” 

The Camillus Cutlery Co., Camil- 
lus, N. Y., will award steak knive 
sets and carving sets to listeners 
who join the radio quiz game. 
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Fewer Vacuums 
Shipped in February 


Factory sales of standard size 
household vacuum cleaners in 
February totaled 246,007 units, a 
decrease of 3.9 pct from 255,886 
sold in the preceding month, ac- 
cording to the Vacuum Cleaner 
Manufacturers Association. 

February sales were 4.3 pct 
greater than 235,936 units, the 
total for the corresponding month 
in 1952. 


Nelson Announces 
Lawn Sprinkler Program 


The annual Lawn Fair Kit of the 
Nelson Mfg. Co., Peoria, IIl., shows 
free sales aids and tells the promo- 
tion story to hardware dealers. 

The firm announces its heaviest 
advertising campaign which _ in- 
cludes ads in Better Homes & Gar- 
dens, Sunset and Flower Grower. 
The national ads and various dealer 
aids feature the Whirling Square 
sprinkler. 


Many Prices Reduced 


In New Sears’ Catalog 


The new mid-Spring catalog of 
Sears, Roebuck & Co. shows price 
reductions on some 500 articles 
The 346-page catalog contains more 
than 600 items. Hardware tools, 
home appliances, clothing, foot- 
wear, plumbing and heating sup- 
plies are some of the lines in which 
lower prices are shown. 


More Interest In 
NEMA Gift Campaign 


Dealer participation in this year’s 
Electric Housewares Gift Campaign 
will be about double that of last 
year, according to G. W. Orr, sales 
manager of the Electric House- 
wares Division of the John Oster 
Mfg. Co., Racine, Wis., who is 
chairman of the Sales Promotion 
Committee of campaign. 

Mr. Orr pointed to the early start- 
ing of local programs by Electrical 
Leagues and Local Area Committees 
as an important factor in the in- 
tensified drive of the National Elec- 
trical Manufacturers Association to 
get the electric housewares indus- 
try an increased share of the multi- 
billion dollar gift market. 

Dealers can tie-in their own pro- 
motional activities by availing 
themselves of the industry prepared 
newspaper advertising kits which 
have been sent to more than 800 
newspapers. 


Circular Explains 
Advertising Methods 


How industrial distributors can 
advertise and promote their name 
and the lines they carry without 
the service of specialists is fully ex- 
plained in a folder entitled, “There 
is No Mystery to Advertising,” pre- 
pared by the Industrial Products 
Department of S. C. Johnson & 
Son, Inc., Racine, Wis. 

This pamphlet has been dis- 
tributed to members of the National 
Industrial Distributors’ Association 
and the Southern Industrial Dis- 
tributors’ Association, by the Joint 
Advertising Awards Committee of 
the two groups. 


Gold-Plated Hammers 


For Craftsmanship 


A 24-karat regulation 16-ounce 
Stanley claw hammer will be 
awarded to each of the winners of 
Mechanix [Illustrated’s monthly 
Workbench Awards for home 
craftsmenship. 

The awards are made to the 
readers who submit the best snap- 
shot of some workshop project they 
have completed themselves. 

Projects can include anything of 
a handicraft nature, whether it be 
a boat, a scale-model, any home- 
made article, as well as examples 
of home renovation and moderniza- 
tion. 
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Ever stop to figure out how profitable those 
“extra sales” are for you? Your overhead expense 
—rent, salaries, taxes, etc.—remains the same, 
whether you get those extra sales or not. 

For example, take the display shown above. If 
you sell your customer just the 6 gals. of paint, 
you have a sale of $37.25. Using the RPWDA 
averages, you gross $11.76, but after paying your 
fixed overhead costs your net profit is only about 
4.4% or $1.64. 

Now, if you sell a complete merchandising 
package, including brushes, turpentine, putty, 


\ Specal/y. for | 
HOBEY-TIME PAINTERS! 


(ov we weit! recommend © qualified pewrtwrd 


MAKING a PROFIT 


PAINT? 





Pol-mer-ik, etc., you sell an extra $21.04 of mer- 
chandise. Your gross profit on these extra sales is 
$6.64. And this gross profit is really net profit 
because your overhead has not been increased! 
Your net profit jumps more than five times from 
$1.64 to $8.28 when you sell 
?em the whole ball of 

wax. Worth trying? 
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INCREASE PROFITS 
5% OR MORE 


by buying Tacks and Nails 
from one source 


' 
= 
=) 


S> 


| 
| Ga 
y 


The products shown are but a representa- 
tive few of the many sizes and types that 
ATLAS makes. Ask your jobber for the 
complete list. Be sure to ask for ATLAS 
—the best known name in tacks and nails 
throughout the world. 


ovce ATLAS |: 


TACK CORPORATION 


FAIRHAVEN, MASS. » HENDERSON, KY. 
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EQ-53 Is New Type 
Mothproofing Rinse 


A new household chemical that is 
expected to revolutionize the moth 
goods industry and change retail 
sales patterns, has been marketed 
under a formula called EQ-53. The 
formula is a water soluble moth- 
proofing rinse. It was developed by 
the Dept. of Agriculture. 

EQ-53 is essentially a mixture of 
DDT and other chemical carriers in 
an easily emulsified form. It is said 
to be as easily used to mothproof 
washable woolens as it is to place 
them in water. All the housewife 
need do is add a few spoonfuls of 
the solution to the wash water. The 
mothproofing will last one year 
after such an application, it is 
claimed. 

The Agriculture Dept. has estab- 
lished an educational program, 
which will begin April 18. The for- 
mula has been marketed by Lewal 
Industries, Inc., New York, and 
Royal Home Products, Inc., Cincin- 
nati. 


Develop New Process 
For Wood Treatment 


A new process said to eliminate 
expansion and contraction of wood 
and other cellulose fiber materials, 
is announced by Upson Co., wall- 
board producers. The company 
says expansion and contraction due 
to atmospheric changes can be re- 
tarded by treatment of wood and 
other materials with a chemical 
compound formerly regarded as an 
undesirable by-product of alkyd 
resin manufacture. 


Zeprex Is Lightweight 
Building Material 


A building material called Zeprex 
is making its debut in this coun- 
try after successfully capturing a 
Jarge share of the construction 
market in Sweden. Zeprex looks 
and acts like concrete, but it can 
be sawed and nailed like wood. It 
is being made by United States 
Plywood Corp., which has obtained 
manufacturing rights. 

The product combines qualities 
peculiar to concrete with those of 
wood. It is said to be only one- 








fifth as heavy as concrete but to 
have ten times the insulation quali- | 
ties of concrete. It can be worked | 
just like wood. 

But unlike wood, it won’t burn. 


TRIPLE the SALES 
with TRIPLE the CUTS! 


ANNOUNCING 


NOT ONE—NOT 12-—BUT 


40 DIFFERENT CUTS! 


AAAAARAARAAANS 


DADO SAWING WASHERS 
New improved Warren Washers open 
a broader market for you in '53! Be 
ready for new sales, replacement sales 
—easier sales! 


GOOD PROFITS FOR YOU! 
No increase in price—new Warren Washers 
still retail at popular ae af $4.95 per set, 





with no cut in dealer margin! 


NATIONALLY ADVERTISED— 
UNIVERSALLY ACCEPTED! 


Craftsmen praise them for making smooth 
dados, quickly and easily with regular saw 
blade. National advertising reaches 16 mil- 


lion people—makes Warren Washers a name 
they remember! 

SEND TODAY FOR TRIAL OFFER! 
Send for just 6 sets at your dealer's discount 
of 334%45%—receive ebsolutely free colorful 
working counter display and descriptive sell- 
ing literature! 


WARREN DADO SAWING WASHERS CO. 
Dept. 104, Box 98, North End Station, Detroit, Mich. 











FOOT and CHECK VALVES 


end leakage troubles ... 
save their cost many times over in 
service calls they eliminate. Ideal 


for jet type pumps. Write today 
for Bulletin Number 301. 


order from your jobber 


STRATAFLO 
PRODUCTS INC. 


FORT WAYNE 1, INDIANA 
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U. S. Plywood reports that when a 
flaming blow-torch was directed at 
a two-inch thick piece of Zeprex, 
the only “bad” effect was that the 
opposite side became slightly warm 
to the touch. 

Technically, the material is sili- 
ceous-cement and water, plus a 
number of chemicals, chief of which 
is monocalcium silicate. It is not 
yet on the market, nor has a price 
been set for the product. 


Poorer Prospects For 


Farm Tool Industry 


The farm tool industry expects 
sales in 1953 to fall 5 to 10 pct be- 
low 1952 levels. The National Re- 
tail Farm Equipment Association 
expects the drop to result from 
farmers holding onto their money, 
since farm prices have fallen 
steadily for many months. 

The industry estimates that in 
1952 farmers earned as much as 
$4 billion from non-farm occupa- 
tions, like road construction, log- 
ging, and others. These jobs might 
not be around this year, the as- 
sociation says. 

What is happening to the mar- 
ket is summed up by the associa- 
tion in this way: “farmers are 
looking, not buying.” 


Commerce Dept. May 
Aid in Sales Planning 


Businessmen will be able to go 
to the Dept. of Commerce’s Office 
of Distribution for help in formu- 
lating their sales promotion and 
distribution if plans now being con- 
sidered by the Administration 
work out. 

The Office of Distribution was 
formed by Charles Sawyer, Secre- 
tary of Commerce under the Tru- 
man Administration. Such a pro- 
gram of help would provide for 
government advice without inter- 
ference or supervision. 


Broil-Quik Appoints 
23 Service Stations 


The Broil-Quik Co., New York 
City, has announced the appoint- 
ment of 23 authorized service sta- 
tions in all parts of the country. 
These companies will repair and 
service all models. 
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Advertised in 





DISPLAY OXCO BRUSHES 








Every mother needs a bottle brush. The 
stiff Du Pont nylon bristles in Oxco’s TOT 
do a thorough cleaning job on nursing 
bottles, milk bottles, home canning bot- 
tles, etc. Handle is crank-shaped for easy 
turning. Each brush individually wrapped 
in sanitary cellophane. Display one 
dozen Tots in colorfully printed display 
box and pick up sales from your women 
customers. 


OXCO’S BRUSH COMB 


PET SET Es: peN 


Every dog- 


for proper 


stir up circ 


brush and 


display to 


Oxco’s Brush-Comb is filled 4 
with round-end wire bristles 
set in rubber cushion, that 
comb out dirt and matted hair, 


skin health. Available 
rately or with “Smoothie” hair 
“Master” Pet Comb 
in Pet Set, with colorful counter 
display. Put Oxco’s Pet Set on 


your dog-owning customers... 
men and women. 





pick up brush sales from every customer! 


\ ‘TOT 9 
SOTTLE 
BRUSH << 





























owner needs brushes 
care of his pet. 


ulation and promote 
sepa- 


pick up sales from * 


There’s real profit for you in Oxco brushes. Skillfully made 


brushes; attractive counter disp 


advertising in national magazines. 


lay packaging; consistent 
Order Oxco’s Tot and 


the Pet Set from your jobber now... start picking up brush 


sales from every customer. 





‘Advertised in | 


BETTER THE 
HOMES SATURDAY 
and — OX FIBRE BRUSH COMPANY, INC. EVENING 

GARDENS)  rrcoceicx Lo@bished /8&¢ manviano | POST 
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automatic 


GUN TACKERS 
> ~ 


Gun Tacker 
New! Powerful! 
Shoots heavier, 
longer Wedge- 


pointed staples up to 
9/16”—.050 wire. 


T-32 Gun 
Tacker 


widely 





Write for catalog and prices 


ARROW FASTENER CO., INC. 
1 Junius Street, Brooklyn 12, N. Y 









Well-known, 
used 
model for lighter 
tacking. Shoots 
staples up to 
5/16” —.032 Wire 








Making a Terrific Hit 
with Housewives - - - 





CLOTHESLINE PULLEYS 


"ANOTHER JAXON PRODUCT” 


NEW AND PERFECTED! 
* SOLID STEEL CONSTRUCTION 


SEATING OF ROPE 

* SMOOTH RUNNING 
WHEELS FOR EASY 
ROLLING 


& RUST-RESISTANT 
LASTING FINISH 


*& GUARANTEED 
NOT TO CRACK 


BEAUTY to catch the eye... 
QUALITY to make ‘em buy . . 
* & priced right! 


MADE IN 3 POPULAR SIZES 
3", 4", AND 5" DIAMETERS 
It's the line with Utility Appeal! 
It's not a seasonal line . 


I's the line with SELL APPEAL! 
EVERY DAY OF THE YEAR! 




















JAXON WHEEL CO., INC. wass. 











* DEEP GROVES FOR SURE 
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Janney Circular For 


Hardware Week 


A four-page, multi-colored news- 
paper size circular has been pre- 
pared for Hardware Week use of 
dealers by Janney-Semple-Hill Co., 
Minneapolis. 

A coupon entitles consumers to 
buy a pair of shears, advertised as 
a $1.29 value, for 77 cents. 

Special prices are offered on all 
items shown and described on the 
first page, as well as others on the 
other pages. 


&® YOUR NAME HERE 


ADDRESS TOWN NAME = NA™B 





Igoe Bros. Issues 
Spring-Summer Catalog 


A new dealer’s catalog of Spring 
and Summer merchandise has been 
published by Igoe Bros., Inc., dis- 
tributors of hardware, tools, build- 
ing materials, wire and nails. The 
plastic bound catalog, of 84 pages, 








Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


has an index and price pages and 
complete descriptions of Spring 
goods. 

Dealers in the trading area cov- 
ered by the Igoe organization may 
obtain copies by calling local 
branches, or by writing to R. Mik- 
ola, sales promotion manager, Igoe 
Bros., Inc., 73 Metropolitan Ave., 
Brooklyn 11, N. Y. 


610 Coast-to-Coast 
Stores Break Promotion 


A 48-page Spring Sale Circular 
is now being distributed by 610 
Coast-to-Coast franchised stores in 
16 states. 

The circulation of this 8 by 11 
in. catalog is approximately one 
and three-quarters millions, the 
company reports. This is one of 
seven major promotions each year. 

GG PACES OF BIG SaviNGs 
Non Og a 





A number of “5 Star Specials” 
are scattered throughout the cata- 
log, which is printed in yellow and 
green as well as black, on newspa- 
per stock. 

The catalog is backed by ad 
mats, display packages and radio 
advertising aids. 


Luthe Spring Catalog 
Uses 4-Color Plates 


The Gardener’s Digest, a 32-page 
catalog of lawn and garden tools 
and supplies, with handsome four- 
color process covers, has been pro- 
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NOW- they're all 
measure - marked 


‘ : mer 7 
a“ 
a, 


The smaller sizes of H & A ‘‘Blue Heart’ and 
“Red Heart’’ Rope (%4” to 2” inclusive) are 
offered in the space saving, 20 lb. hexagonal 
Display Coil packages pictured in the photo- 
graph at the head of this advertisement. 
“Blue Heart’’ cartons colored blue and silver; 
“Red Heart'’ cartons red and silver. Hold 


plenty of footage. Y% inch, 1000 ft. 5/16 
inch, ZOO ft. % inch, 500 ft. 7/16 inch, 
380 ft. % inch, 260 ft. Same sizes also 
obtainable in full coils and half coils. 








In addition to “Blue Heart” Manila 
and “Red Heart” Sisal Rope, H & A 
produces cordage of all standard 
commercial grades, including Trans- 
mission Rope, Drilling Cable, Lariat 
Rope, Yacht Rope, Twisted and 
Braided Jute Packing, Jute and 
Hemp Twines, Hard Fibre Twines, 
Lath Yarn, Tarred Marlines, Plumb- 
ers and Marine Oakum. 
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DISPLAY COILS 







“Red Heart” SISAL 


iust count the marks and cut it off 


All Sizes of H & A “Blue Heart” Manila and “Red Heart” Sisal Rope, 
from 3°5” to 34” inclusive, put up in all styles of package units, now 
come measure-marked. What a trouble savef this offers to folks who 
handle rope, sell rope, use rope! Those distinct marks, accurately mill 
printed every five feet, do away entirely with the need for slow, 
fumblesome measuring, whether the rope is packed in full coils, half 
coils or the popular H & A Display Coils. 


Everyone has the same objective when he starts pulling new rope out of 
a coil. Retail salesmen, industrial stock room clerks — and rope users, 
from engineers and construction crews to farmers and fishermen—each 
is trying to secure a piece of rope that is some definite number of feet 
in length. So here it is— premeasured for him. If the coil is good 
H & A Rope, from now on all that he needs to do is “count the marks 
and cut it off.” 

Of practical importance also is the fact that measure-marking costs 
you not a penny more. H & A charges nothing extra for this great time- 
and-trouble-saving feature. H & A Rope leads in convenience as it 
does in quality. Complete information on request. 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. @ OMAHA, NEB. @ MINNEAPOLIS, MINN. 
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“Blue Heart’’ MANILA 























Stamped and Embossed Brass and 
Aluminum House Numbers in various 
heights.and styles make a big profit 
item because they sell themselves 
when displayed in the FREE Premax 
Display Carton. Write for specifica- 
tions and prices—increase your House 
Number sales. 


PREMAX PRODUCTS 





DIVISION CHISHOLM-RYDER CO., INC. 


5341 Highland Ave., Niagara Falls, N.Y. 


best seller- 


for spring and summer 








Time now to stock up on this hot 
weather best seller! Finest quality. 
No-Splash spray or massage head. 
Fitsall connector—fits all faucets. 
Attractively packaged. Popularly 
priced for fast turnover, top 
profits. Write now for prices and 
new DAISY Catalog. 


SCHACHT RUBBER MFG. CO. 
DEPT. H HUNTINGTON, INDIANA 
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duced for hardware dealers’ use by 
Luthe Hardware Co., Des Moines, 
Iowa. 

In addition to tools the catalog, 
6x9 in., features seed, fertilizer, 
sprayers and similar garden needs 
as well as some barbecue equip- 
ment. There are at least two colors 
on each page and several inside 
pages have four-color reproduc- 
tions. 





American Supply Has 
Rotogravure Catalog 


American Hardware Supply Co., 
Pittsburgh dealer-owned whole- 











sale hardware firm, has prepared 
for its dealer-members a 24-page 
rotogravure catalog. Distribution 
is over 800,000. 

Also available to American deal- 
ers is an 8-page farm insert for 
dealers who serve a farm area as 
well as a 4-page Kodachrome col- 


| ored Lucas paint insert for Lucas 


paint dealers. 

Included with the catalog are 
window trim, store banners, price 
cards, etc., as well as newspaper 
mats for local newspaper use. If 
desired by the dealer, his catalogs 
are mailed directly from the Pitts- 
burgh warehouse. 


Breck Has Intensive 
Gardening Promotion 


A Spring promotional campaign 
on gardening by Jos. Breck & Sons, 
Boston wholesale firm, in behalf of 
the Breck’s Associate Stores will 
be spearheaded by a 6-week news- 
paper program. 

The advertising schedule com- 
prises nine key New England news- 
papers between April 12 and May 
17, including the use of two colors 
in Boston papers on April 12 
and 26. 

The newspaper campaign will be 
backed by extensive dealer promo- 
tion, point-of-sale display and 
display and trade merchandising, 
according to Luther A. Breck, Jr., 
president. 

The use of a loss-leader, a re- 
duction of nearly half on the price 
of a pair of garden gloves, will be 
a feature of the campaign. In ad- 
dition to this, 22 nationally adver- 
tised gardening products will be 
featured in the ads, store displays 
and mat service. 














CHAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Weod 

e Penetrates weed fibres— 

makes them -x-p-a-n-¢ 

permanently. 

Quickest and easiest wa 

te fix leese chair ru 

fegs, 

dove-talls, ete. 

A Fast-Selling Impulse ites 

Write for Free Samples asé 
Literature 


CHAIR-LOC CO. 
Lakehurst 3, N. J, 


MEET HANSER’S HUSTLERS! 


40 Top-notch salesmen concentrated 
in a rich sales a ag at .. 
sult-producers workin rectly 
oon —— giving you Dengiete Cov. 
erage in: 
NEW ENGLAND STATES; NEW 
YORK (incl. Metropolitan area); 
ee a ane 
; ._MARYL . » 
WARE: DIST OF COLUMBIA; 
VIRGINIA 
The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 
New York 23, N. Y. 









1841 Broadway 








GRAND 
DOOR HOLDERS 


MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

fan Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 
3101 W. Grand Ave. Chicago 22, Ilse» 

















CHROME 
NIPPLES 


i," to 4" sizes 
Vg" and '/2" sizes 
packed 12 to a box 
Write for catalog 
PITTSBURGH NIPPLE WORKS, Inc. 








1455 Spring Garden Ave., Pittsburgh 12, | 








CALF-TERIA 






. « ORE PAIL 
“The only Pail with a SIPHON valve! 
Saves 100 lbs. of milk 
per calf fed. 
= @ Milkhouse Cabinet $12.9 
@ Electric Dehorner $ 7.00 
age Write TODAY for catalog 

sheets and prices. 


THE RUINEWART CO., [Tyo rcs srr 





















His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 

ity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in December. With 
best wishes for your continued success.” 
Sincerely yours, 


A Satisfied Advertiser 
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SELLS 20% MORE PAINT... 


* 
“Valvectl , : 

cif Sander rentals increase paint sales 20% to a vol- 

ume of $6000 per year for Reuben and Abel 
STATES; NEW : na? a : 
tropolitan area); Swanson in St. Paul! In addition—sanders ring 
Same Daa, up $3,000 in rental fees alone! The Swansons 
a have been renting American Floor Sanders to 
’ HANSER their customers for 20 years—making steady 
\GANIZATION xtra profits. Y n i : 
ee extra profi ou can do it, too 


fork 23, N. Y. 





'D 
LDERS 











6a 

0 SERIES 
Delivery 
co. 


»ME 
LES 


sizes 
2" sizes 















Always furnish new im- 
proved American Abra- 
sive Papers with sanders 
and edgers—for best re- 
sults and profits! Ameri- 
can Black Demon and 
American Combination 
high quality papers give 
longer life, faster cutting. 


S, Inc. 
h 12, Pa. 
Sh 
















New display 
helps you sell 
more American 
Floor Finishes! 
Finest quality— 
complete line 
for all floors— 
seals, finishes, 
waxes and 
cleaners. 












7 Urge BE 
y ii fee 


50 YEARS OF PROGRESS 
Famous American Ma- 
chines area//engineered, 
manufactured, sold and 
serviced by American! 
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RENTAL BAR INCREASES PROFITS 


Here’s how an Ohio hardware store builds busi- 
ness—by setting up a “Rental Bar” which features 
AMERICAN Sanders, Edgers, DeLuxe Polishers 
and Belt Sanders. This is one of many successful 
ways used by hardware, paint and lumber dealers 
from coast to coast... to make sander rentals 
with American a BIG PAY proposition. 


@ Tie in with today’s “Do it yourself” trend among your 
customers! Feature sander rentals—with easy-to-operate 
American Machines—and get your full share of steady, 
year-round profits! Also—be sure it’s an All-American 
job from start to finish . . . with top-quality American 
abrasives, seals and finishes for greatest customer 
satisfaction. 


MERICAN 


FLOOR MACHINES + PORTABLE TOOLS 





The American Floor Surfacing Machine Co. 

$22 So. St. Clair St., Toledo 3, Ohio 

(1 Send 12-page free booklet showing how to make 
money in the floor sander rental business. 

C Send latest catalog on the following, without obliga- 
tion: 
CJ Floor Sanders [] Floor Edgers [] Floor Finishes 
(J Floor Mafntenance Machines [] Abrasive Papers 


























ARMSTRONG BROS. 


Better PIPE TOOLS 











PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout . . . built to give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treat body 
and a replaceable hardened steel ut to 
take up the wear and thrust of handle screw. 
Used either as l-wheel (with 2 rollers) or 
3-wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. They 
cut rapidly and easily, hold their 
keen edge. 


IRMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 








Have YOU Ordered 









2 MODELS FIT 
95% OF ALL TANKS 


A. No. 16 UNIVER- 
SAL — Fits tank with 
exposed center pipe. 
B. No. 17 MODERN 
—Fits tank that rests 


O. on bowl. 
Exclusive Sales Feature! 


“‘ADJUSTO-GRIP’’* =? 


Holds tray firmly in place. B 
No rocking or tilting. 


Are you ready to fill the greatest con- 
sumer demand in history for Veri-Neet 
Aluminum Toilet Tank Trays? Help 
yourself to the introductory “Lucky 
13”. Profit Package. You GET 13 trays 
for the price of 12! You MAKE a 42% 
profit! This offer is for a limited time 
only. Get your order in NOW. Cash in 
on the powerful newspaper advertising 
reaching your customers and directing 
business to YOUR store. We're telling 
them why the Veri-Neet Aluminum 
Toilet Tank Tray — the best known 
and fastest selling — is the ONE guar- 
anteed solution to the “moisture drip” 
problem. See your jobber NOW! 

*Trade Mark 






NORTHERN INDUSTRIES, INC. 


© MILWAUKEE 2, WIS 


310 N. WATER ST 
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Electrical Cooking 
Promotion This Month 


April is ‘‘Electric Cooking 
Month,” a promotional program 
that is jointly sponsored by the Na- 
tional Electrical Manufacturers As- 
sociation’s Electric Range Section 
and the Residential Section Com- 
mittees of the Edison Electric In- 
stitute. 

The slogan is “Women Who Know 
. .. Cook Electrically !” Promotional 
material is available to dealers who 
desire to tie-in with the industry- 
wide promotion. 

The Electric Water Heater Sec- 
tion of NEMA, in addition to its 
advertising and promotional cam- 
paigns to architects, builders and 
plumbers, is also planning sales 
promotion aimed at the farm and 
rural markets. This campaign is 
being made in recognition of a need 
for selling aids for use in promot- 
ing electric water heaters for the 
farm, the dairy and rural homes. 

The NEMA Farm and Home 
Freezer Section is continuing to 
direct its promotion to the educa- 
tional field. 


Manufacturers Census 
Forms Ready for Study 


Copies of inquiries which will be 
made in the 1953 Census of Busi- 
ness are available to interested 
businessmen from the Bureau of 
the Census, Dept. of Commerce, 
Washington, D.C. 

This advance information will 
enable manufacturers to inform 
themselves early this year with re- 
spect to the information they will 
be asked to give’when they file their 
Census reports next year on their 
operations for 1953. Distribution 
of the official reporting forms will 
be made by mail, at the end of this 
year. 


More Color Being Used 
In Exterior Painting 


There is a growing trend towards 
the use of other colors in exterior 
paints, particularly among home 
owners in new developments who 
want to give their homes an indi- 
vidual personality, Devoe & Rey- 
nolds Co. reports. 

The company introduced a new 
line of correlated house paint and 
trim and shutter colors, after mak- 
ing a wide survey of architects, 
painters and contractors. The col- 


ors were selected to harmonize with 
the most popular roof shingle colors, 

Roofs were selected as a basis be- 
cause they are the largest single 
area of a house in which the colors 
remain constant throughout the 
four seasons. 


Los Angeles Stores 
Showed Biggest Gain 


January sales of large hardware 
firms, operating from one to 10 
stores, were even with sales in the 
same month of last year. They were 
38 pct lower than December sales. 

Sales of all retail stores in the 
United States, in January, were 11 
pet higher than they were in Janu- 
ary, 1952, according to the Bureau 
of the Census. 

The metropolitan centers in 
which large hardware firms showed 
the greatest sales advance for Janu- 
ary over the same month of 1952 
were Los Angeles County (33%); 
Wayne Co., Mich. (22%) and King 
Co., Wash. (20%). 

The biggest sales drop from a 
year ago in any of the large cen- 
ters was the 18 pct for the firms in 
New York City and part of West- 
chester Co., N. Y. 

The following table gives the 
percentage of change for large hard- 
ware firms for January as compared 
—- January 1952 and December 

2: 


Pct Change 
in Sales 
Jan. Jan. 
1953-1953 
from = from 
Jan. Dec. 
1952 1952 
Large hardware stores total. . o —38 
Los Angeles Co., Cal. ...... +33 —8 
Hartford & Tolland Cos., 
ge i ee a eal +8 —44 
D. of C., city of Alexandria, and 
Arlington Co., Va., and part 
of Montgomery Co., Md... —5 —I4 
OE Ts Ue vino sisiccecancven 0 —3! 
Adams & Allen Cos., Ind.... + 1 —50 
Suffolk Co. and parts of Mid- 
dlesex & Norfolk Cos., Mass. —I! —36 


Wayne Co., Mich. ......... +22 —32 
City of St. Louis and St. Louis 
Co., Mo., and East St. Louis, 


Oe sacaseea ativncsssvese —2 —3 
City of New York and part of 

Westchester Co., N. Y..... —I18 —5l 
ee err —3 —54 
Monroe & Wayne Cos., N. Y. +21 —I4 
Cuyahoga Co., O. ......... +11 —2 
Philadelphia Co., Pa. ....... —6 —3 
Providence Co., R. |. ....... +5 —26 
Norfolk & Princess Anne Cos. 

and cities of Norfolk, So. 

Norfolk & Portsmouth, Va.. +5 —39 


ing Co, Wat, ..06055502 +20 —27 
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YOU CAN'T GO WRONG WITH— 


SOUTHERN 


WOOD SCREWS 


(Slotted or Phillips Heads) 


Federal Specification FF-S-11la, in its detailed 
description of the only type of wood screw ac- 
ceptable for government contracts, describes the 
same type made by Southern. 

Southern screws are precision made in one of 
the country’s most modern wood screw plants. 
Slots are deep, and accurately machined for safe, 
sure driving. Shanks are full size for greatest 
strength. Threads are of government-required 
single type—clean and sharp to cut into wood 
smoothly and provide maximum holding power. 
Sharp gimlet points give plenty of “bite” at 
the start. 

A unique and rigid inspection system assures 
the high quality of each individual Southern 
Wood Screw. Wide range of sizes from 3/16” 
No. 0 to 6” No. 30 in steel and brass. Write 
today for interesting literature on types of wood 
screws—and for the complete Southern catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue 
North Bergen, N. J. 


* 
641 Stewart Ave., S.W. 
Atlanta, Georgia 
e 


325 W. Ohio Street 
Chicago 10, Ill. 





SOUTHERN SCREW COMPANY 








104 Rickert St., Statesville, N. C. 


HARDWARE AGE, APRIL 2, 1953 









WOODEN DRAWERS 


FROM STICKING 
AND BINDING 


Trade Mark 


ROLLER BEARINGS 


Sensational Plastic Roller 
Bearings Make Wooden 





— oo is 
FINGERTIP el 
PRESSURE! on back. 


Roll-eez Set “A” suv Package 


Easy to Install on 
@ HOME AND OFFICE FURNITURE 
@ BUILT-INS 








DEALERS EVERYWHERE 
CASHING IN ON BIG 
DEMAND! 


DISPLAY ‘EM! 
SELL ‘EM! 
Every pks, contains 1 
Type ““M” Guide Bear- 
ing, 3 Type “N” Bear- 
ings, and nails. 1 dog. 

pkgs. to carton. 


No tugging, no straining to open a drawer 
equipped with Roll-eez Set “A.” Just nail on 
according to instructions. These simple little 
rollers eliminate wood-to-wood contact and 
F : maintain perfect drawer alignment... pre- 
=> vent wooden drawers from sticking and 


= — 


CHESTS OF binding even in hot, humid weather! Used by 
DRAWERS furniture manufacturers and cabinetmakers. 
SS Roll-eez are compact, rugged, virtually inde- 

SS structible, consist of durable plastic rollers 

a | mounted on steel pins and frames. They are 

easy to install on old or new furniture, built- 

KITCHEN ins, store fixtures... are a guarantee of 

CABINETS smoothly working drawers throughout a life- 


time of use. 


Your customers want Roll-eez! Order from 
your jobber, or write for name of dealer 


\ 


STORE nearest you. 
FIXTURES 
Many More | JUNIOR-PRO PRODUCTS CO. 








3206 Morganford Road, St. Louis 16, Mo. 
Roll-eez are also made in these 4 styles 
and shipped in bulk for large lot users 








Roli-eexz 


f Roll-eex 


Roll-eez Roll-eex 
re) Pp y "Q Ww R 
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Champion Screen 


Door Latches 


Supplied in all finishes 


Tubular Screen and Storm Door Latch 


No. 4150—Wrought Steel 
No. 4155—Wrought Brass 
Packed 1 in a box, 4 dozen in case. 





ze 


No. 4120—Wrought Steel Rim 
Screen and Storm Door Catch 


Packed one in a box. 
4 doz. in a case. 


The 





CHAMPION HARDWARE (0. 


GENEVA. OHLO 





e 
Df it’s a 





CBAMPION ils a winner 

















Streamlined 


Continuous Srayer 


















sprayer. Pr. and Qtr. 





Gwe § and dusters have 
been outstanding 





As Advertised in House & 


SPRAY 


World's most beautiful copper, continuous 
(39 ounce) sizes. 
Glistening, solid copper tank. Pump barrel 


» For 65 years 


Garden and House Beautiful Performance. 


D. B. SMITH & CO. 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 

Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 







is highly pol- 
ished, seamless 
brass. Modern 
design. Sturdy 
construction. 
Twin nozzles for 
spraying fine 
fog mist straight 
ahead or at any 
angle. Sprays 
any liquid. Pop- 
ular, year ‘round 
seller. 


Smith sprayers 


in design, con- 
struction and 









Send _ 
for — 
Catalog 
















METAL FOLDING PLAY SETS 


Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shore Dr., Chicage 11 











MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS 


Cream—Liquid—Brushcleaner 








BUILD YOUR PAINT DEPT. : 
Thru Satisfied Customers # } 





Write For Special Combination Deal 


GILLESPIE VARNISH CO. 
131 Dey St., Jersey City, N. J. 

















Gripper Clips 


istered U. S. Pat. Ofice 


and large 
sises for holding 
irk 


I 


APE 
OS Bie i 
fesniall: 





i 


i 


N GOOD TOOLS, INC. 
Oraage S.A. 
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Sessions Clock Co. 
Reveals Sales Plan 


Sessions Clock Co., Forestville, 
Conn., announces that it will sup- 
port its merchandising and sales 
drive with the most aggressive 
consumer advertising campaign in 
its history with a schedule of 4- 
color full pages and black-and-white 
half-pages in consumer publications 
throughout 1953. 

Chief feature of the sales plan is 
a self-merchandising Clock Tower 
display, capable of holding 16 
units. Free goods included in the 
deal cancel the cost of the display 
and provide an extra profit to the 
dealer. 

At the same time the firm an- 
nounced a $20,000 prize contest for 
distributor salesmen and_ sales 
managers. 


Weller Electric Has 
Hardware Week Offer 


Weller Electric Corp., Easton, 
Pa., has prepared a P-300 Mer- 
chandising Package for Hardware 
Week, to introduce two new acces- 
sory tips for Weller Electric Guns. 
Envelope stuffers, newspaper mats 
and counter give-aways are pro- 
vided to help dealers introduce the 
Weller Electrakit. 

The P-300 package consists of 
8 WS-100 Electric Guns in indi- 
vidual display cartons, each with 
two accessory tips and instruction 
folder—a $12.95 retail value for 
$11.95 during Hardware Week. 


Boyle-Midway Lines Up 
Heaviest Advertising 


High-frequency, multi-insertion 
ads in 273 newspapers will keep 
the Boyle-Midway line of house- 
hold products in the public eye, in 
the company’s biggest advertising 
program, that also includes major 
magazines, store books, TV and 
radio. 


Carlco Products In 


Consumer Magazines 


Carlisle Manufacturing Co. 
Newark, N. J., manufacturers of 
Carleo portable picnic refrigera- 
tors, flower boxes and other prod- 
ucts for the hardware and house- 
ware trades, has Better Homes & 
Gardens, Good Housekeeping and 
Life on its advertising program. 
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Credit Man Sees No 
Threat in High Credit 


There is no need for alarm be- 
cause of the size of consumer in- 
debtedness, according to William 
J. Cheney, executive vice-president 
of the National Foundation for 
Consumer Credit, Inc. 

He said the very existence of a 
continuing sizable debt on con- 
sumer accounts is “mute evidence 
of the successful flow of billions of 
great products to millions of im- 
portant individual American fami- 
lies.” 

“The American people each year 
pay off their entire average con- 
sumer debt and start again,” he 
explained. “In my view, the peo- 
ple truly are using this temporary 
indebtedness as a means toward 
greater savings. In a valid eco- 
nomic sense, their outstanding in- 
stalment accounts are not debt, but 
more truly represent time-payment 
savings.” 


Mirro Head Sees Good 


Business This Year 


“The business outlook for 1953 
appears favorable,” reported A. J. 
Vits, president of the Aluminum 
Goods Mfg. Co., in his annual re- 
port to stockholders. 

“Unless something unforeseen 
develops to materially step up the 
country’s national defense pro- 
gram, we anticipate an increasing 
supply of aluminum metal to meet 
our production plans which call for 
an increase over our 1952 accom- 
plishments. 


The company’s sales of nearly 
$3144 millions was slightly under 
the $32 million record in 1950. 


Presto Nearly Ready 
To Show New Products 


The National Pressure Cooker 
Co., which, after May 1, becomes 
National Presto Industries, Inc., 
announces that the Martin “200” 
outboard motor is coming off the 
production line and Will be ready 
for the summer market. 

The new Presto automatic coffee 
maker is in the final stages for its 
presentation to the market. “With 
the Presto steam iron, and the 
Presto deep fryer, it will make us 
a factor in the electrical appli- 
ance field,” stated Lewis E. 
Phillips, president. 

(Resume reading on page 15) 
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No. 29 FULTON FRAME-BUMPER HITCH 
One Model to Stock! 


For really secure attachment 
of boat and utility trailers, 
Frame-Bumper Hitch at- 
taches to both bumper and 
car frame. Heavy steel frame 
support reinforces frame 
* without drilling. Pull is di- 
rectly on car frame. Bumper 
supports vertical load. Tie- 
bands give added strength. 
One model fits most cars. 
Easy to stock—easy to sell. 





NO. 0-7 

TRAILER COUPLING 

For use on 2-wheel boat 
and utility trailers, loads to 4,000 lb. No. 
B-6 for loads to 6,000 lb. Heavy-duty 
No. A-6 for use with trucks, tractors and 
farm machinery, to 8,000 lb. Extra Ball 
assemblies also available. 


fie 


NO. 25 BUMPER CLAMP 
Secure, all-steel anchor 
for trailer coupling. 
Adjustable for most 
bumper shapes. Rubber 
cushion protects bumper 
face. No. 24 is a lighter, 
lower-cost clamp for 
moderate loads. Good 
price leader 





NO. 30 TRAILER 

TONGUE STAND 
Supports 2-wheel utility 
trailers and many farm 
implements at hauling 
level for easy loading, 
unloading and parking. 
Bolt or weld to trailer 
tongue. Swings to hori- 
zontal position for haul- 
ing. 





NO. 26 BUMPER CLAMP CONNECTING BAR 


Use with two No. 25 Bumper Clamps where 


w 
an center mounting is impossible and for better 
\ 8 gamers , load distribution desired. Complete with 
yon yne ih. bolts, nuts, lock washers. 
F 





THE FULTON COMPANY 


1912 S. 82nd St., Milwaukee 14, Wis. 
* In Canada: J. C. Adams Co., Lid., Toronto 
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WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


SELL 


ARISTO-MATS Bee 


See Your Jobber or Write For Your Nearest Distributor [Missbsdhsidslsniiel Monee cee nee ea ROIS Lees 











PERFO MATS 


CORRUGATED & PERFORATED 
AND 
ALL LINK STYLES 


NO SELLING SPACE REQUIRED 
NO INVENTORY! 


eeeeeeecece 





You simply take the orders. 
We make and ship—plain 
4 mats in 2 weeks, custom- ) 
PROMOTION-PACKAGED built mats in 3 weeks. Your eh te 

EXTENSION TRAVERSE ROD clients’ designs accurately eal 

reproduced in any color 

or combination of colors. ST€TSON HATS 
Perfo Mats add distinction 
to both exterior and interior 





Compare this volume-produced traverse rod 


against any other rod on the market! Heavy- floors of stores, hotels, 
gauge DuPont enamel finished steel — will not restaurants, apartments, 
twist or sag. Extends from 48” to 86” with a homes and institutions. 
214” projection. Made to retail from 98c. | Non-skid surface prevents © ANY SIZE 
| mud-tracking and costly @ ANY COLOR 
falls. e@ ANY DESIGN 


Send today for Dealer’s Price © ANY SHAPE 


List and Illustrated Folder Dept. HA 











Hardware dealers all over the country have discovered that 
it pays to keep your eyes on HarpwareE AcE for ideas and 
advice that mean more money in your pocket. Help on 
government control problems, new merchandising ideas, 
market news, more new merchandise descriptions than 
published by any other hardware magazine, and news of 
other hardware people are just a few of the regular features of HARDWARE AGE that have caused more 
dealers to invest in subscriptions to HARDWARE AGE than to any other hardware magazine. 





HARDWARE AGE 


100 E. 42 St. The Hardware Dealers’ Magazine New York 17, N. Y. 











— 
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HAY CARRIERS 





with self-locking sling-pulley. 

harpoon and grapple types — seven 
HARPOON FORKS 

strength malleable iron frames. Sheaves 


Now! Get Ready for 

Hay Tool Sales! 

MOLINE HAY CARRIERS are 

Sheaves and frames are made 

of our high strength malleable 

iron castings. Strong, smooth running — 

models in all. Heavy steel and high 

strength malleable iron parts are used 

in the right places for best performance 

are either wood or iron as desired — a 
wide selection of types and sizes. 

‘ MOLINE STEEL TRACK is double strength 


made in many models. Each 
is ruggedly built, equipped 
years of service. 
MOLINE FORKS are available in both 
and long life. 
MOLINE PULLEYS are made with high 
with malleable couplings and bumpers. 
Easy to assemble and erect. 





Write today for 
Moline Hay Tool 


GRAPPLE FORKS Catalog and Prices 

















DOUBLE STRENGTH STEEL TRACK 


America’s Bgzta(a (4(4 fm Champion 


No Finer Quality 


PLYMOUTH 


100%  Uenylité Plastic 











© Opaque or Transparent 
© Brilliant Red or Green 
© 10-year WRITTEN GUARANTEE 
© 2-way Perma-Grip COUPLING 


© 25-ft., 50-ft., or 75-ft. “— s 
© Packed 6 in attractive floor DISPLAY CARTON 





PLYMOUTH RUBBER COMPANY, 


INC., CANTON, MASS. 
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MAKE MORE MONEY WITH 
METCO 


SPRINKLERS 









It’s just as easy fo sell 
a better sprinkler— 
make a bigger sale 


with MORE PROFITS FOR YOU rou ir 


: \, ust price *10.95 









Model J 











(Dealer's Discounts: 40% on orders of six or 
more of one model; 333% on less than six) 


ust price? 12.95 
YOUR. 













Model M 





Ys (en Le 
LARGE RECTANGLE 













METCO 
is Nationally Advertised 


METCO Wave Sprinklers are pre- 
sold through national advertising .. . 
During the selling season millions 
of people will read about their gen- 
tle, rain-like spray in Saturday Eve- 
ning Post, Better Homes & Gardens, 
Sunset and Flower Grower maga- 
zines. 


METCO 
ties in at the Point-of-Sale 


Window Streamers, Counter Cards, Sales 
Tags, Envelope Stuffers . . . all tied in 
with the national program to help sell 
METCO from your store. METCO 
mats are available for local newspaper 
tie-ins. 


See Your Jobber 


METALLIZING ENGINEERING CO., INC. 
3813 —30th Street, Long Island City 1, N. Y. 


179 




















Big profits, fast turnover with 


NEW PAINT REMOVER! 


Here’s the modern method for removing old thick coats 
faster, safer, Wanted by homeowners and master painters, 


FAST REMOVAL- (8 to 16 ft/min) 1000-watt radiant 
heater softens paint quickly, 3 1/2-in, sharpened 
stainless steel blade peels it off in one operation, 
LIGHT TO USE- (1 3/4 lb) glides along inside or out 
SAFER- no open flame, no inflamable fuel to store. 
ONE-HAND OPERATION- no putty knife needed, 
LONGER LIFE-sturdy tubular metal-sheathed heater, 
RETAILS- $ 10.95 (maximum discounts to you) 


Be ready for big spring painting — for more details and 
FREE BULLETIN,- write — right now — to 


LUDLOW P.0, Box 625, Albany, New York 

































Sell EASIER fence stretching . . . 
every farmer and cattleman 





Unconditionally 
GUARANTEED! 





Nationally Advertised . . more than 
60,000 Golden Rods sold to date! 


- see Sell the Golden Rod Fence Stretcher on a 
oo “Satisfaction or Your Money Back” guar- 


antee. Sell more fencing,.make more friends 


and bigger profits this year! 
The Golden Rod has powerful, easy-to- 
HOOKS * | operate mechanical “dogs” on strong hooks; 
TO POST ; 


grips any kind of wire—never slips! 


Rugged main bar, 1%” wide by %” 

thick; full 24” ratchet action. Ideal for 

HOOKS | drawing and holding both wire-ends for 
TO WIRE} splicing—faster! Wt., 8 Ibs. Pulls half a ton! 


Order through Your Jobber or write $98 
us for Your nearest Distributor RETAIL 


DUTTON-LAINSON CO., Mfg. Div., Dept. 32, Hastings, Nebr. 
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Amazing DISPOSABLE Biade 


Super-Hard Teeth 


yO EINEMANN’S 


New HARD-TIP Saw 


Throw Away When Dull 
Stays Sharp 5 Times Longer 
Sensational Low Price 

Reduces Costs 50% to 60% 
Cuts Smoother and Faster 






Patent Applied For 
































eo OOOO POF Vee t 
- 
- 


Lo 
is hy Ends Your Saw Troubles \\\ 


Remarkable ...this new DISPOSABLE Heinemann 
“Hard-Tip” Biade. Short teeth, speciaily hard- 
ened, stay sharp many times longer — cut faster, 
smoother, quieter. Short teeth can’t grab — safer 
to operate — requires less power. Always round 
and efficient — never develops cracks. Saws fine 
on any a machine, all kinds of work. The low | 
—; '-- ——— you — $1.77 for Standard Type 

“Cc” 6 inch. Equally low prices on all sizes up § 
to 16 inch. 


GET THE FACTS TODAY! WRITE FOR# 
FREE BULLETIN AND NEW LOW PRICES > 


ORDER FROM YOUR JOBBER TODAY! 


THE F. HEINEMANN SAW AND MFG. COMPANY 


CANTON 6, OHIO 

















*HOUSE PAINTS 
$2.45 & $1.45 gal. 
*ENAMELS 
$2.30 gal. 


Write for Color Cards and 
Prices on Full Line 
*NOTE: Prices quoted are deliv- 
ered prices for zone | (within 200 

miles of Cleveland, O.) 


Attention Salesmen: A few choice 
territories still available. 








DIVISION OF 


TOBIAS PAINT Mfg. Co. 


3302 EAST SF8m ae. 
SC tee 2h A RS Yes Oo # 4.0 
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Blade Super Capacity Drainer with Stand-up Silver Basket 


t Applied For TO RETAIL AS LOW AS $2.19 





Cexte he 

ify : Carpet-like beauty 
aor ’ q at low cost 

| ) adil ty ede 

si ks Cot oe 



















New "Vinyl" Koated Drainer, with Colorful "=" 


Plastic Receptacle for Draining Silverware. TAOS Cee. - 


This shows exact 
Texto Tred Texture 


av 
i pee Ait ~~ 8% 
4 a 
STEP UP SALES 


Sales and profits go up when you show 


1S) An Excellent Combination with our #400 
z — Hi-lmpact STYRON Drain & Tray 
ZY To Retail at $4.98 
a 
Zs 


Check These Best Values . . . Extra Profits for You 


a 









Yi “Roeser covenin Wink KITCHEN alos” Texto Tred rubber stair treads to your 
Pick up extra “Impulse Sales""—Display a Complete customers. They like the “ripple twist" 
(\ eg fF —— texture, resiliency underfoot, 
choose. urability and decorator colors. 
Contact our local representative or write for catalog At Better Jobbers Everywhere 














ACE RUBBER PRODUCTS, INC. 
100 Beech St. Akron 8, Ohio 





ARTWIRE CREATIONS ING. suren. xy 


Wee, COMPARE Pe 23 


oS WHEN YOU 


STOCK AND DISPLAY THE YOU'LL AGREE SAFE 
BUILDER’S HARDWARE |S 


QUALITY — SALEABLE — 
PROFITABLE ! 








>») 


4 












“INSTITUTION 


‘ | R-3101 “| 





R-3051 














EH. TATE CO. HF CAFE PADLOCK na HARDWARE 


BOSTON * MASSACHUSETTS ae oe ee PA U 
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UTHINGTON 














Insist on 


for dependability, 
uniformity and 
wide size 
range 


Send for 
SHEET METAL SCREWS 
Catalog 














SOUTHINGTON HOWE. MFG. COMPANY 
1867 +¢ Southington. Conn 


EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 





Since 





for all types of hardware PT 





@ Padlocks 
@ Window sash locks 


@ Curtain springs 
@ Window screen springs 
@ Screen door closer springs @ Door check springs 


@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
1275 Ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 
AND FORMED WIRES (FI 


aa f AN 2 a? i 
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Qxné 


ADJUSTABLE CUTTING 


TOOLS 





\ EXPANSIVE BITS 


Cut any size hole % to 3” in 

soft or hard wood! * Tool 
Steel Blades * Rust Resist- 
ant * Quick, Accurate 





ADJUSTABLE HOLE 
CUTTERS 


Cut holes % to 2%” 

in metal, wood, 

plastics * High- 

speed steel blade— f 
stays sharp longer—cuts 








easier * Economical— 
one Clark tool replaces 
many fixed radius cutters. 


Adjustment °¢ Self- 
Clearing Lead Screw. 





eeeeeveeeeeeeeeeeesee 


Qué 


ADJUSTABLE CIRCLE CUTTER 
Cuts 1% to 8” holes 


in sheet metal, 
wood or plastics. . 
Combination drill 
pilot and 
high-speed steel 
cutting blade. 


Qué 


HOLE CUTTER KIT 


Colorful, new, 
plastic protective 
case contains two 
Clark adjustable 
Hole Cutters with 

a cutting range 

of % to 2%”. 







eeerereeeeoeeeeeea eee eeeeeeeeeeeeees 





Order from your jobber or write 








NEW PLASTIC TUBE 
SELLS ITSELF! 


CASH IN 


on tHe BEG pemanp ror 


SHELTON 









DOUBLE 
POINTS 
COPPER 
RIVETS 
CREATE FASTER TURNOVER py 
BLOCKS 
PLAS-T-CAP mv oisPLay 
THUMB TACKS 
WITH A SHOW THEM! 
TACK LIFTER ON EVERY BLOCK SELL THEM! 








SHELTON TACK CO., SHELTON, CONN. 
HOLLAND MFG. CO., BALTIMORE 31, MD. 


Available 


from 
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HARDWARE 











Sinai. 


Quahiy Line 


* WOODRUFF KEYS 

* MACHINE KEYS 

*MACHINE RACK 

“TAPER PINS 

“COTTER PINS 

*SPECIAL PARTS 

and other Stanho product 

Bulk or Packaged 


WRITE for CATALOG 
and PRICES 





aa 


2 te 
Z 


-_ 


| 


w“ 


“ 
3 
o 

i) 


E 


ORSE NMA/L CORP 


NEW BRIGHTON, PA 





to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 
interchangeable store fixtures available. Write 


today for huge catalog No. 53h | 


W. C.. HELLER & COMPANY 
lolahdolclii-lauen @ halle) 
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No. 1012 display. 
ACCURACY — 
-- WARNED --WARNER Manufacturing Co.--- 
TOOLS MINNEAPOLIS 14, MINNESOTA 








© Fast cutting FREE DISPLAY! 
Sell more scrapers with 
this attractive hardwood 


@ Gets into 


corners display! It's free with a 
mall rtment of j 
-ed serapers and blades . 
e Double ge dealer cost only $7.30 


blades 


Order from your jobber 
or write us about Warner 














KINGSTON 


ROLLER SKATES 
| First 


IN THE POPULAR 


\\2 
PRICE MARKET ! 
Z ~ 





MODELS FOR ALL AGES i" 


Write for 
Complete Information and Illustrated Literature 


KINGSTON PRODUCTS CORPORATION 


Hardware Division H-4 
Kokomo, Indiana, U.S.A. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words............ $5.00 
Each additional word........... 10 
Positions Wanted 
Goode Rate) set solid, maximum, 


nate additional word 
Allow Seven Words for Keyed Address 
or Your Address 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and repiles to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Sampies of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers uniess accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE 


Thursday. Classified forms 
prior to publication date. 


Is published every other 
close 15 days 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








OPPORTUNITY 
COMMISSION SALESMAN— 
N. Y., N. J., PENNA. 


We are spending over $100,000 per month 
advertising the only plant food of its 
kind with full pages in newspapers, sup- 
plements and magazines including Better 
Homes & Gardens and American Homes; 
also radio and tv. If you sell direct to 
hardware and garden supply retailers 
(not Jobbers) in these areas, you can 
earn very high commissions easily. Write 
or Telephone Mr. Hoge, 


GARDEN RESEARCH LABORATORIES 
141 5th Ave. New York 10, N. Y. 
GRamercy 7-9265 











WANTED: SALESMAN, FAMILIAR NEW 
ENGLAND drug and hardware jobbers for estab- 
lished line. Salary, Expenses and Bonus. Resid- 
ing lower New York State or Connecticut. Com- 
plete details. Write Box B-140, care of Harpware 
Acg, 100 East 42nd Street, New York 17, N. Y. 





wa MODERN CHROME PLATED 
ATHROOM ACCESSORIES 

meee will grant exclusive representation for 
Ohio, West Virginia and Western Pennsylvania, also 
Eastern half New York State excluding New York 
City, to experienced aggressive manufacturer's agents 
who are now successfully selling related lines to the 
wholesale hardware, plumbing supply and tlle trade. 

Please state territory desired and lines carried. 

ay 4 Box B-152, care of HARDWARE AGE 
East 42nd St., New York 17, New York 











PAINT BRUSH MANUFACTURER DE- 
SIRES SALES representative. Good contact 
with hardware, paint, etc. Jobbers required. 
Commission basis. Opportunity for aggressive in- 
dividual. Write details. Address Box B-158, care 
of Harpware Acz, 100 East 42nd Street, New 
York 17, N. Y. 


LOWEST PRICED LINE 
OF MEDICINE AND KITCHEN CABINETS. 
AVAILABLE FOR ALL TERRITORIES. 
STRAIGHT COMMISSION—EXCELLENT SIDELINE 
Metal Products Division 
THE WALTER S. KRAUS COMPANY 
48-01 Forty Second St. Long Island City 4, N. Y. 

——OUR 29TH YEAR 

















EXPERIENCED SALESMAN: WITH FOL- 
LOWING AMONG RETAIL hardware and 
house furnishing stores to introduce a unique all- 
stee] clothes drying rack. be handled as a 
side line. Liberal commission. Many choice “‘pro- 
tected” territories open. Give us complete details 
of yourself and territory. Sturgis Plating & Mfg 
Co., Sturgis, Mich. 





EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 





for opening new accounts and high volume re- 
t business. Address Box A-870, eare of 
100 E. 42nd St., New York 17. 


arpware AGE, 
= 
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TWIN CITIES HARDWARE REPRESENTATIVE 


If you've had builders hardware experience and can 
cover Northern Wisconsin, Minnesota, Iowa and 
North and South Dakota from the Twin Cities write 
us about yourself. Information held in Strict Con- 
fidence. Our People all know this ad is running. 


Address Box B-148, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMAN WANTED — PROMINEN1 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against gocd 
commissions. Will also consider side line man or 
manufacturer’s agents, Address Box A-823, care 
¢ ge ee 100 East 42nd Street, New 

ork 1 


SALESMAN CALLING ON HARDWARE 
STORES, pawnshops and sales stores to sell a 
full line of pocket knives, shears, scissors and 
hunting knives, imported and domestic to carry as 
full line or side line. State territories covered. 
Commission basis. Address Box B-120, care of 
he ARE AGE, 100 East 42nd Street, New York 
1 








GARDEN EQUIPMENT SALESMAN to sell 
complete line of lawn mowers, gardeners’ equip- 
ment and packaged peat moss to hardware, feed, 
seed and garden supply dealers. Good side-line. 
Profitable commission. Established, reliable firm. 
Give experience, references and territory wanted. 
Write today. The National Ideal Company, To- 
ledo 6, Ohio. 


SALESMAN WANTED TO SELL A complete 
line of plumbing goods to the retail hardware 
stores, lumber yards and plumbers for a long 
established, well known large distributor. Our 
prices are right. You must do business. We help 
you sell. Most territories open. Write giving 
full particulars in first letter. Address Box B-99, 
care of Harpware Acz, 100 East 42nd Street, 
New York 17, N. Y. 


MANUFACTURERS AGENTS WANTED: 
IF YOU call on dealers and jobbers who sell 
Electric Drills, here is a fast selling volume spe- 
cialty for you. Nationally advertised in Popular 
Mechanics and elsewhere. Converts any make 4%” 
Electric Drill into a power screwdriver impact 
tool. It will drive home screws and bolts with- 
out effort. Appeals to all jobbers supplying deal- 
ers with Electric Drill attachments. Broadens 
each dealer’s sales of %” drive tools to fit the 
unit. In reply, state area covered and type of 
trade. The Drilo Corporation, 201 East Carson 
Street, Pittsburgh 19, Pa 


SALESMAN WANTED 


Salesman wanted by old established manufacturer 
having excellent reputation, to sell Wire and Woven 
wi ucts. Territory includes Pennsylvania, 
Southern New Jersey, Delaware, Maryland, District 
of Columbia, and West Virginia. To call on Whole- 
sale Hardware Distributors and Manufacturers using 
Wire. 











Address Box B-165, care of HARDWARE a 
100 East 42nd Street, New York 17, N. 











HARDWARE SALESMAN, EXPERIENCED 
OR SOME EXPERIENCE. (Lock experience 
will be most helpful.) Solicit Hardware and 
Lumber dealers on Long Island, Westchester and 
Lower Connecticut for nationally known manu- 
facturers. Car necessary. Salary and expenses 
or commission basis. Address Box B-173, care of 
Harpware Acz, 100 East 42nd Street, New York 
¥. 


17, N. 


MANUFACTURER’S REPRESENTATIVES 
WANTED, CALLING ON hardware jobbers, 
department stores, chain stores, etc., to sel] a 
quality line of ready-to-assemble wren homes, at- 
tractively boxed in three-color cartons. Season 
now starting, excellent commissions. Address Box 
B-166, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 


SALESMEN WANTED FOR DECORATED 
METALWARE imported from England. For gift- 
ware, hardware and houseware trade. No objec 
tion if you handle other lines. Commission basis. 








Write: I. D. Company, 150 Spring Street, New 
York 12, N. Y 
EARN 12% COMMISSION’ SELLING 


MEDICINE CABINETS to Hardware, Plumbing 
and Building Supply Dealers. POPULAR 
PRICED from $1.50 to $30.00 each. Excellent 
repeat item. Protected territory. Standard Art 
oy 114-16 W. Van Buren Street, Chicago 
, Illinois. 





Accounts Wanted 


ATTENTION MANUFACTURERS: SUB- 
STANTIAL LINE WANTED FOR ILLINOIS, 
Wisconsin and Minnesota by Manufacturers 
Agent. Do you need a mature sales force nox 
selling and with close personal contact of several! 
years’ standing with 75 major accounts and 100 
minor accounts in the above states? This we can 
offer you. Hardware Jobbers, Mail Order Houses 
and Department Stores mainly comprise this list. 
Write us if your line is of sufficient importance 
to justify this kind of representation. Address 
Box B-162, care of Harpware Acz, 100 East 42nd 
Street, New York i, Be 3 


DISTRIBUTORSHIP OR SUPER JOBBER 
SERVICES OFFERED to reputable manufac 
turer for New York City and vicinity. Constant 
sales coverage and prompt delivery from local 
stocks assures maximum sales to the Hardware, 
Cutlery and Housefurnishing Trade. Commission 
Basis Acceptable. Accounts Carried if desired. 
R. T. Buckham, 15 Clowes Avenue, Hempstead, 
New York, 


ATTENTION PAINT MANUFACTURERS: 
PRESENTLY employed as branch manager. Mak- 
ing change. Know my way around in Texas and 
Southwest. 22 years’ business experience. Finan- 
cially responsible. Best of reference. Prefer low 
cost line. Will not consider connection with detail 
supervision. Write Box B-139, care of HarpwaRre 
Ace, 100 East 42nd Street, New York 17, N. Y. 














MANUFACTURER’S REPRESENTATIVES 
COVERING OHIO, WESTERN Pennsylvania 
and New York State and calling on Wholesale 
Hardware, automotive and paint jobbers seeking 
an additional line. Only a company whose prod- 
uct has unquestioned quality and is well esta 
lished will be considered. We have outstanding 
reputation as producers. Write Box B-136, care of 
Harpware Acz, 100 East 42nd Street, New York 
17, Bi. 
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Canadian Market 
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conflicting merchz 
will be given to 
development line 
Address Box B-1 
East 42nd Street, 
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Have warehou 
Loop, Chicago. 
Address Bex B- 
100 East 42n1 
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WELL ESTABLISHED MANUFACTUR- 
ERS AGENCY SEEKS additional line selling 
to wholesale hardware, mill supply and automo 
tive jobbers in Illinois, Wisconsin and northern 
Indiana. Our sales policies and promotional ac 
tivities have been responsible for selling the larg- 
est and most reputable wholesale accounts in our 
territory. We must have exclusive territory af 
rangement with volume potential. Address Box 
B-157, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y 
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Classified Opportunities Section 








Accounts Wanted 


Help Wanted 


Positions Wanted 








BIG SALES "PLUS" 
FOR MANUFACTURERS! 
CAN YOU HANDLE EXTRA BUSINESS 


ore your regular hardware chan- 
nels? 
OUR NATIONAL SELLING FORCE 


can develop a profitable new source 
of sales for YOUR PRODUCT. 


WE TRAVEL 28 “LIVE-WIRES” 


specializing in complete coverage of 
large-volume buyers, coast-to-coast. 
Our alert merchandising know-how 
and friendly assistance will build a 
handsome “bonus market” for you just 
as they have for many top-name man- 
ufacturers. 


WRITE FOR FULL DETAILS 


Address Box B-88, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














WE ARE INTERESTED IN SELLING FOR 
the Manufacturer related products to paint cover- 
ing New York and Connecticut. Looking for 
volume building items for paint jobber and paint 
and hardware retail outlets. Enjoy excellent busi- 
mess contacts in many years standing. Address 
Box B-147, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York © Philadelphia © Detroit 
Cleveland ¢@ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














“REPRESENTATION FOR CANADA” 
MANUFACTURERS DEVELOP the growing 
Canadian Market. A young Canadian salesman 
34 with 14 years’ experience in all phases of 
Canadian Hardware Sales Distribution requires 
additional quality lines. Will only handle non- 
conflicting merchandise. A prompt detailed reply 
will be given to all inquiries. Immediate sales 
development line will be given to line arranged. 
Address Box B-146, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





























& a7, N.. —— 
NTATIVES 
Pennsylvania |! MANUFACTURERS REPRESENTATIVE 
bers seeking Illinois - Wi in- Mi ta-Dakot con- 
whose prod- tacting Hardware, Automotive & Electrical 
well estab- wholesaler interested in additional lines. 
outstanding Have warehouse facilities available near 
136, care of Loop, Chicago. 
, New York Address Bex B-110, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

UFACTUR- 

line selling — 

ind automo : 

nd northern CANADIAN AGENCY REQUESTS OFFERS 
motional ac- TO act as Commission Representatives for Ameri- 
ng the larg can Manufacturer of Sets and Builders 
cate in Ont Hardware. We sell wholesale Builders supply and 
erritory af- hardwares in Ontario. lent tions. st 
ddress Box references. Write Rutherford Hardware Agen- 
Fast 42nd cies at 38 Barrie Street, Galt, Ontario. 


, 2, 1953 
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SALES DIRECTOR 


Nationally known manufacturer of build- 
ers hardware in the metropolitan area of 
New York City is interested in obtaining 
person who will be able to supervise a 
nation-wide sales force. 


Must be experienced in Sales Promotions 
and Sales Administration. 


Submit resume and salary desired. 


Address Box B 150, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











WANTED: EXPERIENCED CATALOG MAN 
TO HANDLE new catalog preparation for Mid- 
west wholesale hardware distributor. Address Box 
B-153, care of Harpware AcE, 100 East 42nd St., 
New York 17, New York. 





WE NEED A MAN 40 to 45 years old, who 
has a broad knowledge of all hardware lines nor- 
mally handled by a jobber. Position is in charge 
of all buying and personnel of a medium size 
jobber. Position made vacant by advancement of 
present occupant to executive position. Excellent 
opportunity for right man. Salary between $7,500 
and $9,000 to start depending on calibre of appli- 
cant. Reply with full particulars to Harpwart 
Ace. Replies held in confidence. Location East- 
ern Pennsylvania. Write Box B-131, care of 
a AcE, 100 East 42nd Street, New York 
a, Be 





Positions Wanted 





HARDWARE SALESMAN; 30 Years Old, 
Married, Good Habits, 11 Years Experience in 
Sales with Southern Jobber. Will Relocate. Legiti- 
mate Reasons for desiring change. Can Furnish 
Excellent References, Address Box B-156, care of 
~~ AGz, 100 East 42nd St., New York 17, 





THREE YEARS’ SALES AND SERVICE ex- 
perience executive capacity in home office of 
AAA-1 Hardware manufacturers. Prefers travel- 
ing job for manufacturer contacting jobbers and 
dealers. University degree, veteran, age 30, mar- 
ried, will relocate anywhere. Excellent Refer- 
ences. Not Afraid of Hard Work, Long Hours. 
Address Box B-161, care of Harpware Acz, 100 
East 42nd Street, New York 17, N. Y. 





MAN WITH 10 YEARS’ EXPERIENCE AS 
store manager, buyer and salesman for whcle- 
sale hardware company handling builders hard- 
ware, mil] supplies, paint, plumbing and general 
hardware line, desires position. Married and 37 
years of age. Best of References. Address Box 
B-160, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





YOUNG MAN, 10 YEARS’ EXPERIENCE 
IN the purchasing and sales of mill supplies, 
Builders, fastening devices and General Hard- 
ware—Both Retail and Wholesale. Has outstand- 
ing capabilities and is seeking a position which 
requires the services of an experienced hardware 
man in a responsible capacity. Address Box 
B-159, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y. 


AGGRESSIVE HARDWARE AND ALLIED 
LINES SALESMAN, 34 years old, Married, 
seeks position with Manufacturer or Agent. Will- 
ing to cover New England, South or Midwest. 
Will relocate if necessary. Experienced with 
Builders’ Hardware Tools, Houseware and Paints. 
Will furnish best references. Address Box B-149, 
care of Harpware AGz, 100 East 42nd Street, 
New York 17, N. Y. 





HARDWARE AND FURNITURE MAN 
WITH 29 YEARS’ experience in all phases of 
both Wholesale and Retail Hardware and Fur- 
niture business desires to make a change. Capable 
of managing any size retail hardware or hard- 
ware and furniture store. Would consider a good 
close in territory with a hardware jobber. East- 
ern location preferred. Complete resume and A-! 
reference on request. Address Box B-164, care 
of Harpware Acz, 100 East 42nd Street, New 
York 17, N. Y. 





EXPERIENCED STOCK MAN DESIRES 
POSITION with wholesale firm in greater New 
York area. Excellent References. Address Box 
B-145, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





Business Opportunities 


MERCHANDISE FOR SALE 


1,600 inside door lock and latches of re- 
liable manufacture, bore-in type, wrought 
brass knobs and roses, no die-cast parts. 
About 1,100 sets in polished brass, balance 
polished chromium. Entire lot at $1.20 
average per set, delivered. 


P. TURNER, 620 N.E. 127th St., North Miami, Florida 

















FOR SALE: BECAUSE OF ILL HEALTH 
and age, I will sell a top-rate-well-established- 
profitable, downtown hardware store in Midwest 
city. Am doing $300,000.00 in sales per year— 
specializing in builder’s hardware and tools— 
handling choice lines with direct factory connec- 
tions—Clean inventory—favorable lease. Address 
Box B-151, care of Harpware AGg, 100 East 42nd 
St., New York 17, N. Y. 





Are You Considering Retiring from 
Business? Selling Your Stock for Cash? 


WE CAN PAY YOU A GOOD PRICE FOR YOUR STOCK 
SAMUEL EDELSON 


Cash Buyer & Liquidator 
490 Broome St., New York 13, N. Y. 














IT’S A GOLD MINE! Established and owned 
by one man 30 years. Located in Detroit, Michi- 
gan Hot Spot. Over $175,000.00 Gross in 1952, 
$150,000.00 in 1951. Net 18% on Sales, Exclu- 
sive of $13,000 Manager’s Salary. Inventory over 
$50,000.00, Long Term Lease Available. Will show 
income tax returns to substantial cash. Submit 
proof of ability to handle. Address Box B-163, 
care of Harware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





REG. GALVANIZED FLY SCREENING 
at FACTORY CARLOAD PRICES 


Have total of 2,000 rolls of regular 18x14 mesh branded 
make galv. sereen wire in all widths. We will sacrifies 
this material at the current factory prices la. 
This offer is set te be dupileated elsewhere. Write 
immediately. Subject to prior sales. 

MILLMAN HARDWARE CO. 
114 Market Street, Philadelphia, Pa. Phone LO 3-487! 














FOR SALE HARDWARE BUSINESS, ES- 
TABLISHED thirty years ideally located in San 
Antonio, Texas. Owners retiring, for information 
inquire, Address Box B-155, care of Harpwark 
Acz, 100 East 42nd St., New York 17, New York. 
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eq” BOLTS 


FOR PIPES, CONOUITS, CABLES and TUBES 








"y” BOLTS 


No. 575 


Popular Sizes 
Fast Turnover 


THE WASHBURN COMPANY 


WORCESTER, MASS OCKFORD, ILL 

















<x 










CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges. . . socket butt, short socket 
firmer or short socket types... green plastic or hickory handles, 
GREEN 


= ' 
Hand Tool Quick 
a GREENLEE 





Write for free 
LEE 





GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





PLANT FOOD 


Now demanded by millions for houseplants, flowers, vegetables on 
rdens. Produces vigorous, beautiful growth in all plants Ss quickly. Pays 
jealer 33147, ce eyes ye igen for display. Does not deter- 
lorate, is clean, odorless and issolves instantly in water for use 
‘l-oz. makes ry aes liquid plant food. 


NY ODNox 














Retails Your Cost 
‘ pkt. 7: Ms » case * 2 Be : 
-02, can bent ‘0 case wt. » 
7-oz. can 50c.....24 to case wt. 14 Ibs. _ iosieeing 
1-Ib. can $1.00 12 to case wt. 16 Ibs. 





Also packed in 10-Ib., 25-Ib.,.50-Ib. and 100-Ib. dlums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Copley, Ohio, U.S.A. 













Inc., 








y 





Yessirree—even 40 years ago, CHICAGO 
roller skates were the best money could buy 
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FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


CARPENTER SQUARES 
FOR EVERY USE 
“Quality with fconomy” 


TROWELS, FLOATS, CEMENT TOOLS, satan ee 


I entapasadacaaitianamanee 


a ZEPHYRLITE 








, AMERICA’S FIRST 
q(pinedalag/ \SHONS 


NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A. 














with 
CRAFTSMEN 
FINGER GRIP Adjustable CLIPS 
Sell themselves! 
Insist on the all-purpese CLIP for 
‘parking’ things anywhere. 


Display $210 means more profits. 


Small 3 for 10¢ 
Mediem 8¢, 
15¢ 





est 
Fovorite with Home 
Workshop Fans. 


Ask your jobber. 


ARTHUR I. PLATT & CO., Fairfield, Cona. 


TU-WAY 


Salers BELT LACER 


Safety belt lacing is easy 
to apply with any stand- 
ard make belt lacing 
machine, lacer, or it can §> 
be applied with a ham- 
mer by using the inex- § 
pensive Safety Tu-Way 
Lacer. 

Gafety’s patented binder 
bars hold every hook in 
exact alignment, lap 
snugly ever belt ends and & 
prevent fraying. 


SAFETY 
BELT-LACER CO. 


5390 N. MENARD AVENUE 
CHICAGO 30, U.S. A. 

















MARSHALLTOWN TROWEL COMPANY «+ 


MARSHALLTOWN, ‘OWA 





BUILDERS’ 
HARDWARE 


s 
_ For long-range planning 
The advanced modern designs of this hard- 
ware not only fit today’s architectural theme 
but the needs of the future as well. 


A complete line of over 300 hardware products 


Our fully illustrated catalog or attractive wall chart will be mailed 


to dealers on request—try this great selling aid now. 


Over 50 Years of dependable service-records 


: NATIONAL MANUFACTURING COMPANY 
; STERLING, ILLINOIS 





* Guaranteed by 
0d Hoasoheping 
oY 


ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET * R* 1° 


PLUG and CARTRIDGE FUSES 
CHRISTMAS LIGHTING 


Manufacturers of WIRE 
CORD SETS WIRING DEVICES 











DISPLAY Genuine, easy-to-sell 


DOMES or SILENCE 


One set on a Card. 
12 ~— in a box. 


IZES 
ly” WA" l- 1/16” 
wa” %" 


World's 
best-known, 
quickest- 
selling 


FURNITURE 
GLIDES 





Ask your jobber or write 


ROBERT E. MILLER & CO., INC., 


One set in a 
box. 12 boxes 
in carton. 


ly” ive ES Ye” 

% ad 56” YA" 36” 
To get your share of steady year- 

round profits from DOMES OF 


SILENCE— 
NATIONAL ADVERTISING 


—keep these sales-making display 
containers—cards and boxes—on 
your counter. 


DOMES of SILENCE, Division of 


35 Pearl St., New York 4, N. Y. 
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